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: .91-lb. Propane Torch Cylinder 
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Model PC-5 


Hackney has ’em 


More than 45 different sizes and 
types of LP-Gas cylinders are regu- 
larly available through your Pressed 
Steel Tank Company representative. 
Whatever your cylinder needs—from 
one-pound torch cylinders to 420- 
pound giants—Hackney has ’em all. 

And all give you the famous Hack 
ney quality features which have made 
Hackney Cylinders the most popular 
throughout the industry. From five 
pounds up, all are two-piece con- 
struction with minimum seam area— 
only a single weld around the cir- 
cumference. All are made from select- 
ed high-quality steel, by the Hackney 


deep drawn process. Their good de- 
signs are appreciated by your cus- 
tomers. Their light weight means 
easier handling...lower transporta- 
tion costs for you. 


Made and tested to comply with 
ICC Regulations. Expertly welded. 
Heat treated to increase strength 
resistance. Sturdy foot rings stand 
abuse. Careful coating protects 
against the elements. 


Protective collars... removable 
hoods...or removable caps—as you 
require. Send for detailed specifica- 
tions. 


Model PC-20 
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Horizontal Model 420 H-29 


Pressed Steel Tank Company 


Manufacturer of Hackney Products 
1487 S. 66th St., Milwaukee 14 


DISTRICT OFFICES: 


Eastern 
138 Wailace Ave., Downingtown, Pa. 
103 Riverside Circle, Marshfield, Mass. 
52 Vanderbilt Ave., Room 2099, New York 1I7 


Southern 
936 W. Peachtree St., N.W., Room 112, Atlanta 9 
60! Kerneywood Drive, Lakeland, Fla. 
Midwestern and Western 
208 S. LaSalle St., Room 790, Chicago 4 


4247 North Avenue, No. 8, Cincinnati 36, Ohio 
227 Hanna Bidg., Cleveland 15, Ohio 

14610 Rosemont Road, Detroit 23, Mich. 

552 Roosevelt Bldg., Los Angeles I7 

57 E. Wentworth Ct., Minneapolis 19, Minn. 





LP-GAS CONTAINERS FROM ONE POUND TO 30,000 GALLONS 
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With ROCKWELL LP-GAS METERS 


The Meters You Need! 


Thousands of these Rockwell LP- 
gas meters are in service. They 
give customers the advantage of 
“city-type” service and build gas 
and appliance sales for “beyond- 
the-mains” distributors. 
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When your customers’ tanks or bottles are metered, you 
can fill or exchange them at your convenience. This 
permits you to schedule truck deliveries on a regular route 
basis without costly back-tracking. And you’ll eliminate 
those nuisance calls for after-hours service. Get facts now 
on all the advantages that go with metering. Write us today. 


ROCKWELL MANUFACTURING COMPANY 


PITTSBURGH 8, PA. Atlanta Boston Charlotte Chicago Dallas Denver Houston 
Los Angeles Midland, Tex. New Orleans New York N. Kansas City Philadelphia 
Pittsburgh San Francisco Seattle Shreveport Tulsa 

In Canada: Rockwell Manufacturing Company of Canada, Ltd., Toronto, Ontario 








Complete 


WAREHOUSE STOCKS 


as near as your phone 


HOSE & COUPLINGS 
SYSTEMS 
COMPRESSORS 
PUMPS 

UNLOADING RISERS 
LOADING RISERS 


ROTARY & MAGNETRON 
GAUGES 


ALL TYPES OF VALVES 
AND FITTINGS FOR 
STORAGE TANKS 
(Including extra- 

heavy fittings) 


LARGE & SMALL PACKAGED 
BULK PLANTS 


FLINT TANKS 


Our engineers are available to assist 
you in planning or installing bulk 


= [| NT plant equipment. 


- STEEL ee ° iY 
ANCO TWO GREAT NAMES IN LPG EQUIPMENT 


. MANUFACTURING & 
SUPPLY CO. 


1 ANCO Manufacturing & Supply Co. 


Tulsa, Oklahoma e@ 21st at Union e  LUther 4-6187 


Anco is the Largest Stocking § 
rer . his, .— 241 | i . — WHiteh - 
Distributor in the U. $. of Memphis sec 241 Industrial Ave weg all 6-1694 
: : East St. Louis, Ill. —316 No. Front — BRidge 1-8386 
CORKEN Equipment. Des Moines, la. —325 Exchange Bldg. — 4-5347 
— All Models Available — 
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DIVISION OF ODIN STOVE 


2231 RANDOLPH STREET + HUNTINGTON PARK, CALIFORNIA 


NOWE SEE REPUBLIC’S 20 PAGE WATER HEATER 
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Special ROUTE-RATED. (e272; 
PROFITABLE YEAR ’ROUND 


STANDARD TWIN 


Business small? Just getting started? 
Wherever you are located, the Nor- 
Tex Standard Twin is your best buy! 
This streamlined twin unit (1200 
thru 2400 WG) is completely piped 
and ready to use with Viking 
mechanical seal pump, 50’ filler 
hose, ICC lights, P.T.O. and splines 
jack shaft. A complete ‘‘Package 
Unit." 


DE LUXE TWIN 


Here is the choice of the fleet 
owner! It is the finest looking unit 
on the road with plenty of big, 
roomy cabinet space. It is a com- 
plete unit (1200 thru 2000 WG) 
with Viking mechanical seal pump, 
50’ filler hose, ICC lights, P.T.O., 
splines jack shaft and it is all piped 
and ready to use. A complete 
“Package Unit.’’ 


PAYLOAD SPECIAL 


Get immediate delivery on this in- 
ternationally popular Nor-Tex twin 
and save money, too! It has every- 
thing you need in sizes from 1200 
thru 2400 WG. Viking mechanical 
seal pump, 50’ filler hose, ICC 
lights, P.T.O., splines jack shaft and 
it is completely piped and ready to 
use. A complete ‘Package Unit."’ 
(Model illustrated) 


ATTENTION! NEW TRUCK BUYERS! Nor-Tex is regularly saving truck buyers 
hundreds of dollars on brand new Internationals... Chevrolets... Fords and 


Spot Your Fuel 


GMC's. Order any particular unit you need. Nor-Tex will work out o deal for 
you that can't be beat. 


Where You Need It 


Immediate 
Delivery 


ja 


Completely 


NOR-TEX SCOUT 


Safely place your fuel supply right 
where it's needed. Nor-Tex Scout is 
easy to ‘‘spot'’ with car, truck or 
tractor. Well-baffled, recessed 
relief valve, 124%’ delivery hose, 
¥,"" OIC valve and hose coupling. 
Heavy duty axle. Standard 
Chevrolet hub, 15” wheels. Sturdy 
I-beam tongue. 150, 250, 300 and 
500 WG sizes. 


WRITE, WIRE 
OR PHONE 
FOR PRICES 


PRODUCTS 
COMPANY. 


National Sales Agents for 


TRACTOR TANKS 


“There's not a better ratio builder 
in the industry than those profitable 
tractor conversions.'’ That's what 
one of our customers told us 
recently. It's a fact! If you are going 
to boost your winter ratio with 
increased summer sales...do it 
the sure way with tractor conver- 
sions. Nor-Tex Custom-bilt tractor 
tanks for all units. 


immediate 
Delivery 


PORTABLE PONIES 


Boost year ‘round sales and quotas 
with Nor-Tex ‘‘PONIES."' Place 
them on farms, ranches, in truck 
and bus terminals, in highway serv 
ice stations as well as ‘‘on-the-job”’ 
for contractors and utility compa- 
nies. Built to W 250 Code require- 
ments. Sizes: 500, 700, 1000, 2000 
and 4000 WG. Choice of pumps, 
meters and accessories. 


immediate 
Delivery 





BALANCE YOUR LOAD THE 


NORTH TEXAS 
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DELIVERY UNITS INSURE 
OPERATION AT LESS COST 


“Habit buying and guess-calculation of delivery unit sizes by bulk plant operators becomes more and more hazardous 
as costs increase and profits decline. The need for job rated units is greater than ever." These convention facts 
point up Nor-Tex service. Nor-Tex “ROUTE-RATED" units are built to fit individual route needs, based on the length 
of the route, the terrain covered, convenient cabinet location, and trips required on peak loads... keeping a two- 
year eye on the future. The rule for profit today is... "'Right-size units on the right chassis for the job." May we 
help you? 


PERFECTLY 
BALANCED 


HIGH FLOW 
PIPING 








WE ARE AUTHORIZED “Lec 
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A PLAN TO MEET EVERY NETO 


TRUCK DISTRIBUTORS CA Ahrrahe 


pe S548 
ee? 


Immediate 
Delivery 


Pipe It Yourself 








and Save Tax Included 


IC TANK Built to last a lifetime! Nor- STANDARD $ oo 
DOMESTIC TANKS 1,308 


Tex tanks meet all national M 
' ounted On Your Truck 
Factory to You state and local require- 


On Nor-Tex Transports ments. Complete satisfac- DE LUXE | 608°” 
7 wa é 


tion guaranteed. 2%, 10 
deve, iw weetlend lots Mounted On Your Truck 


deliveredinourtradearea. 


PAYLOAD SPECIAL $ 00 
akinesia Mounted On Your Truck 1,458 


NOR-TEX WAY — FINANCE THE BALANCE 


ome :i0) Gm DAL) 
TANK CO. crus 
» CENTRAL 5416 
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The front for display... 


the back... disarray! 


That’s one reason for the big sales boom in 
clothes dryers. 

And another reason is the quality of the 
dryers themselves—more convenient, more 
dependable than ever before—features that 
thousands of dealers associate immediately 
and automatically with the... 


TEMCO AUTOMATIC 
GAS CLOTHES DRYER! 


And here are three Temco EXCLUSIVES! 








@ Wonderful Mistaway —Temco’s specially devel- 
oped high velocity blower. 


@ Knee-High Push-Button Door—handiest to open 
of all dryer doors. 


e Exclusive Sun Dial —just one control io set. 
It’s competitively priced, too—your pass- 


port to local leadership in the clothes dryer 
field! 
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Remember when all 
houses had basements? 























Most modern homes are 





above-ground... 
heating unit and all! 


And that’s one reason why dealers all over the 
country are setting new sales records with 


TEMCO’S AUTOMATIC GAS FLOOR FURNACE! 


e Easily installed; fits right into the floor. 
e Requires no basement, no costly excavation, no ecw OR 4 REFUND o> i MEMBER 
remodelling. S * “Oy 


Guaranteed by @ 
e Carries Temco’s 20-year Written Warranty on Por- Good Housekeeping ceP\Waeas 
celain Enamel Heat Chamber. ty cy 


ounc” 
Or a wensee renseness 
e Approved by A.G.A., Guaranteed by Good House- 45 apvenristo WWE 
keeping. 


On 
At 


en ee 


¥ t nye eo © F Talow TEMCO, INC., DEPARTMENT B-830 


NASHVILLE, TENNESSEE 
NASHVILLE 9, TENNESSEE 


Please send me catalog and complete details on 


Ges Healing Specialitl fo the Neon” Temco’s Automatic Gas Floor Furnace 


1 Temco’s Automatic Gas Clothes Dryer 
11S NS Ie 
| LP Lia tt = 

J . =! ) be 


“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 


ROOM HEATERS + FLOOR FURNACES * WALL HEATERS + UNIT HEATERS : . ; i 
WARM AIR FURNACES AND AIR CONDITIONING ; - - a = 


oon an a oe oe oe ee oe os oe ee es 
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........He’s the man with the complete 


DEALER PROFIT 
PROGRAM 


No half-way measures ... no half-way profits 
when you join up with your distributor of 
American-Standard Air Conditioning Division 
products. You'll find that he’s a specialist in 
warm air heating, summer cooling and year 
*round air conditioning . . . with a complete, top 
quality product line plus full technical and pro- 


motional service. He has everything you need 
to build your reputation as a specialist . . . to 
sell constructively . . . to sell in volume. Contact 
him for the Complete Dealer Plan—he’s listed 
in your classified telephone directory under 
“Furnaces” and “Air Conditioning Equipment”. 
Or, if more convenient, just mail the coupon. 


Complete 
product lines 


HEATING. Gas-fired and _ oil-fired 
winter air conditioners in basement, 
utility, counterflow and horizontal 
models . . . all sizes. Also coal-fired 
winter air conditioners and gravity 
furnaces, oil burners and gas burners. 


COOLING AND YEAR ’ROUND. 
American-Standard is now the largest 
residential line on the market! Full 
range of water-cooled add-on and 
package models; 2, 3 and 5 hp air- 
cooled outdoor condensing units plus 
vertical, counterflow and horizontal 
air-flow and blower-equipped evapo- 
rators. Large selection of heating-cool- 
ing combination units equipped for gas 
or oil firing with water-cooled or air- 
cooled summer air conditioning. 





Complete 


technical assistance 


TRAINING CENTER at American- 
Standard Air Conditioning Division 
factory, Elyria, Ohio, provides intensive 
courses, both elementary and advanced, 
covering all phases of heating and cool- 
ing layout, installation and servicing. 
“HOW-TO” MANUALS. Complete, 
concise technical data are provided in 
easy-reference form; also, detailed in- 
stallation and application manuals on 
each and every model. 

FIELD SPECIALISTS. You work 
closely with your distributor’s tech- 
nical specialists who, in turn, are backed 
by American-Standard field and factory 
engineers. This means that you can 
approach even the most difficult equip- 
ment applications with confidence and 
authority. 





Complete 
promotion 


DEALER IDENTIFICATION. “Au- 
thorized Dealer’ Certificate, indoor 
and outdoor illuminated signs, window 
banners and many other impressive 
identification items are included. 
NEWSPAPER AD MATS. Wide variety 
of heating, cooling and year ‘round 
pre-tested ads and product cuts. 
SALES LITERATURE. Dozens and 
dozens of colorful pieces to help you 
promote and sell effectively. 

RADIO AND TV. One-minute spot 
announcements and recorded singing 
commercials for radio; one minute 
filmed commercials for TV. 
COOPERATIVE AD PLAN—the in- 
dustry’s most liberal cost-sharing pro- 
motional program. 





American-Standard Air Conditioning Division (Dep’t B-P 10) 


40 West 40th Street, New York 17, N. Y. 


Please have your nearest distributor present The Complete 
Dealer Plan. 


American-Standard 


AIR CONDITIONING DIVISION 


NAME 
COMPANY 
STREET 


CITY... 
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AN OPEN LETTER TO YOU, OUR CUSTOMER: 


The steel strike did affect our production schedule on Eveready 
Gas Systems and Storage Tanks, and we regret that many of 
our dealers were inconvenienced, but you can be assured that 
deliveries will go forward as rapidly as possible, 


We are in excellent shape on all Trinity Truck Tank Units, with 
a fair stock on hand for immediate delivery on chassis of your 
choice, 


Trinity Transport Units are booked through November and 
December, but we can accept orders for delivery in January, 
and Trinity is successfully fabricating T-1, 105, 000 tensile 
Blimp Transport Units--with gross water gallons up to tank-car 
capacity, 


We have completed the move into our great new Dallas plant 
where production can be tripled--Quality Control and Precision 
Engineering is a must--and the same personal attention applies 
to every dealer problem as during the past twenty years. When 
you are in Dallas, we will be proud to have you visit us in our 
new plant, 


Respectfully yours, 


C. J. Bender 
President 
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Replacing natural gas with LPG 
Nebraska 

We have a problem of supplying 
L. P. gas in sufficient volume to 
take care of a large Siemon burner 
No. BFGG 1600 E. It takes a maxi- 
mum of 1500 cu ft of natural gas 
per hour. How can we supply it 
with an equivalent Btu in propane? 
It has a Minneapolis Honeywell 
valve requiring 8 oz pressure. 

We have a 1000 gal. tank hooked 
up to it. Will it be necessary for 
us to pipe in liquid and use heat 
inside the building to vaporize it? 

L. C. 


A load of 1500 cu ft of natural 
gas per hour is equivalent to about 
17 gal. of propane per hour. It will 
require a means of vaporizing to 
deliver this quantity of gas per 
hour from a 1000 gal. tank. 

Do not pipe the liquid inside the 
building to vaporize it. It is not a 
safe procedure to do so and L.P. gas 
codes do not permit this practice. 
Use an approved type of steam or 
direct fired vaporizer placed out- 
side the building at a safe location 
and pipe the vapor at the proper 
pressure into the building. 

We are not familiar with the 
burner which you mention. It may 
be possible, if it is the gun type 
burner and there are only one or 
two orifices, to change them when 
switching from one fuel to the 
other. Check with the manufacturer 
for the proper size orifice. 

A replacement mixture of pro- 
pane and air can be supplied, with 
proper equipment, so that the natu- 
ral gas or the propane-air mixture 
can be used interchangeably with- 
out any change to the burners or 
controls. The heating valve of a 


propane-air mixture to replace 1000 
Btu natural gas is about 1400 Btu 
per cu ft of mixture. 





Ed. 
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Metal cutting 
Colorado 

I would like to know whether or 
not you can weld and lead with bu- 
tane gas. 

Ri¥ 

L.P. gas is not satisfactory for 
welding steel. However, it is good 
for cutting steel and other metals. 
It is quite satisfactory for lead 
cutting, welding or melting. It is 
also good for brazing, soldering or 
working with any of the other 
lower melting point metals. 

We advise that you see the arti- 
cle in the June, 1955, issue of 
BUTANE-PROPANE News, page 46, 
entitled “Wherever Metal Working 
is Done, There is a Place for the 
LPG Torch,” by John C. Abrams. 

Also, see the article entitled 
“Selling Propane for Flame Cut- 
ting is Easy—Here’s How” by R. 
W. Brendle in the March, 1956, 
issue of BUTANE-PROPANE News, 
page 78.—Ed. 


Knotty problem on efficiency 
Illinois 

One of our servicemen inadver- 
tently gauged a home bulk heating 
job to 534 oz instead of 6.35 oz. On 
a subsequent call we discovered our 
error and corrected it. Our cus- 
tomer says he is entitled to an ad- 
justment because the decrease in 
efficiency of his equipment caused 
him to use more gas. 

Our feeling is that he did not use 
any more gas, but it did take his 
equipment longer to do the job. 

May we have your opinion? 

N. R. G. 


We believe the best way to answer 
your problem is to take an example 
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and calculate the results which may 
be expected. 


The formula for calculating the 
flow of gas through an orifice is 


h 
Q=ak ¥ 
? d (Page 194 


“Handbook, Butane-Propane Gases’’) 
where: 

@ = rate of flow in cu ft. of gas per hour. 

a = area of orifice in sq. in. 

K =a constant which combines the 
orifice discharge coefficient with 
other contents pertaining to the 
units employed. 

h = the gas pressure in inches of water. 

d = the specific gravity of the gas 


referred to air. 


Assume a burner with a No. 32 
orifice. This has a capacity of 
about 94,000 Btu per hour at 11 in. 


we pressure with propane. 


a = No. 32 orifice = .01057 sq in. area 
K = 1300 (see page 194 of Handbook 
B-P Gases). 
h = 6.35 oz or 11.11 in. we in one cal- 
culation, 
= 5.75 oz or 10.06 in. we in second 


calculation, 


1.05 in. we = difference in pres- 
sure. 
d = 1.53 specific gravity of propane. 
@ x 2500 Btu per cu ft = heat input 
rate. 
Then: 
fai. 


Q = .01057 x 1330 y +. 
oe 


= 37.9 cu ft per hour of propane 


= 94,750 Btu per hour input. 


and in the second calculation: 
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10.06. 
1.53 
= 36 cu ft per hour of propane, 
90,000 Btu per hour input. 
94,750 — 90,000 
94,750 


@ = .01057 x 1330 1 





= Go 
= 5% 


The above calculation shows that 
the 66 oz (1.05 in. we) pressure 
drop was only 5 per cent off the 
rated input for the No. 82 orifice. 
Actually it is less because 6.85 0z 
is slightly over 11 in. we. 

The AGA when testing appli- 
ances on L.P. gas, test them for 
efficiency at 5 per cent plus or 
minus the input rating. That is, 
they do not demand that the pres- 
sure be at exactly 11 in. we. After 
proper adjustment at 11 in. we the 
appliance is operated at 8 in. we 
and then at 13 in. we pressure. The 
unit must operate correctly at these 
low and high pressures without 
further adjustment. (Efficiency is 
not checked at these extreme pres- 
sures.) 

It is also known that central 
heating systems which operate on 
a dual rate, that is, 100 per cent 
and 50 per cent or 100 per cent and 
66 per cent by cutting off burners, 
show little loss in efficiency at the 
reduced firing rates. 

We do not think your customer 
is justified in claiming an adjust- 
ment because of reduced efficiency. 
—Ed. 


E: 
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Town plant requirements 
Alberta, Canada 

We are interested in principal 
components of a propane-air mix- 
ing plant to serve industrial firing 
purposes, such as brick-works and 
town stand-by plant to supply pro- 
pane-air mixture in town mains in 
substitution of natural gas. 

We would be very thankful if you 
would send any technical data per- 
taining to stand-by plants. 

M. W. P. 


The principle components of pro- 
pane-air mixing plants to serve 
industrial plants are storage, vapor- 
izing equipment and a suitable pro- 
pane-air mixing device or devices. 
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In addition, transfer equipment, 
piping and other incidental equip- 
ment needed to complete the plant 
will be required. 

The storage must be of adequate 
size to provide an adequate supply 
of fuel during the period it will be 
required to supply fuel or until re- 
plenishments can be delivered. Ex- 
perience and operating conditions 
will serve to determine the proper 
quantity. 

The vaporizers must be of ade- 
quate size to supply the propane-air 
mixer when operating at its peak 
rate. 

The mixing device must be sized 
to provide sufficient mixture to 
serve the peak demand load at any 
one minute of the day. It also must 
be capable of providing the correct 
mixture at the minimum demand 
rate of the day. It may be required 
to operate over a range of full load 
and also no load. It must also meet 
pressure demand. This is the heart 
of the system and requires proper 
engineering. 

The “Handbook, Butane-Propane 
Gases” discusses propane-air plants 
for industrial and town or city 
plant use in Chapters 5 and 6, 
Part 6.—Ed. 


Would raise compression ratio 


Texas 

We need some information on 
how to plane off automobile and 
truck cylinder heads to raise com- 
pression ratios. First we need 
some general information as fel- 
lows: 

Planing off the head 1/16-in. 
raises the compression ratio from 
6 to 1 to what ratio? 

Planing off the head 1/8-in. 
raises the compression ratio from 
6 to 1 to what ratio? 

We also need some particular 
information. We wish to plane off 
the heads on a customer’s V-8 
Ford, 2-ton, truck, 1955 model. 
How much can we safely plane off 
and what will be the new ratio 
after planing off the maximum 
amount? 

We would like some answers to 
the above and we know many 
dealers who would also appreciate 
the same information. Hope you 
can help us out. 

E.K.B. 


There are a good number of 
variables in engine size and ratio 
of bore to stroke which makes it 
impossible to give a single figure 
which would be right for the raise 
in compression ratio by planing a 
cylinder head 1/16-in. With passen- 
ger car engines of “L” head design 
we used to figure approximately 
7:1 compression when planing 
1/16-in. from an original ratio of 
Get. 

In working on an overhead valve 
engine, the increase in compression 
ratio is not quite so great. The 
method of calculating the actual 
increase in compression ratio for 
any given engine is given in Chap- 
ter 11 of the ‘“Butane-Propane 
Power Manual” which you prob- 
ably have. If not, we enclose a 
circular telling what it contains 
and would suggest that you obtain 
a copy. 

Our information on the Ford V8 
2-ton truck, indicates an original 
compression ratio of 7.6:1, and 
that planing .045 of an inch off the 
cylinder heads gives a compression 
of 8.5:1. That does not sound like 
a great deal of increase in com- 
pression and, if I were doing it, I 
would want to take off at least .080. 
With this increase it would be 
necessary to use propane, and if 
your customer will be likely to use 
butane in the summer, I would 
suggest that the compression ratio 
not be altered. When timed for 
maximum power, the Ford engine 
requires approximately 92 octane 
fuel, and this is about the limit 
with straight butane. If you do 
shave these heads, be sure to follow 
the procedure outlined in the 
“Power Manual” to make sure that 
there is sufficient clearance be- 
tween the valves and piston heads. 

I take a rather dim view of 
altering the compressions of any 
modern passenger car engines, 
unless there is some very specific 
reason for the customer to do so. 
Some of the boys in the business 
do not agree with me, but I notice 
that they always have a certain 
amount of trouble in connection 
with some of their extremely high 
compression jobs. Large engines 
especially built for truck service 
and industrial use are a different 
matter. Their compression ratios 
can generally be increased con- 
siderably without bringing in dif- 
ficult problems.—Ed. 
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Your One Supplier with everything in L. P. gas 
_ and Anhydrous Ammonia Equipment | 


"The Loadmaster’ LPG Truck Tank 





COLOR — The Modern Trend! Bring | BLUSH PEACH = SMOKY GREY 
"Pastels By Pasley” your LPG Equipment up to date. Avail- \ SUNSHINE YELLOW  — SEAFOAM BLUE 


le j : MUSTAND LIME WEDGEWOOD GREEN 
able in following colors . . . (write for EUREKA ORCHID ROSE BEIGE 
Information) 


LAKE BLUE DESERT ROSE 











PASLEY-DESIGNED Truck Tanks (see above and 
left) were first to feature all controls from one loca- 
tion. All operation is from one point—rear com- 
partment. 





BULK PLANTS Pasley LPG and 
Ammonia type installations —a 
turnkey job or engineering for 
your own installation. Write, wire 
or call. 


Also a complete line of accessory 
equipment. 











“EVERYTHING YOU NEED IN L.P. GAS AND AMMONIA EQUIPMENT” 


The Pasley Mfg. & Dist. Co. 
601 East 11th Street « Kansas City, Mo. - Telephone: Victor 2-2369 
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PREST-O-LITE | 


CYLINDERS 


One-piece protection 


Qn Prest-O-Lire LP-Gas cylinders, the flanged spud is a one-piece, forged unit, 
completely welded to the cylinder by the UNIONMELT process (as shown in the 
photograph ). Since both flange and spud are made an integral part of the cylinder, 
water or other corrosive elements are prevented from lodging under the flange c™, 
and eventually damaging the cylinder walls. ' : 
The flange takes all necessary cylinder markings, so that walls are not weak- PRE q “O-LITE 
ened by cut-in letters and symbols. This one-piece flanged spud also provides : 
extra strength, which leads to longer life for PRest-O-Lire LP-Gas cylinders. 
You pay no more for a PRest-O-LITE cylinder—but you gain the advantage 
of LinpE’s 50 years of experience when you specify the Prest-O-LirE brand. 
See your local LINDE representative for more information. Or write to LINDE AIR 
Propucts ComPANY, a Division of Union Carbide and Carbon Corporation, 
30 East 42nd Street, New York 17, N. Y. In Canada: Linde Air Products Company, 
Division of Union Carbide Canada Limited, Toronto. 


The terms “Linde,” “Prest-O-Lite.” and “Unionmelt” are registered trade-marks of Union Carbide and Carbon Corporation. 
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You Should Know about PHILGAS, 
Ameriea’s Largest-Selling LP-Gas? 


High Quality Product. Phillips modern fractionation meth- 
ods, plus rigid product control tests, insure a clean, uniform 
fuel with a high thermal content. 


Dependable Supply. Phillips ample storage facilities, 
modern transportation by pipelines, trucks and tank cars 
assure you of prompt deliveries of Philgas even in periods 
of peak demand. 


Experienced Engineering. Phillips maintains a staff of 
LP-Gas specialists to advise its contract customers on eco- 
nomical plant design and safe, efficient equipment. Take ad- 


vantage of Phillips many years of practical experience in 
the LP-Gas field. 


Effective Marketing Help. Philgas is the most advertised 
brand of LP-Gas in America! Promotion and advertising 
material, scaled to your needs, is available to Phillips 
contract customers. 





oi A Operational Assistance. Need advice on special operating 
EMBE, 


iM problems? Phillips contract customers can call on Phillips 
¢ 1) for assistance at any time. And Phillips bulletins and infor- 
mation service keep you up-to-date on the latest improve- 
nctiodel ments in equipment, newest safety measures, most efficient 


LP-GAS PROMOTIONAL and economical distribution procedures. 
program 











Write for additional information. 


PHILGAS is the Phillips Petroleum Company trademark for its 
high quality LP-Gas or bottled gas (propane, butane) 


Pinleas PHILLIPS PETROLEUM 
; COMPANY 


THE ALL-PURPOSE FUEL Sales Department Bartlesville, Oklahoma 
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Here’s how the add-on 
thermostat fits into the Pilotstat 


® Fits all gas room and wall heaters 
® No more adapter kit problems 
® No more costly stocking problems 


The Honeywell Pilotstat 


C592 Pilotstat. This new Honeywell Pilotstat fits 
any gas room heater and wall furnace. It features a 
100% safety shut-off in case of pilot or flame failure. 
It is available with or without pilot gas filter, (no 
external filters necessary)—and will operate on all 
gases. Specifying it on all your heaters insures your 
customer simple economical addition of a thermo- 
stat when desired. 


Plus this add-on thermostat 


T5000 Adatrol thermostat. The new Honeywell 
Adatrol thermostat is a high-quality, self-contained, 
snap-action thermostat available with or without a 
high-low bypass. You can add it to the Pilotstat in 
less than 5 minutes. Just remove 6 screws and a plate 
from the Pilotstat—then fit the Adatrol thermostat 
in and replace the 6 screws. It’s as simple as that! 


Equals the Honeywell Adatrol! 


V5153 Adatrol—combination Pilotstat-thermostat. 
A compact, high-precision, Pilotstat-thermostat 
unit that fits all gas room heaters and wall furnaces. 
Can be serviced in the field, without removing pip- 
ing. Cut installation, stocking, handling costs by 
standardizing of this efficient unit. Specify the 
V5153 for all your thermostat equipped heaters. 


Honeywell Adatrol!” 


the gas cock Pilotstat with add-on thermostat 


Installation time, based on actual tests, can be as short as 5 minutes. 


Simplifies stocking, cuts down on 


service, saves time, saves effort, saves money 


ow YOU can make an on-the-job addition of a thermostat 

any time your Customers want it—without worrying about 
costly adaptations or re-workings. For when you use the 
Honeywell Pilotstat, and the Honeywell Adatrol thermostat 
—you need stock only two control items to fit all your gas 
room heaters and wall furnaces. 

Think of what this compact Pilotstat-thermostat combina- 
tion means in terms of savings! No longer do you need to 
stock complicated adapter kits and parts that get lost, depre- 
ciated, and become broken lots. No longer do your service- 
men need to spend costly hours tinkering with make-shift 
connections. 

All you stock is the C592 Pilotstat and T5000 Adatrol ther- 
mostat, which you can buy separately and put together in the 
field—or the V5153 Adatrol combination Pilotstat-thermostat, 
which comes already assembled from the factory. 

So, start making your room heater and wall furnace business 
pay bigger profits! Call your local Honeywell office and order 
the Adatrol today! 

For complete information on the new Honeywell Adatrol, 
or on any of the complete line of Honeywell Controls, just 
write to Honeywell, Dept. BN-10-31, Minneapolis 8, Minn. 


Honeywell 
sus it vae (IL) First io, Costes 


* Trademark 
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MAXIMUM 
STRENGTH 





McNAMAR PROPANE SYSTEMS 


Manufactured in 4 sizes — 115, 250, 500 and 1,000 gal. lus 
Tanks are fully dehydrated and shot-blasted to assure Pp 
many years of rugged usage. Aluminum or white enamel 


finish. Dome painted to your color specification. eB) U RA B | L | ee 4 













plus 


SOUND McNAMAR TRUCK TANKS 


4 Capacities from 1200 to 2400 water gallons. Truck tanks 
ay fey N EERING combine eye-appeal with sound engineering require- 
ments. Available in two models — deluxe full skirting or 


economy model with minimum skirting. All McNamar 
tanks are x-rayed and stress relieved. 















Why wait? Start now to insure your peak season profits with McNamar 
quality equipment. McNamar propane tanks are designed and equipped to assure 
dependable service in the modern home. 

McNamar truck tanks are streamlined in design and engineered to give 
fast and economical deliveries. 

For the most reliable, modern and economical equipment, always deal with 
McNamar. 











McNAMAR BOILE 


BOX 868 — TULSA, OKLAHOMA 






CHerry 2-6291 
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THE PLATFORM BOTH PARTIES SUPPORT 





TULOMA GAS PRODUCTS COMPANY 


Phone CHerry 2-3261 © BOX 591 © STANOLIND BUILDING © TULSA 2, OKLAHOMA 
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LET'S TALK ABOUT BARGAINS FOR A MOMENT. By popular usage a 
real bargain is something that has utility value out of all 
proportion to its cost. By this definition an industry magazine 
like BUTANE-PROPANE News must pe one of the greatest bargains 
you can buy. Let's compare it with other things that you use, on 
the basis of this same "cost and utility value." On the majority 
of manufactured items the retail price is from four to six times 
the cost of production. This markup is necessary to cover over- 
head, distribution costs and profit. The standard subscription 
rate of an industry magazine is roughly only one sixth of the 
cost of delivering it to your desk for a year. (Advertising 
makes this possible.) 

















But cost is not the true index of value in either goods or 
services. A tool, an appliance, a business machine or an em- 
ployee must all earn more than their cost, or you can not afford 
to have them around. In business, nothing is a bargain unless 
its use results in an ultimate profit. How much these various 
accessories earn for your business is largely up to you. Their 
earnings are largely the results of human knowledge, skili, 
application and intelligent direction. You invest in materials, 
equipment, labor, experience and ideas, and you harvest a 
result. The human elements are most important. The more experi- 
ence and ideas you put into the mixture, and the more intelli- 
gent the direction, the greater the profits become. 




















By virtue of your own efforts you acquire experience and 
generate ideas, and as the result you become more proficient and 
Successful in the direction of your business. You are not alone. 
Every other good operator improves his status as the result of 
his own experience and ideas, which differ in some respects from 
yours. There is always the chance that they may be better than 
yours. And no one ever has enough of either. If you were to 
spend all your time studying other good operations and consult- 
ing with specialists serving the industry, you could not 
possibly cover the field. The cost would be prohibitive, and you 
would have no time left for management of your business. But 
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wouldn't it be wonderful if you could assemble the fruits of all 
this experience and the results of all these ideas in one place, 
for study and evaluation? 


You could not possibly do all this for yourself. The in- 
dustry magazine is the one means that comes closest to doing it 
for you. It is a cooperative means of exchanging ideas and life- 
time experience, so everyone in the industry may benefit from 
the results obtained by others. And this exchange always brings 
back to each subscriber more than he gives. He may put in one 
organization's experience and ideas, but he receives those of 
hundreds of others. This exchange makes up the main feature 
sections of the magazine. In addition there is a wealth of in- 
dustry news concerning products, facilities, industry changes 
and association activities, plus the advertisements all of which 
are of vital importance to each individual. There is no other 
means by which he may acquire so much information of direct 
value in so little time and at such low cost. 


The potential value of the magazine depends on the extent 
and quality of the information it contains, and how well it is 
balanced to the needs of the subscribers. Its actual value to 
you depends on the use you make of the material on its pages. 
The value is there, but it is useless unless it is read and 
applied. It can be worth thousands of dollars each year to any 
business in the industry, and the cost is about the same as four 
cigarettes a week. We believe it is today's greatest bargain in 
business equipment. 


IT IS IMPORTANT THAT FIREMEN KNOW how to control fires in 
which LPG storage and transportation equipment may be involved. 
This matter should have the active present and continuing at- 
tention of every state association in our industry. Results 
already obtained by associations in Texas, Ohio, California and 
ether states, where active programs of fireman training have 
been carried out, point up the benefits. There is no way to make 
an accurate evaluation, but all authorities agree that these 
gains have been made: more intelligent control work at fires, 
resulting in reduction of loss of property and injury to 
persons; limiting of hazards which might have caused personal or 
property damage; correction of many hazards due to improper 
installations; relief from unreasonable restrictions in certain 
municipalities; a more enlightened and friendly policy on the 
part of regulatory officials; elimination of much unfavorable 
publicity formerly caused by inaccurate statements by firemen. 
This is productive association work. 
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TANKs 8Y 8°" Economy 


LP-GAS 
EQUIPMENT 


is all that the name implies! 


Thrifty management by the manufac- 
turers of Economy LPG equipment 
makes it possible for you to get finest 
quality equipment for every phase of 
your operation at a price as low — and 
quite often, lower — than ordinary 
equipment. 


Working closely with LPG operators 
through the years, Dallas Tank Com- 
pany has developed numerous new 
production methods which have kept 
down expenses. This means savings to 
you... giving you the best for less! 


Dallas Tank Company, Incorporated, is 
organized for efficient operation. Our 
prompt service is the result of complete 
coordination of sales, office and fabri- 
cation process. Any way you figure it, 
Economy (TANKS BY BANKS) LP- 
GAS EQUIPMENT is your best buy 
.. all that its name implies! 


REAR V' 
OF DELIVERY 
SHOWN AT 
THE RIGHT 


with the produttion, «. 
.on, ana consumption of wealth. — e-CCa. 
o-mist (é-kon/6- mst), n. 
e-con’o-mize (¢-kdn’é-miz), v.t.@% To 
manage thriftily; to be frugal. 
e-con’o-my (kon? Omi), n. 1 Thrifty 
Management. 2 Any act or method un- 
dertaken to keep down expenses. 3 Ar- 
rangement or organization for efficient 
operation. 
‘"sta-sy (&k’sta-sf), n. Rapture; bliss 
) \ notional excitement. —ec-Sstat’ic (*' 
7 Tk), adj. — ar ota $i, cal- Tee pn’? 
ay dT). » | ’ 


cO- Tom/Tesy é‘ 
G g with the producti: mM, wists 
,,and consumption oh wealth. — e@-CO. 


List (é-kdn’5-miIst), 
gn’o-mize (@-kd5n’6- abalil v.t. & 4. TA 
“snanage thriftily; to be frugal. . 
e-con’o-my (é- kSn %Sem1), n. 1 Thrifty 
management. 2 Any act or method un- 
dertakep to keep down expenses Ar- 


IN STOCK FOR IMMEDIATE DELIVERY 


DALLAS TANK COMPANY, Inc. 
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is the watchword! 


It is always easier and more satisfactory to sell quality 


; AIR-COOLED 
COUNTER OR 
FLOW : WATERCOOLED 
FURNACE ) 
ABOVE THE FLOOR | - 
INSTALLATION : 
“tele 


“a 
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LOW-COST 
CENTRAL HEATING 


F GAS DESIGNED 
COUNTER FLOW FURNACE 











FURNACE 
THRU THE FLOOR NY 
INSTALLATION 
Plas... EMPIRE REDI-PAK : 
A COMPLETE LINE OF 
“TAILOR-MADE” DUCT sot 


WORK TO MAKE YOUR 
INSTALLING JOB EASY 
CooL 


HORIZONTAL 
accel 4 CABINET 


Write today... For COMPLETE INFORMATION ON EMPIRE'S 
HEATING AND COOLING UNITS. DESIGNED TO MAKE YOUR 
BUSINESS GROW. 


Empire Stove Company 


BELLEVILLE, ILLINOIS 
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THE NEW BIG NAME IN LP-GAS HEATING 
BURDETT “RADI-HEAT” CONVERSION BURNER 


Sensational in its performance, silent and it may be hard to believe, 
“but owing to its scientific design’’ operates with very, very low gas costs. 


\ 
Me ae CONVECTED 


CONVECTED ——+]  \ 


THE REASON 


RADIANT AND 3 Utilizes all of the z \ ne 
inFra-reo ~~ + = heating surface muta 
: — with usable heat. = 


DELIVERS 40% MORE 
USABLE HEAT 
“RADI-HEAT” GAS BURNER 


The “RADI-HEAT"’ gas conversion burner operates on the 


MOST OF THE HEAT PRODUCED BY A COAL FIRED HEAT- Sve a or used in ome op ary seta 
ING PLANT IS INFRA-RED AND RADIANT HEAT thrown 9") Se ee Oe ns eee nena 


, . the burner saturates the side walls of the heating plant 
f ° > 
a large mass of fixed carbon burning at the grate with radiant heat. The expanding chrome steel surround- 


ing the burner transfers large quantities of infra-red heat 
directly into the side walls of the heating plant, prac- 
tically duplicating the condition existing in coal firing. 











COAL HEAT 


Increase your business—give your customers lower fuel c ost— 
gives you something exclusive to sell 
EXCLUSIVE DISTRIBUTOR FRANCHISES FOR LP-GAS BULK PLANT OPERATORS 


Wire or write for full details 


Hundreds of LP-GAS bulk dealers have 
found during the past heating season, 
that THIS IS THE BURNER! 





BURDETT "“RADI-HEAT" GAS CONVERSION BURNER FREEMAN SPECIAL LP-GAS FURNACES 
FROM 60,000 TO 180,000 B.T.U. FIRED WITH FREEMAN SILENT JET 
AVAILABLE WITH GENERAL SELF-ENERGIZING CONTROLS GAS BURNER 


THE MOST EFFECTIVE LIVE DEMONSTRATION EVER USED IN THE HEATING INDUSTRY 


ILLINOIS IRON & BOLT COMPANY 


ESTABLISHED CARPENTERSVILLE, ILLINOIS 
1864 TEL. HAZEL 6-3401 
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THE RIGHT PUMP FOR THE JOB 





fC-1044 TRUCK PUMP: 
Rated transfer capacity 20 gpm at 
500 rpm, directly connected to power 
take-off. For 114” piping. Weight 
40 Ibs. 


TC-1044H TRUCK PUMP: 
Rated transfer capacity 35 gpm at 
900 rpm, directly connected to power 
take-off. For 2” piping. Weight 





Rated transfer capacity 50 gpm at 
500 rpm, directly connected to power 
take-off. For 2” or 244” piping. 
Weight 100 Ibs. 


Rated enislis capacity 100 gpm at 
500 rpm, directly connected to power 
take-off. For 3” piping. Weight 
130 Ibs. 





All sizes have these advantages, proven in 

thousands of installations of every type: 

|. No servicing of any kind required due 
to unique, patented Smith Self-adjust- 
ing Packing. 

. Longer top efficiency due to better 
workmanship, better materials, better 
design. Latest developments are fol- 
lowed closely in all three fields. There 
hasn’t been a single year gone by 
when Smith Pumps were not im- 
proved in some way. 

. No gear, belt, or chain-drive prob- 
lems because both Smith Truck and 
Smith Bulk-Plant Pumps are designed 
for direct connection to power take- 
off or electric motor. 


TRUCK MODELS 


Smith Precision Truck Pumps are easy to 
install. Their small size, light weight, and 
multiple outlet construction allows them 
to fit into all makes of trucks. They may 
be mounted in any position, and may be 
operated in either direction of rotation 
with equal efficiency. 


BULK PLANT MODELS 


Because Smith pumps are directly con- 
nected to motors, complete units are 
smaller in size and troubles often experi- 
enced with outside belt, chain or gear re- 
duction drives are eliminated. Pumps may 
be supplied with class 1, group D, ex- 
plosion-proof motor and flexible drive 
coupling, completely assembled on a 
welded steel base. Smith pumps are re- 
versible and may be used to pump in 
and out through simple piping with equal 
efficiency, if a reversing switch is pro- 
vided (with a three-phase motor only). 


SMITH 


PRECISION PRODUCTS CO. 


or 


MC-1: 
Rated transfer capacity 5 gpm with 
4 hp 1800 rpm motor and 10 gpm 
with 34 hp 3600 rpm motor. For 1” 
piping. 


MC-1044: 
Rated transfer capacity 20 gpm with 
14 or 2 hp motor. For 114” piping. 





Rated menilex capacity 35 gpm wit 
2 or 3 hp motor. For 2” piping. 


MC-2: 
Rated transfer capacity 50 gpm with 
3 or 5 hp motor. For 2” or 214” 
piping. 





MC-3: 
Rated transfer capacity 100 gpm with 
5 or 7% hp motor. For 3” piping. 


MC-4: 
Rated transfer capacity 150 spm with 
7% or 10 hp motor. For 4” piping 





1135 MISSION STREET, SOUTH PASADENA, CALIFORNIA 


Telephone RYan 1-2293 or RYan 1-269! 





UNDERWRITER'S APPROVED 
LPG pumps available in 


all models shown. 
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HE entire gas industry is today troubled by a 

growing headache. The headache is a well-organ- 
ized competitor named electricity and the opposition 
comes not from better competitive products but from 
a tremendous industry-wide electrical promotion pro- 
gram. 

While the gas industry has been handling prob- 
lems arising from its natural growth, the electric in- 
dustry has been engaged in a program of attempting 
to convince the public that electricity and electrical 
appliances are “the modern way.” And, the campaign 
has shown results both in sales of electrical appliances 
and in surveys which show a strong “electrical desire” 
among householders and farmers. 

Realizing the threat posed by continued passiveness, 
leaders in both the L. P. gas industry and the utility 
gas industry have been urging a united promotional 
campaign by the combined gas industry to make cer- 


(C P-6aS (/) uit GAS) Unified Gas Industry Promotion 
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tain that the public realizes the virtues of gas, whether 
natural or LPG. Spadework has already been done 
on the national level by the Liquefied Petroleum Gas 
Association, the American Gas Association and the 
Gas Appliance Manufacturers Association. 

Action underway on the local level includes such 
ventures as the Unified Highway Sign Program which 
began in Oklahoma and which has already spread to 
a half-dozen other states. 

In order to fully acquaint L. P. gas dealers with the 
promotional job before us, BUTANE-PROPANE News 
begins in this issue a special series of articles covering 
the unified promotion campaign. It is a series that 
every dealer will want to read because every dealer 
should eventually become involved in the program. In 
this issue, we outline the need. Next month we plan 
to present “The Oklahoma Story,” a complete account 
of the highway sign program in that state. 








Part one: The 


___ By WENDELL J. MONTGOMERY, Vice President + Beals Advertising Co. 


need 












HE L. P. gas industry is yet 

an adolescent. That’s why it 
sometimes stumbles a bit awkward- 
ly . .. that’s why it sometimes is 
even a bit in awe of its own great- 
ness ... and no doubt that’s why it 
is sometimes neglectful of the jobs 
that need doing. 

Even so, the LPG industry is 
just before coming of age—not in 
growth, for it has only just 
scratched the surface of its expan- 
sion potential and it can yet grow 
in years to come to almost limitless 
bounds. But rather I think the in- 
dustry is just about to become fully 
adult in accepting its tremendous 
responsibilities and in forming 


grownup habits of conduct and 
activity. 
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Nevertheless, there is one factor 
in the industry’s development that 
brings deep concern, and that’s the 
subject of this discussion. That 
factor is the general reluctance of 
the individual LPG distributor to 
carry on any consistent program of 
promotion — the apparent lethargy 
or complacency of the industry in 
general regarding its responsibility 
to develop and protect its present 
markets and to expand and exploit 
its potential markets. 

Industry leadership has amply 
provided and continues to provide 
all sorts of meetings, clinics, 
schools, and various forums on very 
important subjects such as safety 
and education, insurance, legis- 
lation, management, operational 





methods, carburetion and many) 
others. But we find too few efforts 
at establishing a means of encour- 
aging the individual distributor to 
consistently advertise his service 
and to take the promotional steps 
necessary to assure the healthy fu- 
ture of his local market. And be- 
cause that sad fact is true at the 
local level, it is reflected through- 
out the entire country and thus 
leaves all our markets in a most 
precarious position. 

And vulnerable as its position is 
today, the entire gas industry faces 
the strongest, best organized com- 
petitive elements it has ever faced! 

During the years while the in- 
fant was growing so rapidly and so 
easily, sales promotion evidently 
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didn’t seem important. No doubt 
that’s why its education in meth- 
ods of selling was neglected. But 
it can be neglected no longer, be- 
cause it is already very, very late 
in today’s fast-moving, fast-chang- 
ing and fast-buying market. 

True, there have been some very 
valiant attempts made by various 
interests, from sources outside— 
and from within—the industry to 
foster and establish a plan of pro- 
motion that would grow to propor- 
tions great enough to exert a real 
impact on the consumer mind. But 
these attempts have found, for the 
most part, only token support 
throughout the industry — never 
enough to create the impact neces- 
sary to influence consumer accep- 
tance to the advantage of the 
industry. Many good plans have 
become sterile and ineffectual and 
have fallen far short of success as 
a direct result of the individual 
distributor’s reluctance to accept 
and support them. 

Fortunately, that picture is 
changing somewhat for the better 
today, and I have some concrete 
suggestions on how you can help 
immensely to hasten that change. 
sut first, if you will forgive a per- 
sonal example, I believe I can give 
you a fairly clear picture of the 
situation. 

Some might recall that almost 
ten years ago, various association 
leaders were quite concerned about 
the electrical encroachment upon 
LPG markets, and after a process 
of elimination, my company was 
chosen to provide a local-level ad- 
vertising program for the LPG in- 
dustry. Even then, your concern 
Was genuine and justified. 

Believe me, we tried—we tried 
very hard—but after two or three 
years we were painfully aware that 
the individual LPG dealer didn’t 
share the concern of his industry’s 
leadership. He just wasn’t inter- 
ested in doing anything about in- 
suring the future of his own enter- 
prise. And in those isolated cases 


where a brave attempt was actually 
being made, individual efforts were 
simply too far apart to bring the 
necessary impact to bear upon the 


public. 
Now the purpose of my using a 
personal illustration is simply this 
-we soon found that if our own 
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Wendell J. Montgomery and 
Beals Advertising Co. have 
been instrumental in getting 
the Unified Highway Sign Pro- 
gram underway in Oklahoma, 
Pennsylvania and other states. 
He originally made this plea 
for unity in gas industry promo- 
tion before the State LPGA 
Presidents’ Meeting at the na- 
tional LPGA convention. 





enterprise was to survive, we had 
one of two choices. We could either 
get deeper into the gas industry or 
we could get out of it entirely. Per- 
haps a large number of other busi- 
ness organizations operating en- 
tirely within the LPG industry 
should take one of these courses! 

Because we realized that a real 
need does exist, we plunged deeper 
into it. We thoroughly surveyed 
the natural gas industry and we 
found that it, too, was beginning 
to suffer the pains of complacency. 
Virtually unchallenged for a quar- 
ter of a century, the Reddy-Kilo- 
wat boys, through the cumulative 
effort of unified industry-wide sales 
promotion, had eaten deeply into 
the industry’s domestic load factors 
and it was obvious that Mrs. Amer- 
ica had come to regard the “elec- 
tric way” as the “modern way” of 
living. 

When a man, or an industry, be- 
comes satisfied with his situation 
and yet does nothing to protect it, 
he will eventually be devoured. And 
that is exactly what is happening 
today to the gas business. Believe 
me, it’s later—much later—than 
we think. 

So, we found that the natural 
gas interests were faced with ex- 
actly the same problems, suffering 
the same precariousness of position 
as the LPG people, and yet, in the 
same measure, really putting off 


doing something concrete about it. 

A decade is such a short period 
in our modern economic world, and 
yet so very much can change, so 
very much can happen, in that 
short period. And the next 10 
years will be even shorter. 

All of us remember when the 
portable electric cooker became so 
popular ... less than 20 years ago. 
And the homemaker who bought 
one compared it with the oven of 
her old out-dated gas range, and 
she set her heart on a new—and 
modern — electric range. And in 
many cases, she got it. 

Then came the small appliances 
—the rotisserie, the deep fryer, the 
electric broiler, the automatic skil- 
let—and far earlier than that, the 
electric toaster, the percolator and 
the electric waffle iron had taken 
their toll on the sale of gas in the 
kitchen. Today, every consumer 
survey made anywhere reveals that 
the housewife has a growing pref- 
erence for electric appliances .. . 
even to water heaters. 

Now, in view of this, she’s a 
cinch to accept with open arms the 
new electronic range that will cook 
a 15 lb turkey in one hour. 

We've been talking about appli- 
ances in the kitchen, because that’s 
where we first began to lose our 
shirts. But the threat reaches far 
beyond the kitchen when you think 
for a moment about the many uses 
for stationary engines on the farm, 
for pumps, lifts, and other facili- 
ties. 

In the thousands of the electri- 
fied rural communities, air condi- 
tioning is already becoming com- 
monplace. And when we consider 
air conditioning and refrigeration 
for a moment, it’s easy to see that 
they are already lost to the gas 
industry, although at long last we 
are about to see some definite for- 
ward steps in gas air conditioning 
that could help to change the pic- 
ture. But improvement alone will 
not change the picture unless the 
proper promotional and selling ef- 
fort is placed enthusiastically and 
consistently behind it. 

What can we do about it? 

For one thing, we’ve learned that 
any successful effort can not start 
at the top and filter down. A suc- 
cessful effort must come from with- 
in — from the grass roots and a 
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representative percentage of those 
inside the industry must truly want 
to do something. 

That’s where industry leaders 
come clearly into the picture. They 
must set examples through their 
own efforts and their own individ- 
ual enterprises and through their 
associations must urge and encour- 
age others to follow their lead. In- 
dustry leaders can, through their 
associations, organize and expedite 
cooperative promotional programs 
in their home areas. The interest 
must’ begin at the local level and 
then spread itself out over the en- 
tire country until the combined im- 
pact so impresses the consumer 
that he or she will begin to doubt 
that the “electric way” is quite as 
modern as it claims to be. 

Most of you have gas utility com- 
panies serving the urban areas of 
your communities. You’ll find most 
of them willing to join hands with 
you in any sound promotional 
effort. 

Last spring, Sid Sidenfaden, for- 
mer LPGA president, sparked a 
growing trend with his resolution 
regarding unified co-industry ad- 
vertising. Sid’s successor, C. J. Mc- 
Allister, went immediately to work 
on the idea, and since that time, 
quite a great deal has been accom- 
plished. 

Most of you have heard or read 
about the unified Highway Adver- 
tising Program which got its start 
down in Oklahoma. It is a unified 
plan supported by natural and LPG 
interests. With pardonable pride, 
I’d like you to know that the 
program was started under the 
auspices of my company. 

The Oklahoma Natural Gas Co., 
largest gas utility in the state of 
Oklahoma, was willing and eager tc 
join hands when the Oklahoma 
LPGA Board of Directors, under 
the leadership of Glenn Springer 
and Lewis Mitchell, approved and 
adopted the plan. And it’s work- 
ing! Two hundred beautiful signs 
throughout the state herald the ad- 
vantages of gas! 

I'd like to urge everyone to read 
the article by Hal North, sales pro- 
motion and advertising director of 
Oklahoma Natural, in next month’s 
issue of BUTANE-PROPANE News. 
He’ll tell you how the plan was de- 
veloped and why his company was 
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glad to participate and why every 
utility in Oklahoma with only one 
exception is now in the unified 
Highway Advertising Program. I 
don’t wish to steal any of Hal 
North’s thunder, but I do want to 
tell you that the program is a going 
plan today in Pennsylvania, Wis- 
consin, Illinois, Indiana and in sev- 
eral other states. It is one of the 
sound plans already established 
that all dealers should investigate 
for their own areas. 

There are other cases. One is a 
truly commendable program that 
was developed in Wisconsin. I’m 
sorry that my company can’t take 
credit for it because it, too, is a 
good and workable plan. The pro- 
gram comprises a series of news- 
paper ads appearing regularly in 
the Milwaukee Journal, coopera- 
tively supported by the gas utility 
there and seven LPG operators. 
The quality of the ads is most pro- 
fessional and the schedule will ex- 
ert an influence on the mind of the 
reader. The space size—3 columns 
by 20 in.—is most impressive and 
certainly they will enjoy large read- 
ership. Now, just for comparison 
purposes, let’s consider the size 
this ad might have been without 
the aid of the gas company. Reduce 
that commanding space to half the 
area of the actual copy. The same 
amount of money spent by the 
LPG operators alone would have 
bought only half the space without 
the participation of the gas com- 
pany. A similar program could be 
organized and realized almost any- 
where. 

Most of you are already familiaz 
with the highly commendable pro- 
motional job accomplished by the 








Gas Institute of Greater Miami 
down in southern Florida. 

Do something! Do it well, and 
most important, do it now. And 
remember that the courage to do 
something about the situation must 
come from within the industry. It 
must have the support at the grass 
roots or it will not work—it will 
not be accepted from the outside. 
Sure, it will cost some money, but 
it will be the most important in- 
vestment in your respective busi- 
nesses ever made by the partici- 
pants in the program! Believe me, 
it will cost a lot more money to 
leave the job undone. 

Go talk to the presidents and the 
sales managers of your local utili- 
ties. Most of them have capable 
advertising departments. Explore 
the various possibilities with them. 
You'll be surprised to find that their 
problems are almost parallel to 
yours. And if you find a willing- 
ness on the part of your neighbor- 
ing gas utility to join in any ef- 
fort, by all means let it happen. 
Make it happen! 

If you are unable to arrive at 
a basic plan, then _ investigate 
the plans that are now in effect 
throughout the country. The very 
best thing you can do is the same 
thing that is being done in many 
other areas, because there is a tre- 
mendous advantage in everyone 
saying virtually the same thing at 
the same time. That fact is quite 
evident when you consider the 
amazing accomplishments of the 
electrical industry. True, the elec- 
trical interests have some advan- 
tages not enjoyed in this industry. 
We have no gigantic appliance 
manufacturers in the gas industry. 


John Deupree, ad- 
vertising and sales 
promotion manager, 
Oklahoma Natural 
Gas Co., holds aloft 
pamphlet covering 
"The Oklahoma 
Story," a description 
of the Unified High- 
way Sign Program in 


Oklahoma. 






That fact makes our job harder to 
accomplish, but by the same token, 
it makes that job imperative. And 
only through a unity of effort can 
it be accomplished at all! 

Now, there are other things you 
can do within your own industry to 
create better public acceptance and 
appreciation. 

Marshall Carpenter’s group (Ok- 
lahoma LPGA) down in Oklahoma 
has just inaugurated a “Prestige’ 
plan within the state association. 
All members will display dated em- 
blems on cars, trucks, windows and 
so on. The background color will 
be changed each year so that a 
glance will denote whether or not 
the dealer is currently a member. 
If next year he fails to display the 
1957 emblem, surrounding members 
will find the reason why and see to 
it that he is immediately back in 
the fold and in the effort. The 
group will attempt to raise a fund 
to carry prestige ads in the leading 
rural periodical apprizing the pub- 
lie of the advantages of patronizing 
the LPG dealers who display the 
association emblem. 

Texas now has such a prestige 
plan in effect and I understand that 
it enjoys the support of a large 
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number of distributors. I have no 
doubt that any number of other 
commendable state jobs are being 
done of which I am not aware. And 
to those efforts I wish you good 
luck and rapid success. 

During the last week of April, 
the gas utilities in Oklahoma com- 
bined to set up a fine exhibit at 
the State Restaurant Association 
Show. The exhibit was so well done, 
as a matter of fact, that it won the 
annual trophy for being the best in 
the show. The display featured the 
latest in commercial gas appliances 
And it was highly successful and 
appealing to commercial cooking 
interests. 

These are some of the things 
that you could do—cooperatively— 
with your gas company or with 
your neighboring dealers in your 
local communities. In many areas 
where natural gas is not abundant 
in urban districts, encourage coop- 
erative effort with the manufactur- 
ers of gas appliances for commer- 
cial cooking. If there is a Restau- 
rant Association in your state, see 
to it that you set up some type of 
workable plan to favorably influ- 
ence your local commercial cooking 
industry. You can do_ similar 
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A group of home service directors sit before a replica of a highway sign promoting the 


use of gas for cooking. 
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things in the domestic field, at 
fairs, and even at various trade 
shows. 

Set the stage now in your own 
city and in your own state. In most 
instances it is well to begin your 
promotional efforts with the do- 
mestic kitchen because that’s where 
we have lost most of the ground— 
and where we are currently most 
vulnerable. 

If your area is primarily agri- 
cultural and tractor carburetion 
can be a real factor, then get to- 
gether with neighboring dealers 
and hold demonstrations and com- 
munity shows promoting the ad- 
vantages and savings and profits 
to the farmer. If your area offers 
a huge crop drying potential, then 
set up demonstrations featuring 
the use of gas-fired dehydrating 
equipment. Perhaps there’s a huge 
market in your state for weed- 
burning ... or maybe there’s a 
real potential market for stationary 
engines on irrigation wells. If any 
of these conditions exist in your 
area, then why not start at once to 
do something about them? Call in 
professional talent if you need 
guidance. 

But before you begin, decide to 
set up a long term program and 
then keep it going consistently, 
persistently and forever, because 
the job cannot be accomplished with 
any degree of spasmodic effort. 

Resolve now to stem the tide of 
the electric flood before it over- 
whelms you. Make your plans with 
the professional assistance that you 
may need either from the advertis- 
ing departments of your neighbor- 
ing gas utility or from other 
sources where specialized service in 
the industry is available. Be sure 
you are getting the most out of 
your effort and investment. 

Remember this—once the gas 
industry even lighted our lamps. 
Progress changed that. But if elec- 
tricity takes over America’s cook- 
ing, water heating and yes, even 
heating, promotion in the guise of 
progress will have done it! 

You have the means for accom- 
plishing the job before you. It can 
be done and you can do it. You 
must do it, for right there in your 
chair sits the strength and the hope 
and the future of the L.P. gas in- 
dustry. a 
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LPG sales during 1955 
show largest increase 


Py sales during 1955 increased 
17 per cent over 1954 and the 
gallonage gain of 884,350,000 was 
the largest increase in volume ever 
recorded by the L. P. gas industry, 
according to the just-released an- 
nual Bureau of Mines report. The 
1955 sales increase was the 34th in 
succession. A total of 6.2 billion 
gal. were marketed. 


in industry's history 


advances, with synthetic rubber 
and gas manufacturing uses re- 
versing the downward trends noted 
in 1954, 

In 1955, for the first time, re- 
porting companies were asked tuo 
show liquefied refinery (LR) gases 
as a separate item under industrial 
uses. Coverage was also expanded 
to include iso-butane, ethane, and 


Marketed LPG for 1954 and 1955 
is analyzed by zones in the tables 
at the bottom of the page. The 
zones are designated on the map 
below and represent petroleum 
districts. 


Every division scored significant methane-ethane mixtures used in 





Analysis of Marketed LPG for 1954 and 1955 by Zones 


Domestic & Comm. Internal Combustion Industrial Gas Manufacturing 
1954 1955 1954 1955 1954 1955 1954 1955 


8,499 9,997 81,378 93,040 
133,990 154,843 148,155 204,098 64,950 74,355 
329,573 398,191 100,785 131,166 13,420 10,657 

15,546 17,051 5,819 10,801 4,226 5.052 


59,596 71,739 14,687 34,175 27,958 30,656 


583,460 
1,095,760 
741,603 
132,010 
248,546 


538,704 

1,010,821 
711,924 
124,874 
240,485 


105,675 144,224 











2,626,808 2,801,379 547,204 651,821 375,121 524,464 191,932 213,760 





Chemical & Rubber All Other TOTAL 
1954 1955 1954 1955 1954 1955 


1,159,171 
1,644,788 
2,539,029 
165,581 
487,914 


168,889 317,998 9,540 
108,399 109,022 4,360 6,710 
995,231 1,246,771 9,237 10,641 

75 179 378 488 


85,380 99,182 2,979 3,616 


10,452 912,685 
1,470,675 
2,160,170 
150,918 
431,085 


26,494 5,996,483 


1,357,974 1,773,152 5,125,533 


Exports 164,308 177,708 


GRAND TOTAL 5,289,841 6,174,191 
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Domestic and commercial 


uses of LPG continued 


to show growth and strength during 1955. Use of L. P. 


gas an as engine fuel jumped upwards by 19 per cent 


over 1954. The engine fuel trend should accelerate 


in the next few years. 





LPG Exports by Countries 
1951 


31,977 
43,293 
2,228 
907 


Mexico 
Canada-Newfoundland-Labrador 
Cuba 

Other North American 


Brazil 
Other South American 


Japan 
Philippines 
Other Asia 


West Germany 
France 
Other Europe 


Africa 
Oceania 


45 


(Thousands of Gallons) 


1952 


40,003 
42,951 
3,453 
1,092 


11,046 
7 


27 
528 


1953 


49,567 
56,155 
4,719 
1,324 


12,469 
I 


| 
13 
14 


162 
8! 


1954 


72,994 
58,330 
5,865 


1,608 


24,657 


145 


250 
269 
24 


| 
7 
30 


87 
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1955 


95,398 
56,826 
6,416 
3,203 


13,668 


492 


333 
93 
146 


149 
122 





87,245 


124,749 


164,308 


177,708 





Trends in Sales of LP Gases by Principal Uses 


Chemical & 
Synth. 
Rubber 


Domestic & 
Commercial 


1951 

1952 
1953 
1954 
1955 


2,166,813 
2,266,178 
2,479,180 
2,626,808 
2,801,379 


1,119,371 

1,241,987 
1,357,928 
1,357,974 
1,773,152 


internal 


Combustion Industrial 


289,991 
370,558 
498,238 
547,204 
651,821 


262,102 
324,967 
348,517 
375,121 
524,464 


281, 


222, 


213, 


259, 


191, 


(Thousands of Gallons) 


692 
697 
430 
932 
760 


Gas Mfg. All Other 


7,306 
13,992 
25,716 
26,494 
31,907 


Note: 1955 figures include for the first time liquefied refinery gases (LR gases) under "Industrial''; and 


under ‘Chemical 
mixtures. 


& Synthetic Rubber" 


uses are included iso-butane, 


ethane, 


and methane-ethane 





5 Year Trend in Sales of Butane, Propane, and Mixtures (Relative % of Sales) 


Total in thousands of gallons 


Butane Propane 


16.8%, 
14.3 
13.6 
14.9 
12.8 


57.2% 
56.1 
57.4 
57.9 
54.4 


Mixtures 


26.0% 
29.6 
29.0 
27.2 
32.8 


Totai 


4,227,275 
4,477,379 
4,932,009 
5.125,533 
5,996,483 


% Increase 


21.4% 


5.9 
10.2 
3.9 
17.0 


chemical plants as raw materials. 
These fuels were used but appat- 
ently not reported in previous 
years. 

Domestic and commercial 
reflected the continuing strength of 
the major LPG dealer market, the 
domestic consumer, accounting for 
46.7 per cent of total sales with a 
7 per cent increase in volume over 
1954. Greatest percentage gains 
over 1954 were recorded in Nevada 
(35 per cent), Idaho (26 per cent), 
Pennsylvania (23 per cent), Ten- 
nessee (21 per cent), Arizona (19 
per cent), and Iowa (16 per cent). 
Largest gallonage gains were in 
Illinois (12.3 million), Texas (12.1 
million), Florida (11.9 million), 
and Iowa (10.9 million). The Cali- 
fornia loss of 1.6 million gal. in this 
category during the past year, be- 
cause of the natural gas system ex- 
pansions, was more than offset by 
a gain in the state of 10.5 million 
gal. in sales for internal combus- 
tion usage. 

Engine fuel uses jumped 104.6 
million gal. in 1955; 19 per cent 
above the 1954 total of 547.2 mil- 
lion gal. The growing volume of 
successful LPG performance rec- 
ords now becoming available from 
municipal bus, materials handling, 
motor freight, taxi, and agricul- 
tural equipment fleets will tend to 
accelerate this trend in the next 
few years. Another boost will be 
afforded by the new highway-use 
and fuel taxes enacted to support 
the federal highway construction 
program. Truck operators, already 
squeezed by operating costs, will 
give increased attention to the sav- 
ings possible from LPG engines 
and conversions. 

Below-average gains in domestic 
and cormmercial LPG sales in most 
of the great plains states for 1955 
can be attributed to a combination 
of reduced prices for marketed 
farm products and drought. The 
more favorable economical outlook 
in this area for 1956, and increased 
LPG production in the Williston 
basin, should return these states 
to near-normal gains for the cur- 
rent year. e 


uses 


For a state by state 
analysis of marketed 
LPG for 1955, see 


next page. 
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Total LPG Sales—1955 


(less chemical & synthetic 

rubber) 
Sales totaled 4,223,331,000 
gal. in the LPG dealer’s mar- 
ket during 1955—up 12 per 
cent over 1954. Four new 
states —- Minnesota, Wiscon- 
sin, Pennsylvania, and Mis- 
sissippi are now in the over- 
100-million “black” bracket. 
Small map below spots states 
with 1955 gains above na- 
tional average of 12 per 
cent. 


100,000,000 GALS. & uP 

10-TO 100,000,000 GALS. 

[} 30 TO 70,000,000 GALS 

C1) LESS THAN 30,000,000 GALS 


ABOVE FIGURES IN 
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Domestic and Commercial 


Sales of 2,801,379,000 gal. 
for this market were up 
per cent over 1954—a gain 
of 174,571,000 gal. 

The 20 states below were 
above the national average 
of 7 per cent gain. 


90,000,000 GALS & UP 

50 TO 90,000,000 GALS. 

20 TO 50,000,000 GALS. 
LESS THAN 20,000,000 GALS. 
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Internal Combustion 


Continuing the trend started 
in 1950, a gain of 19 pe 
cent or 104,617,000 gal. was 
posted by the industry in en 
gine fuel sales for 1955. 
The states shown below had 
gains above the 19 per cent 
national average. Eight 
states (Kansas, Missouri, In- 
diana, Tennessee, South Car- 
olina, Pennsylvania, New 
York and Maryland) were 
up over 30 per cent. 
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DOMESTIC AND 
COMMERCIAL 


Up 7 per cent or 174,571,000 gai. 
over 1954. Sales in this category 
alone were more than entire mar- 
keted production of 1948. 


THOUSANDS OF GALLONS 


-- 473, 289 
- 1,627,550 
~- 2,022,464 
2,166, 813 


2,226,178 


s 
2,479,180 
2.626, 808 


© 2,801,379 


GAS MANUFACTURING 


Reversing the trend of the past 
three years, LPG fuels sold for 
utility usage was up 11 per cent 
over 1954 levels with a 21,728,000 
gal. gain. 


THOUSANDS OF GALLONS 
237,638 


251,694 
281, 692 
259,697 
222,430 
191,932 


213,760 


INDUSTRIAL 


Up 40 per cent. Not strictly 
comparable with prior years, since 
1955 totals include liquefied refin- 
ery (LR) fuels not fully reported 
in previous surveys. 


THOUSANDS OF GALLONS 


--------- (80,518 
162,197 
217,078 
262,102 
324,967 
348,517 


See 


CHEMICAL AND 
SYNTHETIC RUBBER 


Up 30 per cent. Includes chemi- 
cal uses in 1955 of iso-butane, 
ethane, and methane-ethane mix- 
tures — 484,705,000 gal. — not cov- 
ered in prior years. 


THOUSANDS OF GALLONS 


oes see ++ 749,991 
122,136 
852,953 

- 1,219,371 
\, 241,987 
\, 357,928 
1,357,974 


---1,773,152 


INTERNAL COMBUSTION 


Up 19 per cent. Engine fuel uses 
have expanded from 2.7 per cent of 
total sales in 1949 to 10.9 per cent 
in 1955 with an eight-fold increase 
in volume in six years. 


THOUSANDS OF GALLONS 


~==--- === 92,941 


- 129,818 

289,991 

- 370558 

-----++-+ 498238 
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TOTAL — ALL USES 


Up 17 per cent, as compared to a 
4 per cent rise in 1954. Exports, 
which are not included in the totals 
below, were up 8 per cent with 
Mexico buying 54 per cent, and 
Canada 32 per cent of the export 
volume. 
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REPORT 


on 


the Future 


By CARL ABELL 


Editor 


ROM time immemorial busi- 
nessmen have consulted oracles 
of one kind or another about the 
future of their operations. Today’s 
oracles seem to be the economists 
and the business magazine edi- 
tors. The editors have most of the 
economist’s figures, and few of his 
inhibitions. And where the early 
oracles went through the motions 
of consulting with the gods be- 
fore formulating the replies, our 
editor-oracles have applied mod- 
ern efficiency to the problem. They 
just mistake themselves for God 
and proceed at once to give the 
answers. 
It is in accordance with this 





When BPN editor Carl Abell was 
asked to speak before a recent 
management conference held 
for L. P. gas dealers by Cali- 
fornia Liquid Gas Corp. in Sac- 
ramento, Calif., he was request- 
ed to report on the future of the 
LPG industry. Editor Abell 
whisked out his crystal ball and 
came up with a talk on which 
this article is based. Since it 
looks forward to the years 
ahead, we feel it is a natural to 
accompany the Bureau of Mines 
report which looks back on the 
past year. 
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time-honored custom that I take 
this opportunity to point out the 
trends that are likely to continue 
several years into the future, and 
to remind you that the future is 
largely up to you. 

You are all familiar with the 
fact that the sales of L. P. gas 
have increased, not only in Cali- 
fornia but throughout the coun- 
try, every year since the industry 
started. During the past two years 
the rate of increase has shown a 
slight tendency to level off. But 
here in Northern California the 
conditions for continued increase 
seem to be more favorable than 
they are in nearly all of the other 
areas of the United States. Popu- 
lation is not only increasing rap- 
idly but it is also spreading out. 
More new highway construction 
and higher ratio of automobile 
ownership will continue this de- 
centralization. More people are 
living beyond the gas mains than 
ever in the past. We’re also devel- 
oping new uses for L. P. gas in 
both agriculture and industry and 
some of these run into very im- 
pressive gallonages. It seems un- 
mistakable that there can be more 
gas sold each year for quite a 
long time into the future. 


The next question that arises is 
where that gas is coming from. 
As you probably know, the winter 
demand for gas in this territory 
is now running close to the cur- 
rent production. As a matter of 
fact, for the past several years 
there has been a _ considerable 
quantity imported into Southern 
California from points east. We’re 
going to need a larger supply of 
product in the winter in the ver) 
near future. The question is, “How 
do we get it?” 

In the East a part of the an- 
swer to this problem has been 
supplied by the construction of 
enormous underground storage 
caverns in which the gas may be 
stored at low cost. There seems 
to be no present possibility of pro. 
ducing economical underground 
storage caverns in California. We 
do not have the salt beds or salt 
layers that are so prevalent in the 
East, in which caverns can be cre- 
ated by washing the salt out with 
water, nor do our oil company 
geologists look with hope on pro- 
ducing mined cavities in solid rock 
as has been done elsewhere in the 
country. We do not have the kind 
of rock that we need in the places 
where it is needed. 
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I have full faith that the in- 
genuity of man will come up with 
an answer to this problem in the 
course of time. But in the mean- 
time we must meet the situation 
in some other way. We can be very 
sure that the refiners and pro- 
ducers are not going to put large 
investments in increased or im- 
proved facilities to meet a purely 
seasonal demand. It is only by 
offering a steady year-round de- 
mand that we can justify the in- 
stallation of enlarged or improved 
production facilities. 

It seems therefore that 
first job in defense of your future 
is to level off this seasonal curve. 
There is still a sizable summer 
surplus for which you need to find 
either consumption or storage. If 
you could arrange to have this 
storage of the summer surplus in 
your customers’ yards, it would 
help to meet a great many prob- 
lems which will be haunting you 
in the future. I’ll go into more 
details on that later, but in the 
meantime wish to emphasize that 
your biggest single piece of un- 
finished business is developing the 
summer load to balance your win- 
ter peak. It is only on the basis of 
steady year-round throughput that 
our producers can justify today’s 


your 


cost of installing additional or 
improved facilities. 

Now what about this business 
of increasing the over-all supply : 
It is quite possible that we can 
keep on increasing our supply 
intermittently by the discovery of 
new production fields. It is not 
impossible that we may some 
day discover another field like 
Cuyama, which added 36 per cent 
to the available supply in Califor- 
nia over a very short period. We 
hear now and then that we do not 
get all of the available L. P. gas 
components from the natural gas 
and other sources of our present 
production. That is quite true. 
The most economical production 
from most of our present facilities 
gives us about 65 per cent of the 
recoverable product. We can get 
more LPG out of the gas that is 
now being processed but it will 
cost more per gallon. Our refiners 
tell us, and justifiably, that if we 
want low cost fuel we must get 
along with fuel that can be pro- 
duced at low cost. And you know 
what the answer would be if we 
tried to transport L. P. gas into 
this area from distant sources by 
any of our present available means 
of transportation. For the fore- 
seeable future, your supply will be 
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Underground storage of L. P. gas is important to future supply. Photo above shows an 


underground storage installation at Midland Texas. Insert shows diagram of typical under- 
ground storage cavern. 
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produced on the Pacific coast. 

This leads up to the considera- 
tion of the future price of gas. It 
seems inevitable that over the 
years the price will have to go up. 
In the past we have dealt with a 
supply that was low priced be- 
cause it was produced largely on 
a by-product basis. It is only a 
question of a few years at most 
before that honeymoon is over. 
There are a number of visible 
factors working in relation to the 
law of supply and demand. 

To the increasing demand from 
our segment of the industry, we 
must add the increasing nation- 
wide competition from the chemi- 
-al industry. Much of the avail- 
able butane is already diverted 
for use either in refining or as 
raw material for the manufacture 
of a long and rapidly increasing 
list of petro-chemicals which in- 
cludes our synthetic rubber, most 
varieties of plastics, and a long 
list of drugs and chemicals. 

Fortunately for the local situa- 
tion most of the petro-chemical 
use is not done on the Pacific 
Coast. The petro-chemical plants 
are crowding in where the raw 
material situation is more favor- 
able to them. The great concen- 
trations of these first stage plants 
making intermediates that form 
the basis of the plastics and other 
netro-chemicals is in the Gulf 
Coast area in the United States. 
but another major center is devel- 
oping in Western Canada. While 
up to the present time most of 
their raw material has been iso- 
butane and butane, propane can 
also be used for chemical raw ma- 
terial. The reason butane is fa- 
vored at present is that it is easier 
to handle and its chemical struc- 
ture enables the manufacturers to 
ret a little higher efficiency out of 
their charging stock. 

To the effects of this increasing 
demand on future prices we must 
recognize also that all industries 
are caught in a evele of rising 
costs. This will add to the increase 
in the price of our product but 
the rise due to that cause will be 
rather closely parallel to that 
affecting the competitive products 
and services. This all adds up to 
the fact that in the future your 
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gas will cost more so you must 
expect to get more for the prod- 
uct. That will require you to sell 
harder. 

Now we should consider the 
problem of direct competition. I 
wish I could give you a rosy pic- 
ture here, but it cannot be done. 
During the past few years you 
have seen the development of a 
new kind of competition inside the 
industry. The chain operations 
being developed by Van Horn, 
Petrolane and Suburban out here 
and by numerous other combina- 
tions in other parts of the coun- 
try mark the beginning of a move- 
ment comparable to the chain 
store developments in the grocery 
industry. There will be more of 
these consolidated operations in 
the future and they will be bigger 
and with better financial backing. 
Their competition can be met but 
you must be ready to meet them 
on an even basis. You must expect 
to develop new and better market- 
ing methods and some of these 
will require additional investment. 
Among them you must consider 
the “budget billing” plan for serv- 
ing domestic accounts. 

So far this sounds like it might 
be on the gloomy side. I have 
never been a pessimist regarding 
this industry or any other and I 
want now to definitely clear the 
record and establish that I look 
forward with the utmost optimism 
to continued industry progress. 
and particularly to the success of 
groups like yours. The reason is 
that I have unbounded faith in the 
ability of human beings to rise 
above difficulties. 

For almost every problem an 
answer can be found. Problems 
such as I have just discussed 
affect a large number of people 
like yourselves, all of whom are to 
some extent resourceful and ener- 
getic. Among them, some are al- 
most sure to find the answers. I 
firmly believe that among all the 
technological brains in America 
there will be a number who will 
contribute portions of the answer 
to the problem of how to produce 
more L. P. gas at less expense. 
The work of these technological 
geniuses will at least offset part 
of the normal rise in labor and 
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other costs which otherwise results. 


If you will look at the history 
of the gasoline refining industry, 
the natural gas industry, the elec- 
trical industry or the telephone 
companies you will see outstand- 
ing examples of what I mean. 
These industries have steadily im- 
proved their products and 
vices, and in none of these cases 
has the increase in cost to the con- 
sumer come anywhere near equal- 
ing the general rise in the com- 
modity indexes. In each of these 
cases the reason for the greater 
comparative economy of their op- 


ser- 


eration is technological improve- 
ments and improvements in mar- 
keting practices. 

The L. P. gas industry is still 
relatively new and the science of 
marketing and operation of facil- 
still in the development 
stage. I think it is perfectly safe 
to predict that ten years from now 
you men will be operating on a 
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basis of efficiency so much greater 
than your present standards that 
you will look 1955 and 
1956 and wonder how you could 
have blundered along in this 
wasteful manner. 
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Looking over the fields in which 
gains can be most readily attained 
1 believe that the greatest im- 
provements in L. P. gas dealer 
efficiency will come in delivery 
operations. After the purchase of 
fuel, this is probably the dealer’s 
greatest present expense. I would 
like to suggest that effective now 
each dealer should begin to make 
an intensive time and motion 
study of every operation that en- 
ters into the delivery of fuel from 
the moment the truck goes up to 
the loading rack until it completes 
its run and returns to the plant 
at night to be serviced for the day 
and for the driver to report his 
day’s work to the office. 

I believe that dealers will find 
from five to a dozen operations 
involved in delivery in which time 
can be saved without sacrifice of 
safety and without loss of cus- 
tomer or public good-will. In this 
I do not mean by any stretch 
of the imagination that delivery 
trucks should be operated on a 
hot rod basis. Improvements in 
equipment and technique will en- 
able dealers to load the truck 
faster and to put more gallons 
into customer tanks in less time. 
Many will be able to improve rout- 
ing, scheduling, reporting and ac- 
counting techniques. No matter 
how good a dealer’s system is now, 
someone can find a way to make it 
better, more productive and more 
economical. Ways will be found to 
deliver more gallons of fuel per 
truck mile and per hour that the 
truck and driver are away from 
the plant. 

This matter of gallons of fuel 
delivered per truck mile and per 
hour will be an invaluable yard- 
stick in measuring the efficiency 
of your operation, and as the “gal- 
lons delivered” figure goes up, the 
cost of delivering a gallon will 
inevitably go down. 

I have been very fortunate in 
being able to get comparable fig- 
ures on these two factors in the 
same operation over a three and 
a half year period. (Charts I and 
II.) The results in increased de- 
livery efficiency and reduced de- 
livery cost are truly amazing. I 
might add that a very important 


factor in producing the results 
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shown on these charts has been 
the work of this operator in pro- 
moting summer gallonage with 
large users, and a very aggressive 
program of promoting the use of 
larger customer storage tanks for 
heating and domestic accounts. 

In this connection I would like 
to point out that the only time a 
delivery truck is earning is when 
it is putting gas in a customer’s 
tank. At all other times the truck 
is costing without producing rev- 
enue. Along this line I would like 
to emphasize two thoughts which 
I know are familiar but I want to 
fit them into this picture. 

It takes considerable time to go 
into the customer’s yard and con- 
nect the bulk truck to the tank to 
prepare for a delivery. It also 
takes time to disconnect the hose, 
prepare the vehicle to resume its 
route and finish up the business 
details of the transaction with the 
customer. This is all unproductive 
time, and it is just the same 
whether the delivery is 40 gal., 
400 gal. or 800 gal. Over the years, 
dealers are going to improve their 
metpods so that they can make 
more of the 800 gal. deliveries 
and less of the 40 gal. deliveries. 

The second point I wish to make 
here is that over the years dealers 
will find ways to transfer that fuel 
faster. 

Now let’s take that item of 
speed of transfer and fit it into a 
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picture. An eight-hour day is 480 
working minutes. If your truck is 
averaging ten deliveries a day, 
that truck is spending 48 minutes 
in making each delivery. If you 
can save five minutes per delivery, 
you have saved 50 minutes and 
that truck has time to make one 
additional delivery during the day. 
I realize that this part of the dis- 
cussion is purely theoretical and 
you will not make the extra deliv- 
ery every day. On the other hand, 
on some days you’re going to make 
two extra deliveries because of 
this saving in time per delivery 
stop. 

I would like to submit that that 
last delivery in the day is the most 
important one because on this par- 
ticular delivery your net profit is 
almost equal to your gross profit. 

Let’s go into that analysis a 
little further. You make no profit 
on any early delivery in the day. 
You have certain daily expenses 
which must be met and the only 
way you can meet them is from 
the gross profit on the fuel that 
you deliver. You must deliver a 
certain number of gallons of fuel 
to meet the expenses of the day, 
and it is only after this amount 
of fuel has been put into custom- 
ers’ tanks that the day’s profits 
start. Let’s take some figures out 
of the air and see how this works. 
(Chart III.) Suppose that your 

(Continued on page 77) 
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In business for health or profit? 





Part two: 


PPLIANCE sales are an im- 
aaa part of the over-all 
L. P. gas dealership. By selling 
approved L. P. gas appliances, a 
dealer is in the position of being 
able to offer a full and complete 
service to his consumer. The con- 
sumer is assured of merchandise 
that is manufactured for the char- 
acteristics of L. P. gas and in- 
stalled in such a manner that it 
will meet all local and Federal regu- 
lations by people who know the 
business instead of someone un- 
skilled who might not recognize or 
respect some of the requirements 
for the proper operation and in- 
stallation of an L. P. gas appliance. 
Of course, even of more importance 
to the dealer, appliance sales can 
and should be an essential part of 
the profit picture of a dealership. 

To have a successful appliance 
business it is necessary to have a 
plan of operation that is based on 
good business logic as well as com- 
mon sense. There are fixed expenses 
involved just as in bulk gas sales. 
For example, it will cost an average 
of $10 to install a range. If a range 
is sold on an installed basis (and 
they should be), you can’t afford 
to give away the material required 
for installation as well as service 
department labor. Nearly every 
range sale today involves a trade- 
in. That must also be taken into 
consideration and don’t forget the 
commission for the salesman. All 
of these must be considered in prop- 
erly pricing appliances. 

About 80 per cent of all gas 
ranges sold are in the medium low 
priced range. Twenty per cent are 
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Appliance and tank sales 
should be profitable, too 


By CHALMER JAYNES, Skelgas Sales Dept. * Skelly Oi! Co. 


premium priced. We feel this is 
wrong and to some degree accounts 
for lack of profit from the appli- 
ance sales department. For ex- 
ample, a dealer buys a range for 
$62 and sells it for $99. He has a 
gross profit of $37. From that $37 
he must deduct $10 for installa- 
tion, pay his salesman a commis- 
sion and possibly buy a trade-in. 
Not much profit left is there? Now: 
suppose a dealer buys a premium 
range for $240 and sell for $389.95 
—a dealer margin of $150. This 
leaves profit after the installation, 
trade-in and commission. 

These premium ranges can be 
sold. The real competition we have 
in appliances sales is electricity. 
You don’t see those boys selling 
low priced ranges. Prices of an 
electric range, almost without an 
exception, start with premium 
priced gas ranges and go up from 
there. 

Almost 40 per cent of the ranges 
my company sells are premium 
priced; and of that group 37 per 
cent of the dollar volume is ac- 
counted for through sales of a $400 
range. Much credit for the up- 


grading of sales is given to live 
demonstrations in the dealer’s 
showroom. This is pretty well 
summed by the slogan “Presenta- 
tion Without Demonstration is 
Conversation.” Fully demonstrate 
your appliances and you'll sell the 
customer who might otherwise buy 
electric. 

And who are your prospects? 
You have a ready made prospect 
list in your own customers. Re- 
cently, we learned through a survey 
that during a one year period, 30 
per cent of a certain dealer’s cus- 
tomers purchased a new appliance. 
Appliances can be a good source of 
income to bolster sagging profits. 

In some of these businesses that 
we have analyzed, we have found 
the appliance sales must support a 
salesman with a drawing account 
that is much too large. This is 
usually substantiated by the fact 
that this salesman also answers the 
telephone and helps the office girl 
with some of her duties, when actu- 
ally this man has been a detriment 
to the over-all business operation. 

A real appliance salesman can 
operate on a straight commission 





In part one, which appeared in the September issue, the author out- 


iined some important pitfalls which could interfere with profits from 


bulk gas sales. While the illustrations were of special interest to 


the smaller dealers, the big L. P. gas dealers as well might look 


them over again. 


Part two is also concerned with making a fair 


profit by charging enough, but this time the subjects considered are 


appliances, tanks, cylinder gas and service. 









Selling a premium gas range allows enough 
margin to cover expenses involved in the 
sale plus a reasonable profit. It will cosi 
approximately $10 to install a range. If it 
is sold installed, the money must come from 


somewhere. 





and will not be concerned with a 
large drawing account. A man op- 
erating on a commission basis usu- 
ally takes such a job by his own 
choice because he firmly believes 
that he can make more money than 
if he were working on a straight 
salary. A word of warning: A good 
salesman has been lost all too fre- 
quently by cutting his commission 
when he really produced. Don’t 
penalize success. 

In some of the most successful 
L. P. gas businesses today, we find 
that a dealer does not employ a 
straight salesman for appliances. 
They have found that a combination 
appliance salesman and cylinder 
delivery salesman can accomplish 
the job much better. This man is 
out in the territory practically all 
of the time delivering gas on a 
regular route basis and has many 
more potential contacts with buyers 
of appliances than if he sits in the 
store and waits for the telephone 
to ring. 

In speaking of the cylinder busi- 
ness, possibly many dealers will say 
there is not sufficient cylinder busi- 
ness to set up a route system or 
employ this combination cylinder 
salesman and appliance salesman. 
In several cases of this type that I 
can recall, a route system was set 
up and the cylinder sales, even in 


40 





these days of bulk gas thinking, 
have increased tremendously. Cus- 
tomers like that personal service 
that a route system can offer. The 
customer knows that once each 
month the gas man will call to be 
sure that he has sufficient gas or 
leave another cylinder. By far the 
large majority of consumers will 
be glad to pay the small extra cost 
for delivering a cylinder of gas 
and by establishing such a system, 
the dealer will then know that he is 
complying with all regulations and 
will not put himself or his cus- 
tomer in the possible position of 
violating a law in carrying an 
L. P. gas cylinder in the back of 
his car or laid down in the back 
of a pick-up truck. 

The future growth of the cylin- 
der business will not be phenome- 
nal as in the days immediately fol- 
lowing Warld War II, but there is 
still a market, and a big one, for 
cylinder gas and there are still 
profits, and good profits, to be made 
from this part of the industry. As 
one example, J know of a dealer 
who has increased his cylinder load 
tremendously by canvassing every 
junk yard and scrap dealer in his 
entire territory and selling most of 
them on using L. P. gas to replace 
the much more expensive acetylene 
for all of their metal cutting opera- 


tions. This is a big volume proposi- 
tion. Through good planning, idle 
cylinders in which a dealer has a 
sizable investment can again be put 
to use and be making him money. 

There is another very serious 
trend in our industry that I should 
like to discuss briefly, and that con- 
cerns the sale, rental or lease of 
your consumer tanks. In some 
areas, there seems to be a contest 
between dealers to see who can rent, 
loan, lease or sell a tank the cheap- 
est to a consumer. When you stop 
to think about it, selling tanks at 
a figure less than what they cost 
provides for a pretty ridiculous 
situation. Whatever difference 
there is in the price for which the 
tank is sold and what it actually 
cost will necessarily have to repre- 
sent a loss to a business for that 
year. You have, in effect, tried to 
buy your customer with little re- 
assurance that you will regain the 
amount of money lost on the tank 
through your sale of gas to him. 

Other dealers provide a life-time 
lease, some with an option to pur- 
chase after one, two or three years, 
with a monthly, semi-annual or an- 
nual payment to be paid by the con- 
sumer until the dealer regains his 
full investment cost. Any plan de- 
vised whereby the dealer will not 
recover his full investment cost on 
a consumer tank will gradually eat 
up the operating capital of a busi- 
ness and put it in the very position 
some dealers now find themselves 
of not being able to further ex- 
pand, due to lack of capital. 

A good many tank suppliers to- 
day can provide an extended finance 
plan for the purchase of bulk tanks. 
In some cases, I know that these 
run up to five years. Isn’t it sound 
business to require a customer to 
make a down payment that will ap- 
proximate your down payment and 
interest, to be followed with 
monthly, semi-annual or annual 
payments that will correspond to 
the payments you must make to the 
tank supplier? This is being done 
successfully in many areas today 
with the result that the operating 
sapital required for this business 
is not thrown into the purchase of 
bulk tanks and can be retained for 
other promotional uses, advertising, 
purchase of new equipment and 


possible expansion of facilities. 
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Consumer bulk tanks are being 
leased rather than sold outright in 
a good many areas today. Competi- 
tion in most cases dictates the 
monthly lease charge to a consumer. 
Again, a contest has developed in 
a good many places resulting in 
very low monthly lease figures that 
will actually take more than 10 
years to amortize the original in- 
vestment. All of this time, extra 
money must be taken from the op- 
erating capital, representing the 
difference in the monthly paymeni 
a dealer must make to his tank sup- 
plier and what is received back 
from his consumers in the form of 
lease rental. 

A very well financed dealership 
can possibly go along in subsidizing 
its customers, but the large major- 
ity, with only average financing, 
can follow this program only to the 
extent their capital will permit and 
then must cease all expansion. 
When any business reaches the 
point of having no cash on hand, 
this should be an automatic danger 
signal and should call for re-evalua- 
tion of the entire program. It is 
this point that some dealers have 
reached and are offering their busi- 
nesses for sale. 

Some of the most successful 
dealers operating this plan have 
actually set up a separate bank ac- 
count for their bulk tank purchases. 
Of course, it was necessary origin- 
ally to take a certain amount of 
money from the operating capital 
to put in this bank account to fi- 
nance the first load of tanks. All 
payments received from consumers 
for the original down payment plus 
the installation fees in some cases, 
are placed in this special bank ac- 
count. When the payment on the 
note for bulk tanks comes due to 
the dealer, this money is available 
in this special bank account and the 
dealer can promptly pay his obliga- 
tions, keeping his credit rating in 
first class condition and still plac- 
ing his company in a position to 
purchase additional tanks as _ re- 
quired. 

1 feel that the important thing in 
the appliance and bulk tank sales 
department of a dealership is to 
analyze that portion of the opera 
tion to be sure that it is standing 
on its own two feet. It certainly 
should not be permitted to lose 
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money which will then have to be 
made up from the net profit or take 
home pay from the bulk gas sales. 

Lastly, I would like to touch 
briefly on the service department. 
There has been a tendency in this 
industry to give away service and 
in some cases this has created a 
necessity of building up the service 
department to the point that it is 
completely out of ratio with the 
volume of business done. I cer- 
tainly am not advocating the firing 
of all the service men. On the con- 
trary, it is my personal opinion 
that a good, qualified service de- 
partment can be the factor that 
really sells your business to the con- 
sumer. A good service man can be 
the best salesman for both the 
dealer and the dealer’s product. 

Still, we can go too far with any- 
thing. There are a good many ser- 
vice calls made by the dealer’s ser- 
vice man that are entirely unneces- 
sary. Some of these unnecessary 
calls can be avoided by proper con- 
sumer instructions at the time the 
installation is originally made by 
both the salesman and the service 
man. While we will all agree that 
certain service work will have to 
be on a no-charge basis, there are 
many other calls that are made 
every day that the customer should 
definitely bear himself. 


By having your service people 
keep a record of all the work done 
during a certain period of time, it 
is not a difficult job to weed out 
the so-called normal free service 
from the service that should defi- 
nitely not come under the category 
“No-Charge.”” By the proper analy- 
zation of the service department, it 
may be entirely possible that one of 
your servicemen can be transferred 
into a productive position, and, of 
course, any salary so saved can be 
added to the net profit of the busi- 
ness. 

Sound business sense comes with 
experience, but without using a 
certain amount of judgment a 
dealer may not be around long 
enough to gain the experience. 
Every businessman is entitled to a 
fair return on his investment. Give- 
aways have their place in sales pro- 
motion as a profit builder, but giv- 
ing away a firm’s profit by not 
charging enough or not charging 
at all has no place in sound busi- 
ness operation. 

Competition is becoming more 
keen with each passing day in the 
L. P. gas industry. But competi- 
tion, rather than cutting into a 
dealer’s profits, can and should be 
the incentive to even greater 
achievement and even greater 
profit. aA 








Those tanks cost money. There are several 
methods used successfully for selling, leas- 
ing or renting bulk storage tanks to cus- 
tomers without tying up working capital and 
without paying for part of the tank out 
of your own pocket. 
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c DUCTILE IRON 
RESO GLOBE AND ANGLE VALVES 


Many man hours of technical research BIG difference between ordinary pack- 
and precision engineering have been in- type valves and these foolproof, mainte- 
corporated to achieve the superb quality nance-free valves. The new valves have 
and perfection of these big, new Globe ductile iron bodies, stainless steel stems. 
and Angle Valves. Unexcelled time- Man-sized handles permit easy turning. 
proved V-Ring pressure seal makes the ___ Insist on these big REGO Valves. 
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Also available in globe or angle pattern in 34” through 2” NPT sizes 


See your distributor today — or write direct to 


“BASTIAN- BLESSING*""™ 


4205 West Peterson Avenue Chicago 30, Illinois 
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With; Exelysive. - - Leak-Proof V-Ring Construction 


Exciting New Features Include 
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Circular Bridge construction in the globe valve and dropped seat in the angle 
valve for greater flow with less pressure drop. 


Side Boss that can be tapped as large as 34” NPT for attachment of accessory 
equipment. 


Positive Closure with resilient synthetic rubber seat. 


Interchangeable. Can be used for LP-Gas or Anhydrous Ammonia as well as 
numerous other gases or liquids. 


REGO is the registered trade mark of The Bastian-Blessing Company 
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Grand Sheet Metal, Franklin Park, IIl., built its new enamel drying 
oven on the roof of its plant to save space. The oven is heated 


by propane five months out of the year. 


When Grand Sheet Metal constructed 
a new 5000 cu ft oven for drying 
enamel on its quality products, pro- 
pane was chosen as the standby fuel. 


Here are the reasons why. 


By ROBERT J. SIPCHEN 
Field Editor 





Ten 1000 gal. propane storage tanks are 
manifolded together to supply the 200 gal. 
of fuel the oven uses each day. 


Items to be dried pass through the oven on a conveyor belt. Hot 
air enters through duct on floor on which workman stands while 


making final adjustments on the new addition. 





ARIED products roll off the 
"pment line of the Grand 
Sheet Metal Co., Franklin Park, 
Ill. Automobile exhaust pipes, 
cabinets for TV and air-condition- 
ing units, and housings for elec- 
tronic equipment are some of the 
items currently being produced. In 
fabricating products such as these, 
Grand Sheet Metal uses the best 





lilinois Firm 


chooses propane 


for enamel oven 


equipment available. To guarantee 
top quality construction, the com- 
pany has often found it necessary 
to build its own equipment. 

All of the products leave the 
plant wearing a finish comparable 
in quality to that of the item itself. 
Not only is the item made more 
durable by this finish but in many 
cases it is transformed from a cold 
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... headed for a tal! 


Are your profits in danger of falling this winter because 
of insufficient supplies of LP-gas? The way to eliminate 
this hazard from your business is to contract with Sid 
Richardson Gasoline Co. for an assured year-around supply 
of top-quality LP-gas. 


Because of our independence from company-owned or 
controlled wholesale or retail outlets we are in better posi- 
tion to help our customers. Why buy from your competitor? 
We offer you a contract assuring year-around delivery 
of top-quality product at a competitive price. Why take 
chances when you can benefit from proven performance 
at no extra cost? 


Let us tell you about our proven delivery performance, 
and how we protect your interests. 


Std Richardson 


GASOLINE CO. 
629 FORT WORTH CLUB BUILDING © FORT WORTH, TEXAS 


REGIONAL REPRESENTATIVES 


H. M. JONES MARVIN L. DOSS H. L. SCHMIDLEY WILLIAM T. CARL RICHARD L. KLINE 
5123 NO. NEW JERSEY 3310 SYCAMORE 885 ST. PAUL AVE. 3105 DEWEY 1027 WEST LOCUST ST. 
INDIANAPOLIS, INDIANA MIDLAND, TEXAS ST. PAUL, MINNESOTA OMAHA, NEBR- DAVENPORT, [OWA 
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The burners have a 
1.4 million Btu/hr 
input and keep oven 


temperature at 350° 
with a temperature 
variation of 5° plus 
or minus, 


A Skelgas service 
man installs one of 
the many regulators 
used before gas en- 
ters the burners. 
Skelgas made the 
propane installation. 


The control room is 
in the main build- 
ing beneath the 
oven. All of the 
latest safety and 
control devices are 
in use. 


looking piece of metal to a warm, 
attractive piece of furniture. The 
simulated wood grained TV cabi- 
nets are an example of this. 

The method used to dry the 
enamel that provides the remark- 
able finishes is important. An even 
heat must be maintained in the 
drying ovens. Even the primer coat 
needs close temperature control 
while drying. Too hot an oven will 
cause the primer coat to dry glossy 
in spots. This adversely affects the 
adherence of the final coats. 

Gas is the ideal fuel for such a 
drying process. In this particular 
instance, three ovens are used. Two 
ovens burn natural gas year-round. 
Because these two ovens consume 
the company’s natural gas quota 
for winter months, the third, a 
newly constructed oven, is on a dual 
fuel set-up. Propane carries the 
load during the peak months. 

Fortunately propane was avail- 
able as a standby fuel. Had it been 
necessary to use a liquid or solid 
fuel, the use of an indirect fired 
system would undoubtedly have 
been necessary. With propane, due 
to its cleanliness and because its 
products of combustion do not have 
a harmful effect on the enamel fin- 
ish, the use of a direct fired system 
was permissible. A direct fired sys- 
tem has an efficiency of approxi- 
mately 95 per cent as compared to 
about 72 per cent with an indirect 
fired system. On top of this, fuels 
other than gas require a more com- 
plex control system. A combination 
of these two facts dictates that a 
much larger space is necessary for 
the heater room installation when 
indirect firing is used. These facts 
also have a direct influence on the 
higher initial cost of such a sys- 
tem. 

Another reason why L. P. gas is 
preferred over solid or liquid fuels 
is that burning equipment mainte- 
nance costs are practically elimi- 
nated. Fuel handling costs with pro- 
pane are non-existant. 

At Grand Sheet Metal, the oven 
using dual fuel was built on the 
factory roof for three reasons. To 
save space, to fit in most smoothly 
with the existing production line, 
and to allow more comfortable 
working temperatures to be main- 
tained below. 

Seventy-five feet away from the 
building, 10-1000 gal. tanks are in- 
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ax 








American “Better Bilt” delivery 
units are ready for action because 
they’re built for action. Precision 
standards and quality control go into 
each American unit to assure greater 
utility and longer life. Engineered 1800 Gal. Deluxe 
Model with Motor 
plumbing and design with precision Fuel Tank 
balance increases capacity — lowers 
operating costs — assures added safety 


— protects your investment, and mis- 


ter, that means real savings to you! 





Time and labor saving on-the-spot delivery 


This deluxe unit features Hannay dual electric 
hose reels, Neptune #433 meters, power take- 
off and throttle controls, handy two main valve 
controls, and four-way plumbing. These are con- 
veniently located in rear cabinet to allow faster 
delivery and protect equipment from weather 
hazards and road grime. It’s built for action be- 
cause it’s ‘Better Bilt’’ by American. 


WAREHOUSE LOCATIONS: 


Jackson, Mississippi 

Highway 80 East te £€P Cus Deh 

Phone: 3-8726 a 

San Antonio, Texas (yp ) 1 Order 

4115 Fredericksburg Rd. A an 

Phone: PE 3-0061 meric 1 Shipment 
AND MANUFACTURING COMPANY, INC. | 1 Invoice 


2136 WEST COMMERCE ST. BOX 5525 DALLAS 22, TEXAS 
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Enameled oven ... Gas pressure is reduced 
through use of three-stage regulation 





An even heat and 
a clean flame are 
necessary to dry 
these enameled cabi- 
nets to desired spec- 
ifications. Propane 
does the job. 





A Skelgas bulk truck fills the firm's bulk storage tanks. Tanks are 75 ft from the building. 


Gas pressure is re- 
duced to 2!/, lb be- 
fore entering the 
heater room. One 
of these regulators 
is in use, the other 
is a standby. 


stalled. Two inch piping manifolds 
the tanks together. Tank pressure 
is reduced to 10 lb in the manifold 
by high pressure Rego regulators 
at each tank. Because of a railroad 
siding adjoining the building, the 
underground pipe was laid at a 
depth of 5 ft. 

On the root before entering the 
heater room two Fisher regulators 
further reduce the pressure to 21% 
lb. Final pressure reduction is ac- 
complished in the heater room by 
a Rockwell regulator. The 1.4 mil- 
lion Btu/hr input of the burners is 
supplied by propane at a pressure 
of approximately 10 in. we. Natural 
gas is fed to the burners at about 
27 in. we. 

In a room beneath the oven, the 
finish is applied. Conveyors then 
move the products up into the oven 
which is 12 ft wide, 48 ft long and 
9 ft high. Oven temperature is 
held around 350° with a tempera- 
ture variation of no more than 5° 
plus or minus allowed. The prod- 
ucts travel through the 350° air at 
a conveyor speed of from 8 to 24 
ft per minute and are completely 
dry upon leaving the oven. 

Since paint materials contain 
flammable solvents, close tempera- 
ture control, adequate ventilation 
and the use of the latest safety de- 
vices are incorporated in this in- 
stallation. 

The finished items make four 
passes through the oven and two 
passes through a foreed air cooling 
duct. When the products leave the 
cooling chamber they are at a tem- 
perature safe and comfortable to 
handle for the next operation. Part 
of the heated air in the oven is re- 
circulated and the rest is ex- 
hausted to the atmosphere. Fresh 
air is also brought into the parti- 
ally recirculating system. If any 
volatile solvents are present in the 
recirculated air, they are burned 
in the gas flame. Electrically- 
ignited automatic pilots prevent the 
escape of unburned gas. Automatic 
purging of the system for 12 min- 
utes is necessary before the burner 
can come on. 

According to Chief Engincer 
Larson of Grand Sheet Metal, the 
oven is expected to operate on pro- 
pane five months of the year, 16 
hours a day. The daily fuel con- 
sumption will be approximately 200 
gal. e 
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The World's Finest LP-Gas Systems 


BEAIR) 


Rete 


Yes, even the best product has to be SOLD. That's 
why we offer a really effective merchandising pro 
gram to back up Beaird LP-Gas systems. As an 
Authorized Beaird Dealer you can choose from an 
array of hard-hitting dealer helps and advertising - 
take advantage of specialized training, hold meetings 
or get on-the-spot sales help from your local rep- 
resentative. But this is just part of the Beaird 


merchandising program which includes: 


BEAIRD 


Highest Quality Construction 
Moisture-Free Complete Dehydration 
Attractive White Enamel Finish 

Profit Plan Financing 

National Consumer Advertising 

Good Housekeeping Seal cf Approval 
Stocking Point Program 


Complete Range of Sizes 


Are you interested in the extra profits under the Beaird program? 


Authorized Beaird Dealerships are open in many areas — write today! 


BEAIRD THE J. B. BEAIRD COMPANY, INC. 


casita ———— 


Anhydrous Ammonia Pressure Bulk Storage 





Shreveport, Louisiana 
Clinton, lowa 


Stockton, California 


erat | ore! | The World’s Largest Manufacturer of LP-Gas Systems 


Transports Filling Station 
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Write now for all the facts on Beaird Storage Tanks and 
completely packaged LP-Gas Plants . . . designed to meet your 


particular needs. 


THE J. B. BEAIRD COMPANY, 


Anhydrous Ammonia Pressure Bulk Storage Transports 


NEW INTEGRAL STORAGE PLANT 

A complete Economy Package Plant that will unload 
from transport into storage, load delivery trucks, fill 
cylinders and may be adapted to fill motor fuel tanks. 


Inc. 


(2) am Shreveport, Louisiana 
Stockton, California 


Filling Station Clinton, lowa 





AMERICAN RAILROADS 
LPG's senior partners? 


By J. WOODWARD MARTIN, Asst. Sales Manager 
The Shamrock Oil & Gas Corp. 


VER 50 per cent of the L. P. 
O gas produced and marketed 
in this nation is moved from pro- 
duction plants to distribution points 
by rail and over 60 per cent of the 
delivered cost to these points is 
railroad revenue, on a_ national 
average. The southwestern railroad 
lines, being the originating roads 
for over 75 per cent of the L. P. 
gas produced and marketed 
throughout the nation, receive a 
higher portion of the freight 
charges than intermediate or des- 
tination roads and so might be 
called “super” senior partners in 
the LPG business with all other 
railroads classified as senior part- 
ners. 

My early days in the L. P. gas 
business were tied in closely with 
the railroads, particularly the Texas 
& Pacific, and it may be of interest 
to recall a few experiences in which 
the railroads themselves were in- 
volved. 

If my remarks seem to carry too 
many personal references, I apolo- 
gize. I can only speak of the things 
I know about and hasten to say 
that other individuals around the 
country were no doubt having simi- 
lar experiences and making similar 
contributions toward the develop- 
ment of the L. P. gas industry. 

In the late “twenties” and very 
early “thirties” there were only 
about five or possibly six com- 
panies producing L. P. gas as I 
recall— 

Union Carbide & Carbon Corp.— 
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whose product was and is trade- 
marked “Pyrofax.” 

Phillips Petroleum Co. — *Phil- 
gas.” 

Lone Star Gas Co.—‘Stargas”’ 
(with whom I was connected from 
1923 to 1946). 

Skelly Oil Co.—‘‘Skelgas.” 

ane.” 

Standard of California 
“Flamo.”’ 

At that time only riveted tank 
cars were approved for pressure 
products. In 1929 or 1930 five of 
these companies, of which Lone 
Star was one, each contributed 
$5000 to a fund to be used by the 
Bureau of Explosives to determine 
whether or not fusion welded tank 
cars could be used to transport 
L. P. gases. As a result of this 
contribution and the resultant tests, 


very few riveted tank cars (none 
to my knowledge) were ever con- 
structed specifically for the trans- 
portation of L. P. gases. All have 
been welded. 

In the early “thirties,” I had the 
distinction of selling L. P. gas for 
use on the first railroad car. It 
seems that the T & P Railway was 
using Pintsch Gas for fuel under 
the steam tables and coffee urns 
in their diners, and was finding it 
expensive and unreliable; not 
enough gas could be compressed 
into the tanks on each diner to make 
a full run. The Mechanical De- 
partment of T & P, in keeping with 
the times, were even more intent 
on reducing costs in the early ’30s 
and inquired of us at Lone Star as 
to the possibilities of compressing 
Natural Gas into the Pintsch gas 
tanks on each diner. Compressing 
Natural Gas would have been al- 
most as expensive as the other, and 
there would have been no increase 
in the amount of fuel carried. 

To make a long story short, we 
sold them on the idea of trying 
L. P. gas on one car and, being an 
engineer, I designed the equipment 





Railroads play an important part in the life of every L. P. gas 
dealer, whether he is served directly from a tank car or not. But, 
LPG has played and is playing an important part in the railroading 
business, too. Not only do American railroads derive much revenue 
from shipments of LPG to markets created by dealers, but they bene- 
fit from use of gas in many ways from preparing food in diner cars 
to heating water. At the present time, the LPG industry is at odds 
with the railroaders because of the six percent rate increase. When 
an old time L. P. gas man recently reminded a group of railroaders 
at a transportation seminar of the NGAA Annual Convention how 
much the L. P. Gas industry should mean to them—and put it in no 
uncertain terms—we felt we had to provide our readers with this 


adaptation of that presentation. 
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MM. PROUDLY PRESENTS 
UNVENTED WALL HEATER 


Designed by Dearborn. . manufactured by 

Dearborn .. with the built-in Dearborn 
quality you have known for years, this all-new iii 
UNVENTED wall heater has features you BE | 
can sell because it has the features —_— 
your customers want! a 


You Can Sell... 


e Quick, simple installation —it hangs on the wall 


e Safety and convenience of its 
Cool Safety Cabinet 


© Specially designed, super-efficient burner 
*® Fully visible flame 
*¢ Comfort-making forward heat flow 


e Completely enclosed controls— 
more safety by Dearborn 


e Combustion chamber and baffles made of 
Biack Beauty steel 


¢ Beautiful styling —finished in smart 
Dearborn coppertone 


e Takes no floor space —little wall space 


e Competitively priced 


SEND TODAY FOR ADDITIONAL 
INFORMATION ON THIS NEW 
DEARBORN PROFIT-MAKER 


SUE eRe Ne RI UREN EN ae 


48” high, 20” wide, 

only 61.” deep. Burns any 

type gas uses any operating and tempera- 
ture control available on Dearborn's regular 


1700 W. COMMERCE «+ DALLAS, TEXAS line of space heaters 
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and helped supervise the installa- 
tion at the Marshall shops. There- 
after, other diners were rapidly 
converted and the old Pintsch Gas 
Plant at Fort Worth was dis- 
mantled. 

After a few months of very sat- 
isfactory L. P. gas performance 
under the steam tables and coffee 
urns and with constant urging on 
my part, the T & P Railroad con- 
verted the first diner, their Diner 
1020, to the 100 per cent use of 
L. P. gas for all fuel requirements 
and employed my design of L. P. 
gas equipment and recommenda- 
tions with respect to utilization 
appliances. The largest instantane- 
ous water heater and the largest 
heavy duty cafe range were in- 
stalled, and with four drums of 
L. P. gas tucked away under the 
floor of the car, provided service 
equal to that of the finest and most 
modern hotel and cafe kitchens. 

Chester Hayes and other T & P 
men particularly may recall the 
train that took a bunch of gas util- 
ity men from Dallas to the Ameri- 
can Gas Association Convention at 
Chicago during Chicago’s Century 
of Progress. Diner 1020, the all- 
gas diner, was the center of attrac- 
tion and the lode stone that gath- 
ered gas men onto the train. Few 
rode the Katy to that convention. 
Pictures were taken and wide pub- 
licity in newspapers and trade mag- 
azines of both industries was given 
to this first gas liner. 

L. P. gas thus displaced not only 
Pintsch gas but brickettes and 
canned heat as well. The savings 
using L. P. gas over a period of 
less than a year paid for the in- 
stallation of the gas equipment; 
and other diners, when the time 
came for them to go to the shops 
for repairs, were converted to L. P. 
gas. 

The greatest savings was on the 
ice that was used to cool the cars. 
With L. P. gas, the heat in the 
kitchen and the passageway as well 
as the rest of the diner was so much 
less than with brickettes that the 
savings on ice alone amounted to 
about $155 per month per car in 
the summer. Another interesting 
savings was on canned heat (solidi- 
fied alcohol) that was carried as a 
supplemental fuel for use when the 
Pintsch gas ran out. During those 
Prohibition days, the amount of 
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J. Woodward Martin is assistant 
sales manager for L. P. gas for 
The Shamrock Oil & Gas Corp., 
Amarillo, Texas. His former 
positions in the LPG field include 
being vice-president and gen- 
eral manager of LPG Equipment 
Corp., Dallas, and before that 
manager of the Stargas Depart- 
ment, Lone Star Gas Co. He was 
twice president of the LPGA and 
is on the Editorial Advisory 
Board of the Handbook of Bu- 
tane-Propane Gases. 


supplemental fuel required didn’t 
account for all the canned heat that 
was consumed on the diners, and ! 
was told that the relief cooks and 
waiters on Diner 1020 which carried 
no canned heat, were having a hard 
time making ends meet because the 
regular 1020 crew stayed sober and 
on the job. 

L. P. gas water heaters that were 
installed in cabinets in the barber 
shops on the lounge cars on the 
rear of crack T & P trains, elim- 
inated the necessity of steam being 
piped the full length of the train. 
In the long hot summer months 
this not only saved on steam but 
eliminated the heat from such 
steam lines defeating the air con- 
ditioning in all cars back of the 
tender. 

When Feron compressors powered 
by L. P. gas fueled engines were 
developed and became the standard 
air conditioning equipment for rail- 
road cars, T & P was already ex- 
perienced in L. P. gas for car use, 
had stocks and trained personnel 
all up and down their mainline sys- 
tem from El Paso to St. Louis, and 
in these respects, easily assimilated 
this revolutionary equipment into 
their routine operations. 

About that time the railroads re- 
ceived orders to junk unusable and 
antiquated rolling stock. Japan was 
the biggest buyer and no piece 
could have a longer dimension than 
4 ft and still be loaded into ship- 


holds. The bodies, frames and 
trucks of the old locomotives, box 
cars, gondolas and flats were cut up 
so that the largest dimensions was 
not over that length. This required 
a lot of cutting fuel. I had the 
pleasure of selling certain of the 
railroads on the idea of using pro- 
pane instead of acetylene and sent 
men and torches to Houston, Tyler, 
Marshall, Denison, Fort Worth, and 
other points in Texas to train their 
cutters in the use of propane. One 
bottle of propane would do the same 
work as from 7 to 10 drums of 
acetylene and the bottle of propane 
cost less than one drum of acety- 
lene. 

Up until about 1931 or 1932, L. P. 
gas was supplied to the consumer 
in small replaceable cylinders or 
bottles containing about 100 lb of 
L. P. gas each and was known as 
“bottle-gas” service. Bottle-gas was 
and is used in the home principally 
for cooking, and where running 
water under pressure is available, 
for automatic water heating and 
also for refrigeration. Bottle-gas, 
due to the small vaporizing capac- 
ity of each bottle and to the terrific 
amount of handling of the L. P. gas 
in the packaged form, was and is 
not practical for supplying heavy 
sustained loads, such as general 
house heating, on any major scale. 
The bottles at first were refilled at 
the gasoline plants, requiring emp- 
ties to be shipped back, and the cost 
was terrific. 

In about ’32 or ’33 this industry 
began using large tanks perma- 
nently installed on the customers’ 
premises and tank trucks to refill 
them on the premises. This de- 
velopment — large consumer tanks 
and bulk deliveries—coupled with 
the large and increasing number of 
consumers of bottle gas in certain 
areas, began to justify the installa- 
tion of bulk plants in centers of 
distribution where bottles and de- 
livery trucks could be refilled lo- 
cally and more economically. Then 
began the use of tank cars on a 
substantial basis. Until this time 
tank cars were principally used to 
supply gas manufacturing plants 
and certain industrial plants who 
provided sufficient storage to re- 
ceive tank car loads. 

With the advent of these larger 
consumer tanks, local bulk plants, 
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1956 Ford F-350 stake truck: maximum GVW 9,800 lb.; 
130” wheelbase; carries over 214 tons of payload. 


L-P gas fleet records prove— 





Mr. Harold W. Smith, President, 
American Liquid Gas Corp., Los 
Angeles, reports on Ford dependability. 
For example, one 1956 Ford F-350 runs 
100 miles every day delivering bottled 
L-P gas for internal plant equipment. 


Ford Trucks cost less to run! 


American Liquid Gas Corp. of 
Los Angeles services homes and 
industry throughout southern Cali- 
fornia. Their fleet of 14 Ford 
trucks—Couriers, pickups, panels, 
stakes, and tankers travels ap- 
proximately 10,000 miles a month, 
for a total of 120,000 miles a year. 
Cost records during this period 
show conclusively that Ford trucks 
cost less to run. 


Says Mr. Harold W. Smith, 
President, ‘‘We’ve found that Ford 
trucks operating on propane fuel 
give us double savings. And Ford 
dependability—both in heavy 


traffic and on tough mountain runs 
—means less downtime!” 


The Ford ‘‘cost less story”’ will 
interest you, too. Low initial cost, 
low running costs, high resale value 
all add up to bigger savings for you 
when you go Ford. And whatever 
your job requirements are, there’s 
a Ford truck built to do the job 
economically and dependably. 


So, before you buy that new 
truck, see for yourself why Ford 
trucks are worth more—are your 
best buy. Your Ford Dealer will 
be glad to show you today. 


FORD TRUCKS COST LESS=-LAST LONGER 
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tank cars, and bulk delivery trucks, 
great economies in distribution 
were effected, but not without tre- 
mendous investments on the part 
of producers and distributors. With 
the price of L. P. gas materially re- 
duced and with these larger tanks 
and their ability to carry large. 
continuous burning loads, tremen- 
dous new fields of application were 
opened to L. P. gases in retail mar- 
kets. For example in home service, 
we were no longer tied to the ceok 
stove, with an occasional wate 
heater, or refrigerator or a few 
lights, and the precarious position 
in which such limited use placed 
our service. We were now able to 
supply the full fuel requirements 
of a home including the house heat- 
ing, which made all household loads 
more secure in addition to increas- 
ing our overall volume. 

On the farm and ranch, tremen- 
dous new loads became attainable, 
such as fuel for poultry brooders, 
tractor and irrigation engines, weed 
burning, stock tank heating, and 
many other applications. Likewise 
it opened up all kinds of new fields 
in commercial establishments and 
in industry. 

After World War II, L. P. gases 
rapidly became the principal fuel, 
wherever natural gas was not avail- 
able, for motels, small hotels, cafes, 
cleaning and pressing establish- 
ments, hospitals, and schools; for 
tobacco curers, cotton dryers, de- 
hydration plants, railroads for use 
in heating switches and locomotive 
wheel rims and for burning off 
rights of way; for ship yards, steel 
mills and all kinds of steel fabrica- 
tion plants and shops for cutting, 
and many, many others, too num- 
erous to mention. These known 
markets are hardly over 30 per cent 
saturated and new uses are spring- 
ing up every day. 

As these developments took place, 
the public became more thoroughly 
acquainted with L. P. gas and de- 
mands jumped, each year being 
greater than the previous one and 
more and more producers, distribu- 
tors and dealers got into the busi- 
ness. To accomplish this, several 
billions of dollars—risk capital if 
you please—had to be provided by 
producers, distributors and con- 
sumers—but little if any by our 
senior partners. 

In the early days manufactured 
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gas companies and certain indus- 
trial concerns that required a gase- 
ous fuel were some of our best cus- 
tomers because propane or butane 
could be supplied cheaper than they 
could make the gas out of coal and 
required considerably less invest- 
ment. These markets continued to 
increase to a moderate degree until 
about 1947 when pipe and other 
material became available in quan- 
tity and natural gas companies be- 
gan to extend and expand their 
service throughout the nation. 
Since then natural gas has taken 
and continues to take over these 
customers in addition to individual 
consumers in those towns that prior 
to the advent of natural gas had 
used L. P. gas. The L. P. gas cus- 
tomers on the fringe of natural gas 
towns were, are, and will continue 
to be lost to natural gas as they 
become numerous and 
gether enough to justify pipe line 
extension, which, incidentally, is 
just when they are the most profit- 
able to L. P. gas service. 
However, these country 
natural gas transmission lines are 
potentially the one great means of 
counteracting the ever increasing 
rail rates on L. P. gases. By locat- 
ing the extraction plants at or near 
the terminus of each line, in the 
centers of population, instead of 
only in the sparsely populated pro- 
ducing areas where they are at 
present, great volumes of L. P. 
gases can and will, in my opinion, 
be transported from the wells to 
such population centers by these 
lines at tremendous savings in 
freight and with greatly reduced 
investments in high cost tank cars 
and storage. The domestic demand, 
the gas man’s basic load, for L. P. 
gases and natural gas coincide both 
as to time and summer-winter ratio 
which is indeed an ideal situation 


close to- 


cross 


L. P. gas keeps rail- 
road switches__in 
working order 
through its use in 
switch heaters, such 
as those shown here. 


favoring such a development. It 
only remains for conditions to be- 
come favorable. The present high 
and ever increasing costs of ship- 
ping by rail makes the investment 
in such plants more and more at- 
tractive. As the transition from 
strictly bottle gas operations to 
bulk delivery service progresses, 
permanent load centers wiil be de- 
fined and specific locations for these 
extraction plants will then be es- 
tablished. As such plants get into 
production, less and less long-haul 
revenue to the railroads on L. P. 
gas and other hydrocarbons will 
result. Trucks have already taken 
over the short hauls. 

In addition to the ever present 
threat of natural gas in important 
and desirable L. P. gas markets, 
which are the unpiped small towns 
and fringe areas of piped cities and 
towns, L. P. gas has a survival-for- 
life battle on its hands against con- 
stantly cheapening electric energy, 
for cooking, automatic water heat- 
ing and refrigeration, our three 
basic domestic loads. And to make 
it worse, this adversary—wherever 
REA lines supply the current—is 
subsidized. 

While we're on 


electricity, it 
might be well to mention that the 
two most commonly used forces to 
generate electric energy today are 
steam and water power. The water 
flows from its source to the turbine 


blade without providing a _ cent 
freight revenue to the railroads. In 
the case of steam generated electric 
energy, coal, natural gas, oil and 
lignite are the principal fuels used. 
Electricity generated from natural 
gas brings no revenue to the rail- 
roads. Where coal, lignite or oil are 
the steam generating fuels, the 
generation plants are located stra- 
tegically with respect to the sources 
of such fuels. When the electric 


55 





Charlotte’s complete systems are 
quality-built for maximum service 
with minimum maintenance. 


All systems have full Underwriters’ 
approval and are constructed to the 
exacting specifications of the ASME 
Codes. 


Close-fitting, easily-operated hinged 
metal hoods permit quick servicing 
and provide maximum protection for 
accessories. 


Systems are delivered complete, 
ready for service. A wide range of 
sizes is available. 


The quality construction of Charlotte 
D-Hydrated butane and propane 
systems is your guarantee of long, 
dependable service ... and the 
Charlotte Tank Corporation is your 
assurance of a dependable source of 
supply. 





Write today for full details and prices. 


OTTE TANK CORPORATION 


Pp. O. BOX 8037, Charlotte 8, N. C. 


CHARL 
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companies don’t use their own fleet 
of trucks or their own short line 
railroad or a pipe line to transport 
their fuel, it’s because the carriers 
offer such freight rates that these 
other means become unattractive. 

Electric energy is now L. P. gas’ 
toughest competitor for the three 
basic domestic loads and if it gets 
its heat pump cheap enough for 
many to install, it will acquire an 
appreciable amount of the heating 
load along with coal and oil. 

In what respects are the senior 
partners protecting their 60 per 
cent interest or aiding L. P. gas in 
this battle with electricity? They 
impose high and ever increasing 
freight rates, inadequate car mile- 
age allowance, fictitiously high 
weight bases, siding charges when 
idle expensive L. P. gas tank cars 
are used for storage and every 
other conceivable excuse for tack- 
ing on a charge. Certainly these 
do not help L. P. gas to win or hold 
its own in such a battle. 

For house heating, coal is the 
same tough, dirty old adversary 
that requires no costly storage and 
which can be bought by the bucket 
or carload to fit anyone’s immediate 
purse. To displace coal with L. P. 
gas requires considerable outlay of 
funds and a major operation on the 
home. 

I wonder how many of you have 
seen and digested the verified state- 
ment submitted by Arthur C. Kreut- 
zer before the ICC last January. 
This statement was made on behalf 
of LPGA and NGAA and opposed 
the most recent increase in rail 
rates and charges, proposed in Ex 
Parte 196, as they apply to L. P. 
gases. I would commend it to your 
most studied attention. It is in- 
deed a liberal traffic seminar on 
L. P. gas. I will emphasize only a 
few of the many pertinent studies 
incorporated in that statement. 

The chart on page 3 of Exhibit 
I to that statement shows, after 
some simple calculations, that of the 
total L. P. gas marketed each year 
1952 to 1955, inclusive, the per cent 
that moved by rail dropped from a 
high of 51 per cent in 1953 to 48 
per cent in 1954 and to 42 per cent 
in 1955. 

Exhibit C of that statement 
shows the prices major producers 
received for their products from 
1947 to January, 1956 inclusive. 
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Using only the posted highs, the 
prices ran from 6.5 cents per gallon 
in 1948 to 4 cents per gallon in 
1950, ’51, ’52, ’53 and ’54, or a re- 
duction in realized price of 41 2/3 
per cent. While the producer was 
receiving these lowering prices for 
his product, let’s see how the rail- 
roads were faring. 

Exhibit D shows an analysis of 
Post War Freight Rate Increases 
on L, P. gas Costs and the effect of 
Ex Parte 162, 166, 168, 175 and 
196 on such costs since June 30, 
1946, to date. Adjusting from the 
seven per cent proposed by Ex 
Parte 196 to the six per cent in- 
crease that actually became effec- 
tive, we find that a base rate in 
June, 1946, of $1.00/cwt had 
stepped up at the maximum permis- 
sible rates of increase per step to 
$1.52/cewt by March, 1956, a 52 per 
cent increase. Also a base rate of 
30 cents/cwt in June, 1946, climbed 
to 58 cents/ewt by February, 1956, 
an increase of 94 1/3 per cent. 

How has King Coal, our constant 
direct and indirect competitor, 
fared at the hands of the railroads 
during this same period? A base 
rate in June, 1946, of $20 per ton 
(which is $1.00/cwt) went to $20.30 
by Ex Parte 162 to $20.70 by Ex 
Parte 166, to $21.05 by Ex Parte 
168, to $21.45 by Ex Parte 175 and 
$21.60 by the most recent Ex Parte 
196. A total increase of eight per 
cent on coal compared to the A2 per 
cent increase on L. P. gas. Further, 
on a base rate in June, 1946, of 
$6.00/ton (which is 30 cents/cwt) 
through these same 5 Ex Partes, 
the freight on coal crawled up to 
$7.60 a ton or a total increase in 
this bracket of only 26 2/3 per cent 


— 


on coal compared to the 94 1/3 per 
cent on L. P. gas. 

The railroads, in attempting to 
justify this recent seven per cent 
increase, have stressed the increased 
cost of building new freight cars 
and the necessity of making large 
capital investments over the next 
few years in new cars. No doubt, 
many of such cars will be coal cars 
and who pays for them? Not the 
coal people, they got only a 15 cents 
per ton, a .6 per cent increase, 
while the L. P. gas people, who fur- 
nish their own cars and, therefore, 
require no railroad investment, got 
increases up to $2.40 per ton, 16 
times that of the people who make 
necessary these new capital outlays, 
on just one increase. 

Now I notice in the April 9th 
issue of The Wall Street Journai 
that the railroad officials, repre- 
senting 80 Western and Eastern 
carriers, met to discuss whether or 
not to ask the ICC for an additional 
rate increase because only six per 
cent instead of the seven per cent 
was allowed and because the less 
than six per cent increase on many 
specific commodities, such as coal, 
brought the overall increase to less 
than six per cent. Was L. P. gas 
among the “many specific commodi- 
ties, such as coal,” to receive spe- 
cial consideration? You already 
know the answer but the question 
still remains—WHY? 

If railroad men are truly part- 
ners in the LPG business, then they 
should start acting like partners 
when making presentations before 
the Interstate Commerce Commis- 
sion. The future of the LPG-rail- 
road picture can be bright if we 
work together. e 


Many L. P. gas bulk plants across the United States depend on railroads for direct delivery. 
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Says Allied Gas: 


“Superior quality...dependable supply of 
Cities Service LP-Gas helps assure sales success.” 


When Allied Gas, Inc., of St. Louis Park, Minne- 
sota, orders a tank car of Cities Service Propane, 
they expect and get the finest LP-Gas on the mar- 
ket. And they get it right away! For top-quality 
product and dependable supply, put Cities Service 
at the top of the list of better suppliers. 

And that’s just the reason why Allied became 
an exclusive Cities Service Distributor. It has 
enabled them to assure a dependable supply of 
quality LP-Gas to their 5,000 home-customers, 
regardless of season. 

Of course, like most LPG distributors, Allied 
has striven to balance seasonal sales...and they’ve 
succeeded. But, unlike many other distributors 


SERVICE!... Part of our name, part of our business 


SERVING 5,000 HOMES with seven delivery , 
trucks, and an efficient dealer organiza- 
tion, Allied assures prompt delivery of 
quality LP-Gas to customers. Cities Service 
assures prompt delivery to Allied. 


who also have succeeded, Allied has not diversified 
its outlets, but concentrated them. Virtually all 
their sales are for year-round home uses; water 
heating, cooking, and refrigeration. They sell no 
propane for home heating. 

“Volume is high in all seasons with this method 
of sales,’’ reports Allied. ‘‘But, naturally, it 
couldn’t be successful without the superior quality 
LP-Gas and unusually dependable delivery of Cities 
Service. Any distributor searching for a better 
supplier would do well to check Cities Service.”’ 

For information concerning a dependable supply 
of quality products, call or write the nearest Cities 
Service office listed below. 








406 W. 34th Street 
Kansas City, Missouri 


500 Robert Street 
St. Paul, Minnesota 


20 N. Wacker Drive 6611 Euclid Avenue 


Chicago, Illinois Cleveland, Ohio 


CITIES & SERVICE 


QUALITY PETROLEUM PRODUCTS 
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HEN Red Dot L. P. Gas Co. 

of Denver and Idaho Springs, 
Colo., wants to balance its winter 
load with a summer load, it just 
tosses a mountain onto the scales: 
in particular, Mount Evans. 

Idaho Springs is a small town on 
U. S. Highways 6 and 40, laying 
right at the foot of the front range 
of the Rocky Mountains. In its 
heyday it was a large and important 
mining town; gold and silver by 
the millions were taken out of the 
surrounding hills and poured 
through the mills located in and 
near the town. 

Today it is largely a tourist and 


Echo Lake Lodge, part way up Mount Evans, 
requires a large amount of gas to warm 
and feed its guests. 
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Crest House on top of Mount Evans is the 
mecca of thousands of visitors each year. 
It's 14,260 f+ altitude makes it the highest 
spot in the nation using L. P. gas. 


Red Dot tosses 


a mountain 


onto the scales 


By J. ARTHUR THOMPSON 





OF RED SEAL LIQUID LP-GAS 
METERS TO MATCH THE 
GROWTH OF YOUR BUSINESS 


a complete LP-gas metering system 
... all accessories included in one 
compact unit 

( Feshuring a truly effective combination 
of vapor eliminator and differential 
valve which reduces load on pump 
and needs no adjustment 


( tat available with Print-O-Meter to 


build customer confidence 


ia Mee teem FOR TANK TRUCKS 
based on famous Red Seal mea- Se a pp 7 Nr PLANTS 
suring chamber . .. only one moving : — | 


element 


( aed by unit replacement plan and 
nationwide service centers to keep 


your trucks on the go 


Free Bulletin 779 
shows recommended closed-system 
installation of LP-Gas liquid meters. 
Ask for your copy today. 


\ npn 


LIQUID METERS 


























NEPTUNE METER CO., 19 West 50th St., New York 20, N. Y. Canadian Factory: NEPTUNE METERS LTD. Toronto 14, Ont. 


60 BUTANE-PROPANE News 





Red Dot ... The promotion of gas business 
in the high country has paid off 





resort town with some ranching 
trade. Mining is of little practical 
importance any more. Red Dot 
L. P. Gas Co., with its main office 
in Denver, has been operating in 
Idaho Springs for six years. 

Naturally, Idaho Springs itself 
furnishes a fruitful year around 
business for L. P. gas, with its 
restaurants, motels and other busi- 
ness houses requiring gas, as do the 
homes which cling to the steep 
mountain sides. These customers 
make up the ordinary load, much 
heavier in winter than in summer, 

But at Central City, Colo., only 
a few miles away, is the renowned 
Teller House and the Chain-O- 
Mines hotel which operate only in 
summer. Every three or four days 
during the season, the Red Dot 
truck makes a trip up the canyons 
to fill up the tanks of these places 
as well as the smaller establish- 
ments which cater to the thousands 
of people who come to visit this old 
mining camp and to enjoy the 
splendid Summer Opera Festival. 

In the opposite direction from 
Idaho Springs, high up in the moun- 
tains at the foot of St. Mary’s 
Glacier, is another heavy summer 
user, St. Mary’s Glacier Lodge, a 
unique vacation spot that believes 
in keeping its guests thoroughly 
comfortable and well fed through 
the medium of L. P. gas. 

But Mount Evans furnishes the 
really unique variety of customers 
and probably the biggest summer 
load. There are a good many sum- 
mer cabins and a few smaller re- 
sorts, each using a small amount 
of gas, but with an impressive total. 

Echo Lake Lodge, about 14 miles 
up Chicago Creek from Idaho 
Springs, is a large hotel and rec- 
reation spot in a truly beautiful 
setting which operates seven or 
eight months during the summer. 
The gas load here is a worth while 
amount. 

Just across the highway, hidden 
among the tall pines, is one of the 
most outstanding institutions of 
its kind in the world—the famous 
Cosmic Ray Laboratory. Officially 
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it is known as the Interuniversity 
High Altitude Laboratories. Dr. 
Byron E. Cohn of Denver Univer- 
sity is chairman of the directing 
board and Dr. Mario Iona, also of 
Denver U., is the coordinator. A 
half-dozen universities, including 
Denver University, Colorado Uni- 
versity, M.I.T., Princeton, Svyra- 
cuse and Cornell are concerned in 
the research that is conducted here. 

At an altitude of 10,600 ft, the 
location offers a splendid site from 
which to study the actions of the 
mysterious cosmic rays and other 
phenomena of nuclear physics. 
Much of the work done here is ap- 
plicable to the problems of atomic 
energy. 

L. P. gas is not used in the 
studies, but even scientists must 
eat and keep warm. As this is a 


year around station, the several 
buildings require a_ substantial 
amount of gas for the ordinary liv- 
ing requirements of the men carry- 
ing on this work. 

A dormitory has a forced air fur- 
nace of 185,000 Btu capacity plus 
a 30,000 Btu wall heater. Care- 
taker’s quarters have a 50,000 Btu 
unit. Each of the two log labora- 
tory buildings requires a substan- 
tial amount of gas to keep them at 
a comfortable working tempera- 
ture, even during the summer 
months. 

In addition, there is the usual 
hot water and cooking equipment 
as well as a gas-fired incinerator 
housed in a separate small building. 

The 1200 gal tank serving all 
this must be refilled frequently to 
meet the demands. 


Scientists from all over the world are interested in the findings of these complicated 


instruments. L. P. Gas plays its part by keeping the buildings at a comfortable temperature. 
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ONE QUART OF ORDINARY OL IN THE AUTOMATIC 
LUBRICATOR SUPPLIES LUBRICATION FOR THE UNLOAD- 
ING OF 250,000 GALLONS OF LP GAS. 


MODEL 290-107 


Corken Compressors give maximum recovery, positive 
shut off, prevents liquid slugging and damage to 
pump. Crankcase oil can’t contaminate the product. 
Corken Compressors cost less to buy, less to operate, 
because they are designed specifically to fit the job. 
They are adaptable for truck mounting as well as 
plant operations. 





MODEL 60-70 


There's a Corken liquid pump available for every 
phase of LP Gas transfer, motor and cylinder filling, 
transport loading and unloading, high pressure pumps 
for metering service. All Corken liquid pumps have 
“balanced” mecnanical shaft seals. Their one moving 
part design assures the longest life and quietest 
operation. 


AVAILABLE FROM STOCK OF CORKEN DISTRIBUTORS IN 
EVERY SECTION OF THE U.S.A., MEXICO AND CANADA, 





P.O. BOX 1062 * PHONE FO 5-5517 * OKLAHOMA CITY 


; WEST COAST AREA PLAINS AREA EAST COAST AREA 
. | 1458 RICHARDS 3609 40th ST. 935 MADISON AVE. 


SAN JOSE, CALIFORNIA | LUBBOCK, TEXAS | PLAINFIELD, NEW JERSEY 
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A few miles down the valley are 


the living quarters of many aft the ‘ed Dot... “Crest House” is the mecca 


married personnel. This is officially for thousands of tourists each year 
called the High Altitude Station 


but is known to the old timers of 
the region as the Doolittle ranch. 
Here the buildings are all equipped 
with L. P. gas for cooking, heating 
and hot water. Nuclear physicists 
from all parts of the free world 
coming to make experiments and 
observations are served by the L. P. 
gas from Red Dot. 





Leading on up the mountain from 
the Echo Lake site is Colorado 
Highway No. 5. It climbs 14 miles 
of steep grades and sharp switch 
backs to come to its end at the very 
top of Mount Evans, elevation 14,- 
260 ft and the 11th highest peak in 
Colorado. 

Here on the peak is a small auxili- 
ary cosmic ray laboratory used only 
during the summer, since the road 
up here can be kept open only three 
or four months during the year. 
L. P. gas is used here mainly for 
cooking. 


The large, stone “Crest House” 
on the summit is the mecca for 
thousands of tourists who come each The snug, L. P. gas kitchen that caters to hungry visitors to Crest House. 


year to look at the stupenduous 
panarama of granite peaks and dis- 
tant plains spread out before them. 
Crest House is served by an 800 
gal tank almost completely covered 
over by native rock and difficult to 
find. 
The kitchen, which caters to the 
hungry visitors, is completely 
equipped with L. P. gas: range, 
french frier, coffee urns and steam Sa | ieee. 
table. One might say that up here Eaeke— - not ies aen 
the Btu’s stretch themselves and mn eer: 
go farther, for water boils at about 
180°F. Pressure cooking is a neces- 
sity for most things. 
Colorado Highway No. 5 is the 
highest auto road in the United 
States. In all probability, the L. P. 
gas service at Crest House is the 
highest in the United States, if not 
in the world. 
Red Dot has sought out and pro- 
moted the gas business in the high 
country and it has paid off hand- 
somely. The company has held it 
by conscientious service, fair prices 
and a genuine interest in the prob- 
lems of the customer. W. M. “Bob” 
3aum of Denver is president of 
Red Dot, and George Gresse is the 
Idaho Springs manager. : ® Cosmic Ray Lab on top of Mount Evans. 
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It's aggravating to receive a 
shipment of damaged goods, but 
it's aggravating and expensive if 
the loss is not made good. 
Whether or not the dealer re- 
covers for damaged merchan- 
dise, and for the amount of 
bother and time involved in col- 
lection, depends on what the 
dealer does when the goods are 
delivered. 


Where an entire shipment is delivered in bad condition and an examination proves that 


none is usable, it is proper procedure to refuse the shipment. 


— 
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Handling those damaged shipments 





plies and merchandise can 
be one of the biggest headaches 
any L.P. gas dealer has to face. 
No matter how careful carriers 
may be, goods still become dam- 
aged. Even the most scientific 
packing falls down under certain 
conditions. The result is that we 
are pretty certain to always have 
this problem to face. 

The average L.P. gas dealer 
can do little about the inconve- 
niences that result from receipt 
of damaged goods, including the 
inability to have the supplies or 
merchandise on hand for use 
when needed, although there are 
conditions under which he can 
seek compensation for such a sit- 
uation. But he can do a great dea! 
toward reducing direct financial 


at es cae of damaged sup- 
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By ERNEST W. FAIR 


losses by knowing and _ under- 
standing his rights and responsi- 
bilities with respect to such de- 
liveries and by working closely 
with freight carriers in diligently 
inspecting such merchandise with 
a view toward possible salvage. 

Under normal condition, we 
cannot refuse to accept a ship- 
ment unless the entire lot has 
been damaged and the value of 
the merchandise destroyed. 
Where only part of the shipment 
has been damaged, it is best to 
accept delivery and do all we can 
to salvage the good merchandise 
or assist the carrier in salvaging 
this material. 

Extreme difficulty in collecting 
for damage by carriers will al- 
ways result where the dealer or 
an employee signs for a shipment 


as being O.K. without any serious 
inspection of the cartons. It is 
very important that every em- 
ployee knows and_ understands 
this procedure before signing the 
bill of lading or any type of ticket 
offered by the deliveryman. It’s 
good procedure to take the fol- 
lowing steps before signing: 

(a) Check every package or 
carton for evidence of exterior 
damage to that carton. Note every 
such condition on the receipt 
when signing and write explicit 
details of any such visible dam- 
age thereon. 

(b) Where such damaged car- 
tons are evident, open and inspect 
immediately. Note on the bill of 
lading the exact damage therein. 
If possible, call the local agent of 
the company immediately. 
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"PERFECTION 


Propane Systems... 


Have 
Leg Design! 


Each One-Piece Channel Support ove 
Over 200 Sa. Inches of Bearing Surface! 


OVER 60 
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There are many important features about a BS&B Ye 
“PERFECTION” Propane System that will help them sell - 
readily to your customers. One is the sturdy leg design of 

press formed, wrap around one-piece steel channel which assures 
a-more even distribution of weight, and which will 

never collapse under stress and strain! 


Other important features are the one-piece weatherproof dome, 
the recessed internal relief valve for maximum safety, the heavy 
lifting lugs placed far out on the heads of the tank for better 
balance and ease of handling, and the optional spray fill adapter 
which allows the tank to be filled to capacity 
without vapor return line. 


Why not standardize this year on the one propane system that 
has everything your customers want and need—BS&B 
“PERFECTION” . .. with the Golden Dome! 


Brack, Sivatts s BrRYSON, INC. 


Propane Equipment Division, Dept. 6-ABI0 
7500 East 12th Street, Kansas City 26, Missouri 





Damaged shipments...A carrier's liability 
for loss does not terminate with delivery 





(c) Check the number of pieces 
against the billing; it may be im- 
possible to collect for a missing 
package if we sign for “six” as 
received when only “five’’ are ac- 
tually delivered. 

There is no need for refusing 
to accept such consignments, be- 
cause the dealer will not jeopard- 
ize his claim against the freight 
carrier by accepting a damaged 
shipment. /f he follows the fore- 
going suggestions and notes the 
extent of damage on the freight 
bill. The chances are, by so doing, 
he will expedite payment by accept- 
ing the freight and doing as noted 
above. 

We should not, under any cir- 
cumstances, sell or attempt to sell 
such damaged goods, since all 
freight held on behalf of the car- 
rier (under such circumstances as 
noted above) is the property of 
that carrier until settlement ot 
the claim has been made and re- 
leases signed. Salvage sale can 
be made by the dealer only with 
the knowledge and consent of the 
carrier and it’s safest to have this 
permission in writing if the sum 
involved is large. 

Where timely merchandise is 
delayed in shipment, the rules do 
not permit the dealer to refuse 
the shipment because of this de- 
lay. Our remedy under such cir- 
cumstances is to accept the goods 
and then file a claim for damages 
caused by this delay. 

Collecting under this provision 
is usually difficult, however. If 
the delay has been caused by 
something over which the carrier 
has no control, it cannot be liable 
for that delay, 
prove that the 
own negligence 
such delay. 


unless we can 
freight carrier’s 
contributed to 


In almost every legal decision 
involving this point, it was neces- 
sary to present concrete proof 
that such delay did cause actual 
damages. 

Where an entire shipment is de- 
livered in bad condition and our 
examination indicates that none 
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of it is usable, it is proper pro- 
cedure for us to refuse such a 
shipment. Under those condi- 
tions, we should notify the manu- 
facturer or jobber so that ar- 
rangement may be made for dis- 
position with the freight carrier 
direct. 

The law has held that a car- 


Shortages should be indicated on the 
freight bill but care should be taken not 
to tamper with the number on the bill as 
above. 





rier’s liability for loss and dam- 
age does not terminate with the 
delivery of a shipment. It has 
been ruled that the receipt given 
to the carrier at the time of de- 
livery indicating the goods were 
received in apparent good order 
applies only insofar as an exam- 
ination of the containers is con- 
cerned. 

Where we find damage after 
opening a carton that to all pur- 
poses appeared to be safe and un- 
damaged, our procedure is to 
notify the carrier immediately. A 
limit of 15 days usually applies 
but calling the same day will ex- 
pedite settlement of the matter. 
Both the container and its con- 
tents should be held intact for 
the carrier agent’s inspection and 
where there is a concealed dam- 
age, the carrier will usually make 
an inspection within 48 
after being so notified. 

It is always good procedure to 
make a careful examination of the 
packing and condition of the 
shipment in order to ascertain 


hours 


whether or not the shipper failed 
to send the missing merchandise, 
in cases where there are short- 
ages, or whether they were lost 
in transit. The dealer or employee 
who checked the shipment should 
indicate on the invoice the amount 
and nature of the shortage, or of 
the damage and the claim then 
made out from the invoice. 

Again it is well to bear in mind 
that the chief precaution to be 
taken in handling claims for 
shortage or damage is to indicate 
clearly and distinctly on the in- 
voice and freight bill that there 
is a shortage or damage and that 
a claim is to be made out. Special 
care should be taken not to tam- 
per wita the amount stated by the 
shipper on the invoice or freight 
bill (by crossing out a written 
“six,” for example, and substitut- 
ing a “five’). Standard account- 
ing practice is to apply credit for 
the total amount of the invoice 
and debit for the amount of the 
claim, rather than crediting 
merely with the net amount of the 
payment that has been made. 

In case of a shortage on a 
freight shipment, the claims 
should be supported not only by 
a certified copy of the invoice, but 
also by the original paid freight 
bill and the original bill of lad- 
ing. If the latter has not been re- 
ceived, we should send a letter to 
the shipper requesting it at once. 

Where the dealer finds on in- 
spection of the merchandise re- 
ceived some items which are not 
as warranted or were unordered, 
he is entitled to make a return. 

His problems in handling such 
shipments can be greatly mini- 
mized by working closely with 
local carrier agents, knowing and 
understanding their procedures, 
and making certain that claims 
are justified before asking for 
such damages. Allowances with- 
in carrier rates provide for such 
claims, but as a matter of good 
business procedure they must be 
watched closely. The safest way 
to avoid disputes is, as mentioned 
above, to make certain that every 
package received is thoroughly 
examined before being accepted 
from the truck driver and noting 
on the freight bill the exact state 
of any such damage every time it 
does occur. * 
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ENGINEERING WITH IMAGINATION 


It was a housewife who first voiced 
the idea of Center Simmer (2 in 1) 
burners. And it was the creative genius 
of the founder of Harper-Wyman 
Company that transformed that vague 
wish to the most popular, largest 
selling deluxe top burner* today. That 
tradition of leadership continues... 
as is evidenced by the parade of new 
products for the advancement of the 
gas industry. 

*HARPER ALLTROL Center Simmer Burners are 


used on 38 of North America’s leading gas 
ranges. 


Use the BIG 
to make gas range sales 
come fast and easy! 


Its HARPER engineering research and precision 


construction. ..the BIG “H”...that makes the big 
difference in gas ranges today. You know that where 
there’s “top” performance in top-of-the-stove cooking, 
it’s the result of specialized Harper know-how. While 
you won’t likely see a BIG “SH” stamped on the heart 
of your modern gas range, you can be sure it’s there. 
And it means features you can demonstrate for faster, 
easier selling. 


FREE DEMONSTRATION IDEAS ON REQUEST 


OZ?\ HARPER-WYMAN COMPANY 


8550 Vincennes Avenue + Chicago 20, Illinois 


ORIGINATORS OF CENTER SIMMER BURNERS 





It pays to demonstrate the ‘‘heart’’ of your modern gas 


HARPER ALLTRO 


CENTER SIMMER BURNERS 


e Instant, positive, accurate heat control 


¢ Not just 6 or 7, but infinite heat settings 


Look at the facts: these gas range top burners have the 
instant flexibility and low heat control most homemakers 
want... they are troublefree indefinitely, and so easy to 
clean. But that’s only part of the story. They just 
simply out-perform all other burners, regardless of 

fuel. And that’s something you can demonstrate 

on the sales floor—to get the name on the 


dotted line easier, faster! 


write for 


FREE BOOKLET 


Send today for the interesting, 
pocket-size sales manual, 
“‘How to Sell More Gas 
Ranges.” 





Instant Full Flame .. brings “Click'’. .. convenient Low “Click... efficient Center “Click”...Keep Warm Heat 
food to cooking temperature Frying Heat for uniform Simmer maintains boiling in retains food flavors without 
in shortest time. browning. any covered utensil. further cooking. 











HARPER-WYMAN COMPANY .- Originators of Center Simmer Burners 





RE you, as an L. P. gas dealer, 
A taking the full share of fed- 
eral income tax benefits to which 
you are entitled? If not, you may 
be paying more tax than you 
should. 

In view of the scope and com- 
plexity of the entire subject of fed- 
eral income tax, any discussion of 
it must be based on a very limited 
text or be in very general terms. 
The cardinal point is that the L. P. 
gas dealer should attempt to ac- 
quaint himself with a broad, gen- 
eral knowledge of the types of 
transactions and situations where 
he should seek the opinion of his 
professional advisor. 

Any operating policy which you 
might establish for your company 
to be carried out over a period of 
time should be examined for its 
tax implications. Any single trans- 
action involving more than the 
usual and normal expenditure or 
receipt of funds should equally re- 
ceive special tax analysis. 

With tax rates being as high as 
they are, the time and expense of 
checking the tax burden will cer- 
tainly be justified. 

Here are 26 questions which any 
L. P. gas dealer might ask him- 
self. If the answer to any of the 
questions is “yes,” there is prob- 
ably a tax benefit for him which 
can be determined through consul- 
tation with a professional tax ad- 
visor before action is taken. Sec- 
tion numbers are from the 1954 
Internal Revenue Code.. 

1. Do you own machinery and 
equipment? Recheck the equip- 
ment to see if there hasn’t been 
abnormal obsolescence which can 
permit you to write off some of 
the equipment or reduce the useful 
life of others. The depreciation 
deduction must be taken each year. 
It cannot be postponed until a later 
vear when it might have a greater 


Are you overpaying 


on your income tax? 


By J. WESLEY FLY, CPA, Vice President * LPG Equipment Co 


tax advantage. If you take no de- 
duction or take less than the 
amount which is allowable, the 
basis of the property for determin- 
ing future depreciation must be 
reduced nevertheless. (Sec. 167 
(a) ) 


2. Do you use the 


straight-line 
method of depreciating property? 
You may be allowed a faster write- 
off if you use some of the other 
acceptable methods of deprecia- 
tion. Check the various ways rec- 
ognized, such as unit-of-production, 
or the limited declining balance 
method. The basic rule to remem- 
ber is that whatever plan or method 
adopted must be reasonable with 
due regard to your operating con- 
ditions. (Sec. 167 (a) ) 

38. Could you use new plants, 
equipment, or autos, trucks, ete.? 
Recovery of capital investment can 
be substantially stepped-up in the 
earlier years by using a 200 per 
cent declining balance or sum-of- 
the-digits depreciation method. 
This new rule applies to property 


Most businessmen feel that the federal income tax is pretty high. 
While reduction of the tax rate lies in the hands of Congress, the L. P. 
gas dealer might be able to reduce his personal tax burden by taking 
all of the benefits allowed him. A tax expert familiar with the L. P. 
gas field lists on these pages 26 possible ways for dealers to hold 


down their federal income tax. 
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acquired new after 1953. At the 
option of the taxpayer, he may 
write off approximately 2/3 of the 
cost of the new property during 
the first half of its period of useful 
life. (Sec. 167 (b)) 

4. Are you pinched for working 
capital? Does your business have 
assets worth more than book value 
that could be sold and leased back 
from the buyer? 

Under the tax rules, a sale and 
lease-back arrangement can be at- 
tractive. In the first place, the sale 
brings in needed funds subject to 
capital gains rate of tax on the 
profit realized. Secondly, the seller 
now has a higher rent deduction 
than its previous depreciation de- 
duction. 

If you or your corporation are 
paying substantially more than a 
25 per cent tax rate, you may be 
able to show a net savings after 
taxes and at the same time have 
the use of the net proceeds of the 
sale, after any capital gains tax 
incurred, interest free. 

5. To take advantage of expan- 
sion opportunities, does your busi- 
ness require more working capital 
for the purchase of new equipment 
than is available currently through 
earnings after taxes? It has long 
been recognized that the faster an 
L. P. gas company adds new cus- 
tomers, the more money it needs. 
In order to build your gas load and 
gain the benefits of profits which 
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cylinders available on o-year credit terms 


Weatherhead—the QUALITY line 


U Bee 


Buying cylinders involves more than the mere 
comparison of prices. It requires consideration 
of those extras that mean QUALITY from 

top to bottom. Consider the features listed 
below then add the important advantages of 
convenient credit terms. They’re good 

reasons why you can — 


n Weatherhead! 


Weatherhead cylinders .... 
@ dehydrated bone dry to prevent freeze-up 
troubles 








@ have heavy duty and properly vented, curled- 
for-strength, welded all around foot rings 
to “take” transportation handling 
®@ made of high strength steel which means 
light weight and rugged construction 
@undercoated by a special process to resist 
corrosion 
@ available with your choice of red oxide prime 
coat or long-lasting aluminum finish 
They have easy-to-read collars clearly 
NEW... ; stamped with your serial number, ICC data 
and your company name, 


a complete line of cylinders for 

industrial lift trucks in. 20, 332 
! TEP 

and 43 7, pound capacities ene For free copy of Weatherhead’s new 

; _ - . » Cylinder Catalog 1502-A, write: The 

. eet | Weatherhead Company, 300 East 

ee ee ee = 13ist Street, Cleveland 8, Ohio. In 


Canada: The Weatherhead Company 
of Canada, Ltd., St. Thomas, Ont. 


. equipped with liquid withdrawal shutoff valve 
with excess flow check, relief valve with cap, elbow 


relief diverter, float gauge and your choice of 
approved quick connector. Other valves can be 
supplied. Locating holes in guard ring and foot ring 
assure proper positioning on truck. 


...is showing the way! 
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should be produced through greater 
volume, and at the same time to 
control the customers by a policy 
of using company-owned tanks, an 
investment in each new customer 
is required. 

With tank financing that is now 
available on the basis of 20 per 
cent down payment and five year 
terms, coupled with the rapid de- 
preciation now permitted during 
the early years that the equipment 
is owned, gas companies now have 
a ready-made program for financ- 
ing their expansion which has 
never been so favorable or so read- 
ily available to them. 

With a customer deposit amount- 
ing to at least 20 per cent of the 
cost of the tank to cover the down 
payment and protect you against 
bad accounts, the profit on the gas 
the customer consumes will pay for 
your expansion. Don’t overlook aiso 
that you are being materially as- 
sisted by using dollars that have 
not been cut by income taxes, 
thanks to the rapid rate of depre- 
ciation permitted by the 1954 In- 
ternal Revenue Code. (See ex- 
ample.) 

After the fifth year, the remain- 
ing depreciation would be available 
to apply on further equipment for 
expansion. 


6. Do you make any installment 
purchases? Even if there is no 
separate interest charge stated, 
carrying charges are deductible up 
to six per cent of the unpaid bal- 
ance. (Sec. 163 (b) ) 


7. Do you intend to have a gen- 
eral reconditioning of your plant 
or property? As such, all of your 
expenditures will have to be capi- 
talized. However, if the policy is 
changed to making necessary pe- 
riodic repairs, the entire amount 
may be deductible as made. To 
obtain full deduction for repairs, 
the following rules should be ob- 
served: 

A. Don’t undertake repairs at 
the same time as a general 
plan of improvement. 

. If repairs and improve- 
ments must be in the same 
contract, keep detailed rec- 
ords of exact costs of re- 
pairs. (Sec. 263 (a)) 
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J. Wesley Fly 


J. Wesley Fly, vice president of LPG 
Equipment Co., Orlando, Fla., originally 
presented a full length version of 
this report to the Green's Fuei Dealers’ 
Convention earlier this year. While 
space does not permit printing of the 
entire presentation, your editors felt 
that the 26 tips given to the Green's 
Fuel dealers are capable of saving 
money for L. P. gas dealers across 
the nation. 











8. Are you planning to buy an 
existing building or used or recon- 
ditioned equipment? The faster 
depreciation which is allowed for 
new construction and purchases of 
new equipment can make it ad- 
visable to recheck your plans. The 
rapid depreciation option is avail- 
able only on new facilities at the 
time they are first put 
(Sec. 167 (b)) 

9. Have the insurance proceeds 
for a fire, theft, or other casualty, 


into use. 


condemnation, etc., exceeded tie 
cost or other basis of the lost prop- 
erty? Gain can be avoided if the 
property is replaced within a lim- 
ited time by similar property. The 
taxpayer has an election under this 
rule subject to his strict compli- 
ance with conditions prescribed in 
the Code. (Sec. 1033) 

10. Do you expect your business 
income to be high this year? It 
may pay to invest in development 
or research work. The costs are de- 
ductible even though a valuable as- 
set may be created. The taxpayer 
has an election of taking an imme- 
diate deduction or writing the cost 
off over a five year period. After 
the election is once made, permis- 
sion of the Commission is required 
to change the method in later years. 
(See. 174) 

11. Does your 
business make charitable contribu- 
tions which are treated as business 
expenses? These are considered as 
contributions subject to the chari- 
table contributions ceiling. This 
limit is 20 per cent of your ad- 
justed gross income, with the ex- 
ception that an additional 10 per 
cent is allowed for these contribu- 
tions to churches, tax-exempt edu- 
cational institutions and hospitals. 
(See. 170.) Corporations are al- 
lowed deductions of not more than 
five per cent of their taxable net 
income with the excess being car- 
ried over for two years. (Sec. 170 
(e)) 

12. Do you expect to receive pay- 


unincorporated 





EXAMPLE OF FINANCING OWN EXPANSION 


Tank Cost 


Down Payment (Customer Deposit) 


Amount Financed 


Five Yr. Finance Charge 


Unpaid Balance 


Annual Deduction: 
Fin. Chg. & Depr.* 


$21.60 
19.60 
18.60 
16.60 
14.60 





Ist Year 
2nd Year 
3rd Year 
4th Year 
5th Year 


$91.00 


*Sum-of-the-digits method. 
Estimated Life 10 years. 


$100.00 
20.00 


$ 80.00 
18.00 


$ 98.00 


Your Working 
Capital Position 


Annual Pymt 
on Contract 


$19.60 + $2.00 
19.60 — 
19.60 1.00 
19.60 — 3.00 
19.60 - 5.00 


$98.00 $7.00 
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Long after you’ve forgotten the original price of a piece 
of capital equipment, you remember how economical it 
operates, how efficiently it does the job, and how its 
general appearance impresses your customers. All of 
these features are incorporated in the design and en- 
gineering of the LMC Home Delivery Unit. Together 
é they result in a performance that makes you, in profits, 
+: many times the original cost. All of the extras that add 
5 to your long range profit picture, but are sometimes 
; overlooked in competitive models, are included in the 

Reasons why the a LMC. Yet, the LMC Home Delivery Unit is compet- 

you more value per dollar! 


itively priced. 
Engineered Plumbing and Pumping. 
Lighter Weight. WRITE FOR ADDITIONAL INFORMATION, PRICES & PAYLOADS 
Engineered for Strength, Balance, Conven- 
ience. LP Gas dealers throughout the nation have given Lubbock 
More Pleasing Appearance, Better Customer Machine products the strongest possible recommendation . 
acceptance. that of re-ordering additional units after carefully checking the 
L.M.C. gives Better Service on Equipment. performance of their first LMC Unit. 


OCK MACHINE & SUPPLY CO. 


ai P.O. DRAWER 1589 © POrter 2-5269 
— ——————7 LUBBOCK, TEXAS 


Buager Von! 
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ment for cancelling a lease or dis- 
tributor’s agreement? Payment re- 
ceived by the landlord is ordinary 
income. Payment received by the 
tenant may qualify for capital 
gain. Also payments for cancella- 
tion of distributor agreements 
qualify for capital gains in some 
instances. (Sec. 1241) 


13. Have you incurred a loss in 
selling capital assets acquired in 
connection with a business trans- 
action? Check to make sure that 
what appears to be a clear capital 
loss isn’t really fully deductible as 
a business expense. Generally it is 
to the taxpayer’s advantage: 

A. To treat a gain as a capi- 

tal gain and 

B. To treat a loss as an ordi- 

nary loss. 
In certain cases, a taxpayer is al- 
lowed both of these advantages. 
(Sec. 1231) 


14. Does your unincorporated 
business expect to show a loss this 
year? It’s advisable not to realize 
long-term capital gains since the 
otherwise fully deductible operat- 
ing loss will then have the effect 
of a capital loss. Where possible 
the taking of long-term capital 
gains should be in years where you 
have ordinary income. (Sec. 1231) 


15. Does your business require 
“kickbacks” of one kind or an- 
other? This may be disallowed as 
against public policy. To be de- 
ductible as a business expense, an 
item must be “ordinary and neces- 
sary.” The Supreme Court has held 
that both of these conditions must 
be met. (Sec. 162 (a) ) 


16. Are you an inventor or his 
individual financial backer? The 
income realized from the invention 
may be treated as a long-term cap- 
ital gain even though sold in less 
than six months, and even if the 
payments are in the form of royal- 
ties. Many other persons may 
change royalty income from ordi- 
nary to capital gain by a slight 
change in the provisions of the 
agreement. (Secs. 1221 and 1235) 


17. Does your accrual basis busi- 
ness owe expenses like salary or 
interest to a related cash basis 
taxpayer? Note that no deduction 
will be allowed unless payment is 
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made to or constructively received 
by payee within two and one-half 
months after the end of the taxable 
year. (Sec. 267) 


18. Do you value your inventory 
on the “first-in-first-out”’ method? 
If there has been a noticeable in- 
crease in prices this year, it may 
be advantageous to switch to the 
“last-in-first-out” method. The 
rules regarding a change in the 
method are technical and it is some- 
times difficult to weigh the advan- 
tages and disadvantages of making 
the change. Professional opinion 
would be advisable on this ques- 
tion. (Sec. 472) 


19. Does your partnership or a 
sole proprietorship plan to go out 
of business in the near future and 


does it have substantially appre- 


PE 
/ In, / Vp 


Mwy, 4 


Your professional tax advisor should be con- 
sulted before using these suggestions since 
many variables must be considered 





ciated inventory or stock in trade? 
It may be advisable to operate in 
the corporate form for a period in 
order to convert ordinary income 
from the sale of the inventory or 
stock in trade into capital gain. 


20. Do you plan to sell property 
at a profit? Try to arrange the 
sale so as to enable you to defer 
the profit as long as possible, if 
that is advantageous tax-wise. 

A. Make sure that the payments 
in the year of sale do not exceed 
30 per cent of the selling price. 
Under these facts, taxable income 
can be realized only as payments 
are received by electing the in- 
stallment basis of reporting income. 

B. Have the unpaid sales price 
evidenced only by the contract and 
not by any notes, mortgages, or 
other evidences of indebtedness. 
No gain will be taxable until actual 


payments are received in excess of 
the basis of the property sold. 


21. Do you generally trade-in 
your autos, trucks, equipment, etc. ? 
A trade-in is treated as a tax-free 
exchange with no gain or loss rec- 
ognized. It may be advisable to 
sell the old property and purchase 
the new property. While there is a 
realization of gain, this is gen- 
erally a capital gain while the 
higher basis for the new equip- 
ment can be recovered through a 
charge against ordinary income 
(depreciation ). 


22. Have you realized any gains 
or losses on the sale of real or de- 
preciable business property? And 
expect to make further 
sales? Generally it’s advisable to 
attempt to handle the realization of 
future gains or losses so that the 
gains fall into one year, the losses 
into another. Capital gains will be 
realized on the gains; a full deduc- 
tion for losses. (See. 1231) 


do you 


23. Does your business own an 
advantageous contract? It may be 
advisable to sell the contract and 
thereby convert what would other- 
wise be ordinary income into capi- 
tal gain. 


24. Do you plan to sell property 
to a related taxpayer? Watch the 
rule that losses will not be recog- 
nized while gains will be. 


25. Do you hesitate to sell stock 
which has increased in price be- 
cause of the tax bite? A short sale 
with a subsequent covering with 
stock purchased at the lower price 
can enable you to obtain the ad- 
vantages of the expected stock drop 
without the heavy tax penalty. 


26. Do stockholders expect to sell 
their interest in a closed corpora- 
tion? This can be accomplished 
with only one capital gains tax 
either by selling the stock, or hav- 
ing the corporation sell ali its as- 
sets and liquidate. But watch col- 
lapsible corporation pitfall. (Sec. 
337) 

If any of these suggestions ap- 
peal to you, consult your profes- 
sional tax advisor before using 
them. Your individual position— 
as well as the general rule—must 
be considered. a 
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ROBUST CONSTRUCTION 
IN EVERY DETAIL FOR 


LONG TROUBLE-FREE LIFE 
LARGE NEW IMPROVED 


BUG-PROOF VENT 


MAXIMUM 
EFFECTIVE AREA 


= | 
OF STRONG, ee Fe — STURDY PIPE 


SENSITIVE eed CONNECTIONS 
DIAPHRAGM SH 4" INLET 


%" OUTLET 
@ 





ACCURATE, POWERFUL, FRICTION-FREE LEVER MECHANISM 


For Reliable Performance Consider 


PASHERYA.Z a 


- vadlaBle iw 20 difforont: assomblios. . 


“LITTLE JOES” 


HERE’S TWO VERY POPULAR 


= 
‘ 
% OE Rae, 
oe 
Ve % 


TYPE 912-5 with straight male POL TYPE 912-2 “TCO”—two cylinder oper- 

inlet and %” pipethread outlet. ator-complete with check valve cross 
tee and two %4” inverted flare POL 
pigtails. 


FISHER GOVERNOR COMPANY 
MARSHALLTOWN, IOWA ° WOODSTOCK, ONTARIO 


EASTERN OFFICE: 212 New Dickson Bldg. © Westport, Conn. ° 
Stsece 1§§O 
LEADS THE INDUSTRY IN RESEARCH FOR BETTER GAS PRESSURE CONTROL 
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PROPANE PETE * Episode No. |4 


Two water moccasins become Pete’s oars 


HTT 








By J. ARTHUR THOMPSON 


ROPANE PETE was preachin’ the gospel of 

L. P. gas in Arkansas one time, when someone 
gave him a jug of Ozark Mountain Dew; the kind 
that’s made up the gully on the backside of the moun- 
tain without the blessin’ of the revenue service. Pete 
just said “Thank ’ee, kindly” and set it in the cab 
of his truck, old Beepee, without ever uncorkin’ it. 

One evenin’ Pete was kinda low in spirits and felt 
a cold comin’ on, so he hauls out the jug and pours 
himself a big cup full. He swigs down a good half of 
it without ever stoppin’ to taste. 

When that mountain dew hits his stomach, Pete’s 
hat flew off, his handle bar mustache curled up into 
a tight corkscrew and the hairs on his chest kinked 
so tight that he thought for a minute he had a severe 
case of pleurisy. When he could see again, Pete pours 
the rest of that cup into the fuel tank of Beepee and 
staggers around and gits in the cab. 

When he starts the engine, Beepee snorts, coughs, 
bucks and takes off like a streak. Just how he got 
there, Pete was never quite sure, but when the moun- 
tain dew got out of his system, he was down in the 
bayou country of Louisiana. 

Pete pulls into a wooded spot by a bayou and went 
to sleep. Next morning he sees a young chap down 
by the water hackin’ at a big log. Pete watches for a 
while and then introduces himself. The feller allows 
as how he is Whit Duhon and he’s tryin’ to cut out a 
pirogue. 

A pirogue is a sort of a dugout cance and it takes 
a mighty lot of work to make one. Whit don’t mind 
the work but the snakes keep botherin’ him. Espe- 
cially one pair of big water moccasins that seem to 
take him as a special insult. 

Pete offers to help with the pirogue and while Whit 
Duhon is explainin’ what has to be done, here come 
them two water moccasins. They was all of six feet 
long and bigger’n a man’s arm. 

Pete makes a grab and gets both of them. He ties 
them up in a knot but they wiggles and makes such 
a fuss that the knot keeps slippin’ loose. So Pete gits 
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out that jug of mountain dew and pours a slug down 
each one of them. Their eyes git glassy and they 
stiffen up like a steel bar. They’re plumb quiet and 
peaceable. 

Then Pete explains all about L. P. gas to Whit and 
hauls out his hose. He rigs a burner to throw a thin, 
hot flame and shows Whit how easy it is to burn out 
that pirogue with L. P. gas. 

Well sir, that little old blue flame cuts that wood 
just like butter. It takes quite a while to do the job 
for Pete is workin’ careful. He cuts out the inside 
just so and shapes the outside in nice graceful lines. 
He even burns a fancy, scroll work “D” on each end 
It was just about the finest and prettiest pirogue 
that ever floated on a Louisiana bayou. 

Just about the time they had it finished and was 
goin’ to try it out, Whit discovers that he ain’t got a 
paddle or a pole of any kind. And there just ain’t 
anything around to make one. 

While they was talkin’ it over, them two water 
moccasins limbered up and come slidin’ over towards 
‘em. They slithers up to Propane Pete with their 
mouths open beggin’ for another slug of that moun- 
tain dew. 

Pete bein’ kind hearted, obliges with another big 
slug for each of ’em. They stiffens up again and Pete 
gits an idea. He picks ’em up and shoves the tail of 
one into the mouth of the other and binds ’em to- 
gether with one of his socks. 

Believe it or not, them two snakes made just about 
the best pirogue pole you could ever want. Whit and 
Pete tried out the boat and it worked fine. 

The only trouble was that when the mountain dew 
got outa them snakes they was both dead. It wasn’t 
the hooch that killed ’em. It was Pete’s sock. A snake 
can take only so much. 

Well Whit had sorta lost interest in the pirogue 
so he sold it to a feller that already had a pole and 
used the money to start up in the L. P. gas business 
at Abbeville, La., under the name of the Duhon Gas 
Co. Inc. * 
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ou'll Buy 
Every Time 


It happens every time — after a man has 
seen the revolutionary Master “Time.Saver,” 
he’ll never again be satisfied with conven- 
tional tank design. Especially designed by 
Masters engineers to save time and money 
for the operator, the “Time Saver” is the 
most economical, efficiently operating tank 
on the market today. All working parts 


x 

Q (nr. \ 
ANY OTHER 

__TRUCK TANK 


of the tank are mounted as a unit on a plat- 
form at the rear of the tank. All controls are 
at the operator's fingertips. With the “Time 
Saver” there’s less vibration, less maintenance. 
Deliveries are fast and easy. Compare the 
“Time Saver” with any other tank on the 
market and you, like everyone else, will buy 
the “Time Saver.” 


Welded Construction Stops Leaks 


For years truck tanks have had difficulty 
with leaks in the pipe connections due to the 
twisting and careening of the truck when the 
pump was mounted in front of the tank on 
the truck frame. Flexible hoses are just as 
bad due to bursting and rotting. That is why 
the ‘Time Saver’’ was designed as a unit 
mounted on a platform at the rear of the 
tanks. Where feasible, all pipe connections 
are welded. This assures trouble-free service 
and a great saving to you. 


Tubular Shaft Pump Drive 


For a lifetime of trouble-free service, the 
pump driving equipment consists of the best 
universal joints and tubular drive shafts 
made according to the same rugged design 
which propels the truck. 


Only 60 Minutes To Change Trucks 


With the “Time Saver,” it’s easy to change 
trucks! Disconnect the power take-off and 
remove the mounting bolts and the whole 
unit is ready to be moved, just another 
reason a Master truck tank is a “Time Saver” 
and a money maker for you. There isn't a 
single pipe fitting to change — this eliminates 


a big plumbing job and assures you of 
trouble-free service. 


Tanks Pump Dry 


Both tanks pump dry except a pint, which 
remains in the sump. The sump catches all 
sediment. A strainer prevents any foreign 
particles from entering the intake. line. By 
unscrewing a plug at the bottom of the sump, 
the strainer can be periodically cleaned. The 
tank outlet is at the rear, where a 2” inside 
line takes suction from the sump. These two 
special strainers provide 40 times the area 
usually found. 


Your Choice of Closed End... 


The enclosed rear end assures economical 
and trouble-free operation in regions where 
there is ice and snow. There is ample work- 
ing space and room for meter and hose reel 
and one latch locks all three doors on most 
models. 


.. Or Open End 


The open end is especially designed for use 
in sections where there is not much ice and 
snow. The meter, when desired, is enclosed 
and there is a tool box on the opposite side 


Write for our 20 page 
Full Color Catalog 


plus room for the hose. For those who do not 
use power hose reels, the filler hose can be 
wrapped outside and the vapor hose inside 
the rack and either hose can be used sep- 
arately. The hose rack comes as standard 
equipment at no extra cost. 


Spray Nozzle For Faster Filling 


The refrigerating principle is used to lower 
the pressure and make the tank easier to fill. 


Rear Mounted Pump Stops Leaks 
Danger that the motion of the truck will 
damage pipe connections is eliminated by 
mounting the pump and pipe fittings as a 
single unit on the rear of the tank. 


Streamlined Body 
For beauty as well as durability and econ- 
omy, the skirting on the “Time Saver” has 
been curved for extra strength and stream- 
lined beauty. The entire unit is finished with 
a hot enamel process. 


No Plumbing Installation 
With the “Time Saver” there is no plumbing 
job, for the entire pumping unit is mounted 
as a unit on the rear of the tank. 
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average day’s delivery per truck 
runs to 1600 gal. and that the aver- 
age delivery is 160 gal. Let’s sup- 
pose further that you must deliver 
1200 gal. to pay the day’s operat- 
ing expenses. Your profit then 
comes from the last 400 gal. de- 
livered. If through more efficient 
operation this truck can make one 
more delivery per day at the aver- 
age of 160 gal., do you think you 
have gained just 10 per cent? I’ll 
argue that point with you until 
doomsday. Your extra cost on the 
160 gal. extra delivery is the cost 
of the fuel and the cost of operat- 
ing the truck to and from the next 
delivery stop. There are almost no 
other costs involved. So your extra 
net profit comes very near equal- 
ing your gross margin on the fuel. 
You do not add just 10 per cent to 
the day’s profit as the result of 
that extra delivery. You come very 
close to making 40 per cent more 
profit for the day. 

In connection with this look 
ahead that I have tried to give 
you I want to suggest that every 
L. P. gas dealership needs to ap- 
point a new official. This would be 
a “vice president in charge of the 
future.” This does not need to be 
another name on the pay roll or 
even another function. It is mere- 
ly an intensification of the work 
that you are personally doing 
along that line at the present time. 
Every dealer needs to clear a 
little more of his time for the 
study of possible improvements in 
his present operations, and for the 
development of constructive plans 
for the future. There is at least 
an hour in every day that you are 
spending on work that could be 
done as well or better by an em- 
plovee. Does it pay to spend the 
hour that way, when it does not 
leave you the time you need to 
make plans that will pay added 
profits every day from now on? 

This is a young and growing 
business, and your future is large- 
ly in your own hands. It will be as 
good as you make it. ‘I 
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Railroads’ demurrage 
charges increase sharply 


The Association of American 
Railroads, in an effort to speed up 
the unloading of all freight cars, 
has announced that effective with 
any railroad freight cars (includ- 
ing tank cars) received by tank car 
customers on and after September 
1, 1956, the railroads’ demurrage 
charges will be drastically  in- 
creased. 

The new schedule of charges, 
after the customary 48 hours free 
time, will be as follows: 

$4 per day for each of the 

first two days. 

$7 per day for each of the 

next two days. 

$10 per day for each subse- 

quent day. 

Furthermore, after demurrage 
time starts, these railroad charges 
will apply to every day, including 
Saturdays, Sundays, and holidays. 
(In the past these days have been 
exempt. ) 


NPFA publishes revised 
or amended standards 


The National Fire Protection As- 
sociation has published four re- 
vised or amended standards treat- 
ing the storage, handling, and use 
of liquefied petroleum gas, it was 
announced by Robert S. Moulton, 
technical secretary of the NFPA. 

They are: NFPA No. 59, “Stand- 
ards for the Storage and Handling 
of Liquefied Petroleum Gases at 
Utility Gas Plants” (32 pages—35 
cents); NFPA No. 58, “Standards 
for the Storage and Handling of 
Liquefied Petroleum Gases” (80 
pages—35 cents); NFPA No. 52, 
“Liquefied Petroleum Gas Piping 
and Appliance Installations in 
Buildings” (42 pages—50 cents); 
and NFPA No. 51, “Standards for 
the Installation and Operation of 
Gas Systems for Welding and Cut- 
ting” (28 pages—35 cents). 

All revisions to the foregoing 
standards were officially adopted by 


the NFPA at its 1956 annual meet- 
ing in Boston last June. Also tenta- 
tively adopted at that time was 
NFPA No. 566-T, “Proposed Stand- 
ards for the Installation of Bulk 
Oxygen Systems at Consumer 
Sites.” 

These standards are available in 
pamphlet form from the NFPA, 60 
Batterymarch St., Boston, and they 
are also included in the 1956 edition 
of the National Fire Codes pub- 
lished in September. 


200,000th L. P. gas meter 
installed by Fuelane 


August 3 and 4 marked the in 
stallation of the 200,000th home 
L. P. gas meter to be put in service 
by dealers of Fuelane Corp., Lib- 
erty. N. Y. The occasion was high- 
lighted by the presentation of a 
gold L. P. gas meter, two silver 
plaques, free kitchen appliances, 
and dealer celebrations throughout 
Central New York. 

A sterling silver plaque, marking 
the event was presented Callan & 
Clark Inc., Canastota, N. Y., dealer 
who installed the 200,000th meter, 
by Fuelane. Fuelane received a 
similar plaque from American Me- 
ter Co. American Meter, maker of 
the 200,000 meters, also presented 
Fuelane the gold-plated meter as a 
part of the celebration. 

The 200,000th “Happy Cooking” 
metered gas customer received a 
variety of kitchen appliances from 
Callan & Clark including an auto- 
matic gas stove, gas clothes dryer 
and a hot water heater. Installa- 
tion of LPG facilities was also fur- 
nished by the dealer. 

The event was heralded with both 
publicity and advertising in news- 
papers and on radio-television sta- 
tions throughout the area. During 
the two-day celebration, Callan & 
Clark held open house at its offices 
and show room with door prizes, 
toys for children and a drawing for 
another automatic gas stove as well 
as many smaller appliances. Other 
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Fuelane Corp. receives gold L. P. gas 
meter, marking installation of the firm's 
200,000th metered service L. P. gas home. 
C. Benson Dushane, Jr. American Meter 
Co. sales vice president (right), presents 
the gold-plated L. P. gas meter to C. M. 
Francisco, president of Fuelane Corp., Lib- 
erty, N. Y. (left), marking the installation. 
Callan & Clark Inc., Fuelane dealer in 
Canastota, N. Y., sold the 200,000th cus- 
tomer on metered L. P. gas. Clair Callan, 
president, holds a stering silver plaque pre- 
sented to his firm for its achievement by 


Fuelane. 





Fuelane dealers in the area also 
held open houses with free prizes 
and other fanfare, honoring the 
occasion. 

Earlier this year American Meter 
notified Fuelane that the company 
was nearing the purchase of its 
200,000th meter. Fuelane in turn 
told its dealers and an overall sales 
increase resulted as individual deal- 
ers pushed installations over the 
200.000 mark with the resulting 
opportunity for community promo- 
tion. 

Clair Callan, president of Callan 
& Clark Ine., ordered the lucky 
meter in mid-May. When notified 
that he had purchased the 200,000 
meter, he immediately put into 
action one of the most comprehen- 
sive merchandising and promotion 
programs ever to hit the L. P. gas 
field. 

Present Happy Cooking custom- 
ers of the Canastota firm were in- 
vited to nominate users of other 
fuels in the vicinity for eligibility 
in a drawing for installation of the 
meter. Three major gas appliances 
were offered as the prize. 

Hundreds of nominations were 
received and as a result of the 
drawing, R. C. Wadsworth, who 
operates a milk route in the Bridge- 
port, N. Y., area became the 200,- 
000th customer to install Happy 
Cooking metered L. P. gas service. 

Mr. Wadsworth’s name was sub- 
mitted by one of his customers, who 
received her choice of any Happy 
Cooking appliance sold by Callan 
& Clark. She chose an automatic 
gas clothes dryer. 

Climaxing the two-day celebra- 
tion, Callan & Clark held another 
drawing on Saturday night, August 
1, with winners receiving an auto- 
matic Happy Cooking gas range, a 
50-piece stainless steel tableware 
set, a stainless steel kitchen utility 
set, an automatic toaster, a floor 
fan and a salad fork and spoon set. 
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Those attending the open house 
received individual gifts and chil- 
dren received balloons and kites. 

All purchasers of a gas stove 
during the celebration received an 
automatic gas water heater free. 
The event was also advertised by 
sound truck throughout the com- 
munity served by Callan & Clark. 

In addition to American Meter, 
other suppliers participating in the 
celebration were John Wood Co., 
Hardwick Stove Co., and Tempco 
Inc. 


Four fuels battle in NW 
as gas appears on scene 


The coming of natural gas to the 
Pacific Northwest area this fall has 
already touched off an advertising 
battle with gas, oil, electricity and 
coal all taking part. 

Gas companies in Portland, Seat- 
tle and Spokane are hitting hard in 
all media to get residents to change 
over to natural gas. The oil heating 
industry, which has been pitching 
hard to sell oil as the basic fuel 
over coal, has now jumped into the 
battle in order to keep its share 
of the home-heating market. 

In Spokane, coal dealers are pro- 
moting consumer contests aimed at 
heating the home with coal. 

Portland is the scene of the big- 
gest gas vs. oil battle. Portland 
Gas & Coke Co. will spend $640,000 
this year on over-all promotion with 
$250,000 tagged for advertising 
alone. 

Gas appliance manufacturers and 
their distributors have already be- 
gun their promotion program in 
Oregon and are expected to move 
into Washington and-Idaho soon. 

The oil-heating industry is also 
using all media in an all-out cam- 
paign. While oil is competing with 
gas for the house-heating load, gas 


must compete with electricity for 
water heating, clothes drying and 
cooking. 

The Pacific Northwest being one 
of the low-cost electrified sections 
of the country, the electric indus- 
try is not too concerned over the 
coming of gas, but the Seattle city- 
owned light company has cut its 
rates and is pushing an “all-elec- 
tric’ rate for homes. 

Increased industrialization of the 
area will be one result of the battle. 

Meanwhile, L. P. gas dealers are 
taking advantage of the utility gas 
advertising and are selling custom- 
ers who will not be reached by pipe 
lines. 


Pyrofax launches new 
industrial sales program 


Pyrofax Gas Corp. has expanded 
its industrial sales program, it was 
announced today in New York by 
Otto Neustadt, general sales man- 
ager of the company, a unit of 
Union Carbide and Carbon Corp. 

The new program provides for 
the expanded use of Pyrofax gas 
in cylinders smaller than the stand- 
ard 100 Ib size and will bring 
specialized services to industry in 
all major industrial areas east of 
the Mississippi Valley. This in- 
cludes many direct and indirect 
heating processes in the manu- 
facturing, construction and service 
industries as well as heat-treating, 
cutting, brazing and_ industrial 
carburetion. Arrangements have 
been made with The Linde Air 
Products Co. to use Prest-O-Lite 
cylinders. 

Industrial distributors recently 
established by Pyrofax Gas Corpo- 
ration under this program are: 
L. P. Gas Co., Rochester, New 
York; Mills Welding Supply Inc., 
Buffalo, New York; Jackson Weld- 
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NEW TRANSISTORIZED 
POWER VOICE speaker 





The secret is in 
the exclusive 
“GOLDEN HEART” 
transistor 


= New POWER VOICE speaker 
mounts firmly under dash 


in same familiar position 


BUT... 


detaches in a second to be 
hung from vehicle window 
and may be heard clearly 
hundreds of feet away. 


MOTOROLA... always FIRST with the 
NEWEST in TRANSISTORIZED EQUIPMENT 


MOTOROLA 


2-WAY RAD/O 
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Hear your mobile radio 
HUNDREDS OF FEET AWAY 


Now your vehicles, in fact any mobile radio equipped 
vehicle, can get far greater volume than ever before, with 
the new Motorola transistorized Power Voice Speaker. 


This new compact, inexpensive speaker-amplifier 
combination delivers 10 TIMES MORE POWER than 
the conventional passive speaker. No more straining to 
hear messages. Just turn it up—it’s got all the volume 
you'll ever need, all in this one small package. No longer 
is your driver shackled inside his vehicle... he can 

move about freely, hundreds of feet away, and still 
hear his dispatcher. 


Secret of Motorola’s newest development is the built-in 
transistorized amplifier, utilizing two long-life, Motorola 
power transistors. With the average 12 volt mobile radio 
system, the new speaker develops 15 watts audio output. 
Even on a 6 volt system, you get 5 watts output—much 
more than the conventional one watt speaker level. 


This power packed speaker is available for your mobile 
2-way radio NOW. It can be quickly and easily added to 
most 6 or 12 volt installations. With the new Power 
Voice Speakers doing a bigger, better job for you, you'll 
also find low battery drain, bandpass response that 
accents voice frequencies, and versatile Quick-detach 
mounting...in a compact, all-metal housing. 


You must hear the new Power Voice Speaker to 
appreciate what this added power can mean to you. 
Write, phone or wire today...or mail the coupon below. 


MAIL THIS COUPON FOR LITERATURE 


rol ae: Mel -iilelit-vac-talelal 


Motorola Communications & Electronics, Inc., Dept. 37 
4501 Augusta Bivd., Chicago 51, Ill. 


[_] Please send me more information on the new Power Voice 
Speaker. 


[_] | want to hear a demonstration of the Power Voice Speaker. 
NAME____ = 
COMPANY____ 
ADDRESS____ 
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ing Supply Co., Pittsburgh, Pa.; 
and Welding Gas and Equipment 
Co., Detroit, Mich. These companies 
are the first of a series of entirely 
industrial distributors who will 
provide Pyrofax gas service in 
major industrial areas throughout 
the eastern half of the country. 

The company’s regular distrib- 
utor organization will continue to 
service all types of customers 
throughout the 31. states and 
Canada where Pyrofax gas is 
available. 


Bright future seen for 
gas-fired incinerators 


The incinerator, relatively new 
in the gas appliance field, has been 
growing in acceptance, according 
to the incinerator division of 
GAMA. Sales for the first half of 
1956 are reported 11.4 per cent 
ahead of the corresponding 1955 
period, and for all 1956 a 20 per 
cent gain is anticipated. 

Frederick H. Martin of Hunts- 
ville, Ala., division chairman and 
vice president of the Martin Stamp- 
ing and Stove Co., estimated that 
at least 10 million tons of paper 
are thrown out every year in 
American homes—more than 400 
lbs per family. 

“And some families have twice 
that,” he observed. “Besides, in 
the matter of disposal, it’s a matter 
of bulk, not weight. You can get an 
awful lot of fluffy stuff in a pound.” 

He said the public apparently 
likes improved packaging, and the 
convenience of disposable house- 
wares, and the paper flow will keep 
mounting. In addition to all sorts 
of boxes and paperboard, Martin 
said, there are mounting quantities 
of such items as honeycomb craft 
paper, excelsior, shredded paper, 
cellophane and cellulose wadding. 

“One plant alone,” he noted, “is 
said to be turning out a million 
laminated cellophane-polyethylene 
packets a day for a single cheese 
manufacturer.” 

Meanwhile, the appliance leader 
noted, paper consumption keeps 
mounting and now is about 36 mil- 
lion tons a year nationally, of which 
about nine million tons are re- 
claimed in the paper industry’s 
salvage program. 

Of the remainder, it was stated, 
much ends up in industrial or com- 
mercial uses, but at least 10 mil- 
lion tons must be burned in the 
home, or carted away from it. 

Modern gas incinerators, Martin 
said, are proving their ability to 
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handle mounting quantities of com- 
bustible packaging materials along 
with the family garbage. The shift 
is from garbage disposal to paper 
disposal whenever a prepared food 
replaces one the housewife used to 
pare, trim or shell for herself, he 
pointed out. 

Martin said the household gas 
incinerator is being accepted by a 
growing number of municipal of- 
ficials. He attributed this to recog- 
nition that the gas flame destroys 
smoke and odors in a way which 
ordinary combustion cannot dupli- 
cate, and that it can cut a sub- 
stantial slice from the taxpayers’ 
bills for garbage and trash re- 
moval. 


General Gas Corp. sales, 
income soar in first half 


General Gas Corp. reported a 20 
per cent increase in sales and an 
83 per cent increase in net earn- 
ings for the first six months of 
1956 compared with the first half 
of last year. 

Sales for the period ending June 
30, 1955, amounted to $14,664,309 
as against $12,147,270 during the 
comparable 1955 period. Earnings 
after taxes for the same period was 
$196,385 compared to $109,926 for 
the same six months one year ago. 

“Based on present commitments 
and price trends, earnings for the 
last half of 1956 are expected to 
be the highest in the company’s 
history,” President Rawlston D. 
Phillips told the LPG dealership’s 
shareholders. 


Baker, Mont., site of 
natural gasoline plant 


A natural gasoline plant to be 
constructed by Texas Natural Gas- 
oline Corp. will be located north of 
Baker, Mont., and will process gas 
from the Pine and Cabin Creek 
Fields, Wibaux and Fallon Coun- 
ties, Mont. 

The plant is designed for an in- 
itial capacity of 50,000 gal. per day 
of natural gas liquids. The plant 
will produce propane, butanes, and 
natural gasoline. The residue natu- 
ral gas will be sold to the Montana- 
Dakota Utilities Co. 

Texas Natural Gasoline Corp. 
will design, engineer, and construct 
the plant. It is estimated that it 
will be completed and on stream 
around Nov. 1, 1956. Approximate- 
ly 50 men will be used in the con- 
struction phase. 


National Council names 
new assistant director 


The new as- 
sistant director 
of the National 
LP-Gas Council 
is Leigh Atkin- 
son, former pub- 
lic relations ac- 
count executive 
for the J. Wal- 
ter Thompson 
advertising 
agency. 

Mr. Atkinson 
joined the council staff July 15. He 
will work with Miss Lucille Range 
of the council’s homemaker division 
to expand the L. P. gas industry’s 
national and “grass roots” public 
relations program. 

Previous to his affiliation with J. 
Walter Thompson, Mr. Atkinson 
was a reporter and metropolitan 
section editor for five years on the 
Chicago Tribune editorial staff. 
Earlier he worked on the staff of 
City News Bureau, Chicago. 

The assistant directorship open- 
ing of the National LP-Gas Counci! 
was created when George Schulte, 
Jr., was moved up to council diree- 
tor in May. Mr. Schulte joined the 
council staff in 1950. Previously he 
was director of public relations at 
Ruthrauff and Ryan advertising 
agency, Chicago. 


Leigh Atkinson 


Master Tank announces 
completion of plant 


Master Tank & Welding Co. has 
announced that production in its 
Quincy, IIll., plant is underway with 
the manufacture of LPG tanks, air 
receiver tanks, and all types of 
pressure vessels. 

According to plans, within a year 
production will be doubled for the 
manufacture of large storage tanks 
in capacities up to 30,000 gal. The 
plant has a capacity of 5040 500 
gal. propane tanks per month on a 
three-shift operation. 

Of all steel construction, the new 
plant is 60 x 220 ft. All told there 
are 15,000 sq ft of manufacturing 
space in addition to an adjacen' 
office building. The plant site in- 
cludes 10% acres of ground, with 
more than 1500 ft of power con- 
veyors and a 10 ton overhead crane 
Rail tracks run through the build- 
ing and the property includes a 
private dock on the Mississippi for 
the loading and unloading of river 
barges. 

S. O. Weempe, co-owner and man- 
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SPECIFY ROPER LP TRUCK PUMPS... 











FOR 30, 50, and 100 G.P.M. 
DELIVERY SYSTEMS 


-_ 


Not only designed and built for LP service, but proved-on- 
the-job under rush-season conditions . ... that’s the case with 
these dependable LP-Gas Truck Pumps! And, users 

report what we've been saying all along. Ropers are fast 
(permit more calls per day) . . . quiet (non-chattering and 
smooth-running) .. . economical (reach rated capacities at 
lower motor speeds, thus conserving fuel, motor maintenance, 
the pump itself). If yow want to effect more profitable 
operation as others have done, your first consideration 
should be a Roper-equipped delivery system! These LP 
pumps are available both as tank truck units and as 

bulk plant pumps. Get a// the facts... 

write for Bulletin 24. 
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GEO. D. ROPER CORPORATION 
360 Blackhawk Park Avenue, Rockford. Ili 





auger of Master, has announced that 
his son, Sam Weempe, Jr., will be 
manager of the new plant and A. V. 
McMurry, sales manager with the 
company for 10 years, will be sales 
manager. Other employees are be- 
ing hired locally and trained on the 
job by Master. 


Gas conservation plant 
to be completed this fall 


The British American Oil Co. 
Ltd. Gas Conservation project, cur- 
rently under construction in the 
Nevis-Stettler-Fenn area of cen- 
tral Alberta, is expected to go into 
operation in the fall of this year. 
Initial planning and construction 
of the project was begun by Cana- 
dian Gulf Oil Co. prior to its ac- 
quisition by British American on 
July 1, 1956. 

The project, which is designed to 
utilize the solution gas currently 
being flared in the Fenn and Stet- 
tler oil fields, consists of a com- 
pression refrigeration plant in each 


YEARLY PRODUCTION FORECAST 


Imperial barrels 


Propane Butane Nat. Gas 
1956 82,150 38,600 23,300 
1957 357,140 165,430 120,000 
1958 447,140 184,000 121,710 
1959 447,140 184,000 121,710 
1960 453,430 183,430 123,140 


of the Stettler and Fenn fields, and 
a fractionation plant at Nevis. Low 
pressure gathering lines in the 
fields will transport the solution 
gas to the sub-plants where, by 
compression and refrigeration, the 
liquid products will be removed and 
transported through a high pres- 
sure pipe line to the fractionation 
plant at Nevis. At the Nevis plant 
the liquid products will be sepa- 
rated into the various components, 
propane, butane and natural gas. 

The production forecast for pro- 
pane, butane and natural gasoline 
is shown in the table. 


Gas industry honors 
Raymond Mower Conner 


Raymond Mower Conner was 
honored July 23 as the man gener- 
ally regarded as having done more 
than any other individual to estab- 
lish the present system of testing 
and standards in the gas appliance 
field. 

Mr. Conner retired July 31 after 
41 years in the industry. He di- 
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FAR CRY... 


Today's ‘simply automatic’ method of cook- 
ing and heating is a ‘far cry’ from that of the 


early American Indian. 


Even more modern is the use of LP-Gas and 
the Delta Blu-Blaze System, with the Delta 


Control Unit. Service calls are reduced and a 


constant burner pressure provided. The re- 
‘sults: More profits, more efficiency in appli- 
ance performance, and customer satisfaction. 
For full details; you have but to ask a Delta 
Elem leleltias Dole mete cutie merce Blolem @erelede)| 
Unit. 
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DELTA TANK MANUFACTURING CoO., INC. 


BATON ROUGE, LA. 


: MACON, GA . BEARDSTOWN, ILL. 


EXPORT OFFICE: INTERNATIONAL TRADE MART, NEW ORLEANS, LA 
FABRICATORS QF PRESSURE VESSELS AND OIL FIELD EQUIPMENT 
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EQUIPMENT 


__L-P Gas storage tanks, pump rooms and fill- 
ing areas are among the many industrial loca- 
tions which the National Electrical Code has 
classified as hazardous areas. Explosion-proof 
electrical equipment is a “must” for these 
locations. 


A Crouse-Hinds Field Engineer will be glad 
to look over your present plant — or your plans 
for a new one — to see whether your electrical 
apparatus and wiring conform to Code re- 
quirements. This Crouse-Hinds service costs 
you nothing and imposes no obligation. 


FREE! Crouse-Hinds has prepared an 82- 
page booklet containing Articles 500 and 510 
of the latest revised Code . . . explosive char- 
acteristics of various vapors and gases (includ- 
ing propane and butane) .. . pictures of 
installations of Crouse-Hinds explosion-proof 
equipment which meets Code requirements. 
Mail coupon for your free copy. 


CROUSE-HINDS COMPANY 


84 


Crouse-Hinds Company 
Dept. BPN, Syracuse 1, N. Y. 


Please send free booklet on electrical equipment for 


hazardous locations (Bull. 2655). 
Name 

Title 

Firm Name 

Address 

City 








rected the American Gas Associa- 
tion Laboratories from the time of 
its establishment in 1925 until 
1947. Since 1947 he has been a con- 
sultant at the laboratories in Cleve- 
land. 

At a testimonial dinner in Cleve- 
land Chester S. Stackpole, manag- 
ing director of the American Gas 
Association, and H. Leigh White- 
law, executive vice president of the 
Gas Appliance Manufacturers As: 
sociation, termed Mr. Conner’s pio- 
neering an essential factor in the 
vast expansion of gas utility opera- 
tions and appliance manufacturing. 

Awards were presented to Mr. 
Conner by AGA and GAMA, and 
also on behalf of the Pacific Coast 
Gas Association, which he served 
before joining the national associa- 
tion. 


Natural gas arrives in 
Pacific Northwest area 


A big blue gas flame turned on 
by Mrs. America has given the 
Pacific Northwest vivid and official 
notice that it has been linked to 
the nation’s natural gas lines. 

At ceremonies on Sauvies Island 
in the Columbia river, a 1,487-mile 
pipeline from the San Juan Basin 
in New Mexico was joined to the 
Portland Gas and Coke Co.’s distri- 
bution system serving Oregon and 
Washington. 

Howard Pyle, deputy assistant to 
President Eisenhower and a former 
Governor of Arizona, told an 
audience of 500 business, govern- 
ment and community leaders at the 
ceremony that with the introduc- 
tion of natural gas, “Oregon and 
Washington can look forward to 
phenomenal industrial expansion.” 

When the $400-million natural 
gas pipeline project eventually is 
completed at the Canadian border 
—with feeder operations of gas 
also available from Canadian fields 
—the Pacific Northwest is expected 
to virtually double its power poten- 
tial. The natural gas supply will 
then exceed the energy output of 
all the hydro-electric projects in 
the three northwest states. 


Gas arrival touches off 
brisk appliance sales 


Advent of natural gas in the 
Pacific Northwest has touched off 
brisk sales of gas appliances, with 
an upswing particularly noticeable 
in heating equipment, C. W. Steele, 
residential sales manager of Port- 
land Gas & Coke Co., reported. 
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Model 327, Gas-Fired Unit Heater 


GROW BIGGER WITH 
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BUSINESS DEVELOPMENT PROGRAM 





HERE ARE 4 BIG REASONS WHY: 


] c> SALES BUILDING 2 cu» ADVERTISING and 


PROGRAM } SALES PROMOTION HELPS 


Full-color, flip-over chart 
talks, designed with plastic 
envelopes so you can com- 
pletely localize your sales 
talks. Exclusive ‘‘F.O.B."’ 
handbooks. Survey forms, etc. 


complete newspaper ad mats 
for all products. Excellent dis- 
plays. Direct-mail programs. 
Complete promotion pack- 
ages. Everything to help you 
promote locally in your city. 


SALES and 
SERVICE CLINICS 


Gives you the best credit fa- 


Field and factory-trained 


crews, with years of practical 
experience, hold sales and 


cilities available with these 
customer inducements: no 
money down, low monthly 


service clinics in or near your payments, 3 full years to 
own city to help you sell and ps &, pay and many others. 


service better. 


THE 8 BIG reasons why you should be a BRYANT DEALER: 


1. Bryant — a mame that sells — famous for 48 years 4. Bryant BUSINESS DEVELOPMENT PROGRAM. 


as the leader in home comfort equipment. . , 
—— 5. Sales tools that increase your sales and profits. 


. A complete line — gas or oil furnaces, boilers, air 6. Nearby distributor for engineering, sales and 
conditioners, water heaters and unit heaters. service help. 
. . . . 7. National advertising that sells YOU! 
. Highest quality heating, cooling and water heat- g 
ing equipment made. 8. Co-op advertising that builds sales locally. 


GET THE COMPLETE STORY OF THE BRYANT BUSINESS DEVELOPMENT PROGRAM FROM YOUR DISTRIBUTOR. Or write Bryant, 48 Monument Circle, Indianapolis 4, Indiana. 


bruant 


GROW BIGGER 





“We’re enjoying a good pickup 
in the heating business and a 
general increase in the sales of all 
types of gas appliances,” Steele 
said. 

Steele’s statement was supported 
by a spot poll of members of the 
Gas Appliance Manufacturers As- 
seciation and the Manufacturers 
Section of the Pacific Coast Gas 
Association, who, in several cases, 
reported heavy shipments of new 
appliances to Pacific Northwest 
dealers. 

Steele reported that appliances 
being sold in the northwest in 
anticipation of deliveries of natural 
gas were spread evenly among 
eastern and California manufac- 
turers. 

“In one seven-weeks’ campaign 
recently completed throughout our 
distribution system, we sold be- 
tween 900 and 1,000 new heating 
units,” Steele said. The campaign 
was supported by an extensive ad- 
vertising program in which dealers 
participated. Portland Gas & Coke 
Co., largest customer of Pacific 
Northwest Pipeline Corp., builder 
of the pipeline, serves an area 
bounded on the north by Vancouver, 
Wash., and Corvallis, Ore., on the 
south. 

“The arrival of natural gas,” 
said Harold Massey, managing 
director of Gas Appliance Manu- 
facturers Association, “attracts the 
attention of homemakers of the 
community. It sets them to think- 
ing about home improvement and 
home automation. A favorable sell- 
ing climate has been established in 
the Pacific Northwest.” 

Portland Gas & Coke Co. expects 
consumption of gas in its distri- 
bution area to grow four-fold in the 
next four years to approximately 
20,000,000,000 cu ft a year. 


Bryant begins construction 
on 100,000 sq ft warehouse 


Construction has begun on a 
100,000 sq ft warehouse for Bryant, 
according to Ronald N. Campbell. 
Bryant’s general manager. The 
giant structure, which covers about 
2\4 acres, is expected to cost about 
$700,000. It will be located imme- 
diately north of the company’s 
manufacturing plant at 1100 West 
21st St. in Indianapolis. 

Bryant has its home plant in 
Indianapolis. Other plants are lo- 
cated at Tyler, Texas, and New 
Lexington, Ohio. 

The warehouse will incorporate 
the latest design features for brick 
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“Ll like to work with Reznor duct furnaces, 


because they let me give my customers 


exactly what they want and need” 


“There’s no getting around it; selling anything is a lot easier when the 
product is exactly right. That’s why I like Reznor duct furnaces. With one 
of the Reznor duct furnaces as a starting point, I can offer each one of 
my customers the heating or heating-cooling system which is exactly 
right for his building and his needs. 

“There are duct furnaces in the Reznor line for system capacities 
from 50,000 to several million BTU. All are simply compact, efficient 
gas-fired heat exchangers with a full complement of combustion controls. 
I can take any one of them and add whatever I feel is necessary in 
the way of equipment for air moving, cooling, filtering, and humidifying. 
My hands aren’t tied because some manufacturer has put together a 
complete package which can’t be exactly right for any job because 
it has to be good enough for many different jobs. 

“Satisfied customers are my best salesmen. So whenever I complete 
an installation designed around a Reznor duct furnace, it’s just like 
adding a star salesman to the payroll. I know it will win friends for 
me, because the Reznor duct furnace gave me the freedom to tailor the 
system to exact job requirements.” 


it's the same story wherever you go. Reznor duct furnaces 
are winning friends among contractors and their cus- 
tomers because they pave the way for truly ideal 
heating and heating-cooling installations. For the com- 
plete story, see your nearby Reznor distributor, He's 
listed under ‘‘Heaters-Unit'’ in the yellow pages of your 
telephone directory. 


THE WORLD'S LARGEST-SELLING 


Ae UNE HEA TERS 


REZNOR MANUFACTURING COMPANY 
4 Union Street, Mercer, Po. 
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Every mani % 


Pipe Toot 
"gg? 
TESTED 
individually 
before 

shipment 


Reamer folds in 
snugly out of way 
when not in use 


3 sizes for Ye" to 2” 
tubing with reamer— 
2 other sizes to 4” 


Tubing Cutter 


with reamer that opens and closes like a jack-knife 


With new fold-in reamer to protect your hands and pocket, this 
compact, easy-cutting, tough little tubing cutter gives you much 

the most for your money. It cuts copper, brass, aluminum tubing 
and thin-wall conduit fast, almost no burr . . . and reamer’s handy 

when needed. Heavy-duty wheels for thin-wall and stainless steel. 
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Wo! K-Saver Pipe Tools 
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and steel construction. Designed 
specifically for palletized storage. 
the ceiling will be 19 ft high, ap- 
proximately five ft higher than 
usual. 

The latest Bryant expansion is 
designed to release valuable space 
to manufacturing purposes, Mr. 
Campbell stated. Some 40,000 sq ft 
at the West 21st St. plant will be 
converted from warehouse space. 


National Products and 
Hughes Carburetor merge 


At a meeting between the stock- 
holders of National Products Man- 
ufacturing Inc., Lubbock, Texas, 
and the stockholders of Hughes 
Carburetor Co. Inc., Long Beach, 
Calif., it was voted to merge the 
two corporations as National Prod- 
ucts Manufacturing Inc., with the 
home office in Lubbock, Texas. 
H. H. Wilson, president of the 
Texas group, was elected president 
and chairman of the board of the 
new corporation. 

National Products Manufactur- 
ing Inc. is presently engaged in the 
manufacture and distribution of 
the McClain LPG fuel injector. 


Rockwell opens world's 
largest meter laboratory 


The world’s largest and most 
modern gas meter research and 
development laboratory has _ been 
opened in Dubois, Pa., by Rock- 
well Manufacturing Co., Lloyd A. 
Dixon, Jr., vice president in charge 
of Meter and Valve Division, has 
announced. 

The new laboratory is completely 
air-conditioned and equipped with 
new scientifically engineered light- 
ing. 

“This new department,” Mr. 
Dixon said, “will permit us to run 
wear and endurance tests on dia- 
phragms, complete meter mecha- 
nisms and gears. We can now make 
comparative corrosion tests both on 
the materials already in use in 
meters and proposed future mate- 
rials—such as, synthetics for dia- 
phragms and various types of plas- 
tics for a number of applications. 

“A new salt spray unit will en- 
able us to run salt spray and hu- 
midity tests on different materials 
in order to determine the effects of 
atmosphere and salt spray on vari- 
ous parts used in our meters. 

“Wear tests on all parts—field 
tests, actually—can be made right 

(Continued on page 143) 
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Texaco LP-Gas 


Keen distributors, who have signed 
up, already are finding Texaco 
LP-Gas has immediate acceptance. 

This is not surprising since this 
product bears the famous nation- 
ally known Texaco trade-mark 
and matches the quality of such 





other well-known Texaco prod- 
ucts as Sky Chief gasoline, 
Havoline Motor Oil, Marfak, etc. 

Texaco LP-Gas is produced in 
25 strategically located areas and 
is delivered in a brand new fleet 
of tank cars. 


* 


Distributor Benefits 


Thus, distributors are assured of: 


A product of highest quality. 


Dependable supplies, for Texaco is one of the largest producers of LP-Gas. 


Efficient delivery service. 


4. Sound sales policies that mean worth-while profit. 


A few areas are still open for representation. If you are interested, write for 
details of Texaco’s special deal for distributors. 


You can 








The Texas Company, LPG Sales Division, P. O. Box 2420, Philtower 
Building, Tulsa 2, Oklahoma. Telephone Diamond 3-4101. 
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ij N) ASSOCIATIONS 


West Coast convention 
combines five big events 


Americanism, ten workshop ses- 
sions, LPGA President K. H. Dick- 
son, 50 exhibits and a trip to 
Hawaii combined to spark the West 
Coast LPGA Regional Convention 
and Trade Show at San Francisco’s 





Sheraton-Palace Hotel August 5, 
6 and 7. 

More than 600 dealers, suppliers 
and guests heard LPGA President 
Dickson’s plea for a united promo- 
tional campaign for the entire gas 
industry and his announcement 
that planning meetings in this re- 
gard have already taken place 


Say | P gas 


transfer unit 
gives you a bonus of 
one extra tank car of gas 
from 


every 
20 tanks 


Yes, the Brunner LPG Transfer Unit removes up to 
540 gallons more from every 10,000 gallon tank 

car... or the equivalent of one extra tank car of 
gas from every twenty. No liquid pump can give 

you such savings! The Brunner Unit not only transfers 
all liquid to your storage tank—but also removes 

and liquefies the gas vapors in the tank car. 
WRITE FOR FREE BOOKLET 


Shows you how to set up a highly efficient storage 


transfer system. . 


. describes safety and long 


life features of Brunner LPG Units. 


BRUNNER MANUFACTURING COMPANY, UTICA, N.Y. 
The Brunner Co., Gainesville, Ga. 


In Canada: 
Brunner Corp. (Canada) Ltd., Toronto, Ontario 








BRUNNER LPG UNITS 

are available in 5,7Y2 and 10 H.P. U 
models . . . easy to install and 
service. 





among the LPGA, the American 
Gas Association and the Gas Ap- 
pliance Manufacturer’s Association. 
President Dickson did a graphic 
and outstanding job of explaining 
the LPGA and its workings to the 
first-day luncheon audience. 

George Todt, writer and radio 
commentator, keynoted the conven- 
tion with his speceh on “What Is 
Best for America.” Mr. Todt shared 
the first-day program with Mr 
Dickson and both were introduced 
by Convention Chairman R. J. 
Munzer, Petrolane Gas Service Inc.. 
Long Beach, Calif. 

Americanism and the American 
way of life were again expounded 
on during the second-day’s lunch- 
eon program by Stary Gange and 
Cyril Wright. Mr. Gange, vice- 
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West Coast LPGA Executive Secretary Mel 
Ennis checks the lucky number of Hawaii 
trip prize winner Mrs. W. R. Hopkins, Rural 
Butane Service, Fresno, Calif. 





president of a California olive com- 
pany, kept the audience in hysterics 
with his fast-moving and thought- 
provoking presentation. Mr. Wright, 
a sales consultant, stressed sales- 
manship in the American economy. 

LPGA Executive Vice-President 
Howard D. White shared the sec- 
ond-day luncheon program and con- 
gratulated those in attendance on 
the convention and trade show. 

Workshop sessions, something 
different for the West Coast con- 
vention, took place during the 
morning and afternoon of the first 
day and during the morning of the 
second day. Each session was one- 
half hour in duration with 15 min- 
ute breaks in between. 

“Blue Print for Progress’ led 
off the program with Thompson and 
Holmes Ltd. presenting the new 
and colorful Servel refrigerator. 
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THE WINNER 


Tappan Sizzle 'n simmer burner! 


Mr. R. C. Rutherford, winner of $1,000 check 
in Tappan’s Name-the-Burner Contest 


Now the world’s fastest range burner has a brand 
new name—and Mr. R. C. Rutherford of Oklahoma 
Natural Gas Company has a big new bundle of dollars 
because of it. Your turn’s coming! You’ll be rewarded 
with plenty of profits when your prospects see 
Tappan’s Sizzle ’n Simmer Burner. It’s gas—fastest 
of all! It reaches a new high in efficient use of all types 
of gas. No other burner—-electric or gas—-can match 


Sizzle ’n Simmer Burner’s great speed and flexibility.” 

Boils water faster than any other burner, any other 
fuel! Yet it cuts down instantly to a low keep-warm 
heat that holds mashed potatoes and lima beans warm 
for hours, without scorching. Cleaning’s simple, too. 
And the Sizzle ’n Simmer Burner is guaranteed for 
life! Competition? Forget it! Show and demonstrate 
Sizzle ’n Simmer, a sure seller every time! 


THE TAPPAN STOVE COMPANY mansrietp, ono 
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MODEL D-1600 HP! 


Sel-Pac D-1600 HP1 high pressure regulator with % 


a capacity in excess of 2,500,000 BTU is painted 
red to indicate hich pressure. This high pressure 
regulator has a large diaphragm with a linkage 
mechanism ef 41. tc 1 resulting in a very low 
, lock-up pressure which is not to be found in 
SMALL high pressure regulators. (Send for bulle- 


tin mentioned below). 


MODEL D-1600 H 

This Sel-Pac low pressure regulator, Model 
D-1600 H will exceed 500,000 BTU with an inlet 
pressure of approximately 10 PSI. It features an 
extra large valve seat and is designed internally 
to reduce or prevent field failures due to freeze- 
ups, dirty gas, etc. It is painted black to aid heat 
absorption. One-half inch female pipe inlet con- 
nection permits use of copper or pipe with mini- 
mum joints and fittings. Standardize on this unit 
and use it in conjunction with the high pressure 
Sel-Pac shown above for the most efficient, most 
economical two stage hook-up. 

A comparative test of Sel- Pac regulators 
will definitely prove their superiority to anything 
in the LP-Gas Industry today. Check for capacity, 
low lock-up pressure and easy flow anti-freeze 
characteristics. 

Incorporates large easy to get at gas passage- 
ways and husky wrench pads at inlet and outlet. 
Use both the Sel-Pac D-1600 HP1 and the 
D-1600 H to achieve the best balance in your 
two stage system. 


Send For 
FREE 
Booklet on 
Regulations 
and Piping 


% 


HOOK-UP F 


HERE’S BEST REGULATOR 
MULTIPLE UNITS 


sel- pac 
Low ot Ea Efficient 


All Weather Installation 














TWO STAGE SYSTEM 


When you carry in stock the Sel-Pac D-1600 HP1 high pressure 
regulator with the red body, and Sel-Pac Model D-1600 H low 
pressure regulator with the black body you can handle almost any 
LP-Gas installation that comes along. From single domestic dwel- 
lings to multiple commercial units, these two regulators are the most 
universally adaptable in the industry today. They are designed for 
a set of conditions similar to those shown above wherein the high 
pressure unit, with a capacity of 2,500,000 BTU will handle a very 
large installation. With the D-1600 HP1 regulator the gas outlet 
pressure is reduced to 5-10 PSI and carried through a small line to 
individual Sel-Pac regulators Model D-1600 H. This permits one 
low pressure regulator to serve several outlets and 
give maximum efficiency with minimum piping cost. 

Send for the Sel-Pac catalog giving a complete 
treatise on regulator hook-ups, piping sizes, etc. 
Our Engineering and Sales Departments are at your 
service and will promptly reply to any inquiries 
you may have. 


Selwyn-Pacific Company 


340 West Avenue 26 @ Los Angeles 31, California ¢ CApital 5-1555 
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> THE MODERN 


/ T 
422 


WO STAGE 
SYSTEM 


by GEORGE R. POSTLEWAIT 


President 
SELWYN-PAciIFIC COMPANY 


Single stage regulation which was 
practically all we knew a few years 
back cannot be compared with the 
many advantages of the MODERN twe 
stage system. 

Let’s examine for a moment the high 
pressure side of the two stage system 
because here is the most critical part 
of two stage regulation. As we all 
know there are two principal types of 
high pressure regulators sold for use 
with the two stage system. One type is 
of small diameter and the other is a 
large diameter regulator. The Sel-Pac 
is the large diameter type known as the 
1600 HP1, which we strongly urge all 
LP-Gas men to select in the interest of 
reducing field service calls and increas- 
ing overall economy. 

The LP-Gas dealer today need not 
be satisfied with a small diaphragm 
first stage regulator. A small diameter 
regulator on the high pressure side has 
only a very limited capacity compared 
to a large diameter unit. The small 
diameter regulator has no linkage 
mechanism to insure low lock-up, 
therefore, high lock-ups frequently oc- 
cur causing recondensation or liquefac- 
tion of the gas in the line between the 
high pressure and the low pressure 
regulator under very cold operating 
conditions permitting liquid to hit the 
second stage regulator. 

Recondensation means liquid in the 
line feeding the final stage regulators. 
NO final stage regulator can control 
liquid due to the fact that the volume 
expands approximately 275 times in 
changing to vapor from liquid. 

In the Sel-Pac high pressure regu- 
lator the combination of the large dia- 
phragm and the mechanical advantages 
gained by the linkage mechanism gives 
a lock-up pressure of only a fraction 
of a pound under the actual flow pres- 
sure, thus eliminating costly service 
calls, dissatisfied customers, etc. 

Furthermore, the “straight through 
flow” in the 1 HP as opposed to 
the “90° up hill flow” of small high 
pressure regulators eliminates moisture 
traps and their resulting freeze up 
problems. 

A large diameter linkage regulator 
such as our 1600 HP permits pressure 
settings as low as 5 PSI with lock-ups 
of less than 6 PSI and for loads even 
exceeding 2 million BTU. This means 
that it would require line temperatures 
of 30° below zero before recondensa- 
tion would become a problem whereas 
a small diameter high pressure regula- 
tor which would handle only half this 
volume may have to be set at 10 PSI 
or higher with resulting lock-ups, pos- 
sibly reaching 18 to 20 PSI. This means 
trouble with possible recondensation 
problems in ordinary zero degree wint- 
er weather. 

We will gladly send without charge 
our bulletin and piping diagram on 
two stage regulation. 


SELWYN-PACIFIC COMPANY 
340 West Avenue 26 
Los Angeles 31, California 
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Manchester Welding Co. held a 
“Workshop on Selling LPG Weed 
Burning” next, during which size 
of burners, markets for burners and 
the renting of weed burners were 
discussed by Sales Manager Ben 
Brunner. 

Selwyn-Pacific Co.’s dynamic pres- 
ident, George R. Postlewait, held 
the third workshop of the day, 
“Pipe Sizing and Regulation.” Im- 
portance of using the right size 
pipe for the job was stressed. 

“Cylinder Maintenance” was a 
popular workshop session and was 
lead by Pressed Steel Tank Co. 
Of special interest to dealers in 
attendance was the warning that 
cylinders that have been in a fire 
should be returned to the manu- 
facturer for testing. A “Visual 
Demonstration of Water Heater 
Venting” was conducted by the 
William Wallace Co. using an elab- 
orate set of apparatus representing 
two actual installations. The bene- 
fit of using double vents were illus- 
trated and explained by engineer 
Earl F. Fields. 

Charles Corken, Corken’s Inc., 
packed the workshop room with his 
interesting advice on “Transferring 
L. P. Gas to Industrial Trucks.” 

“The Magic Moment,” presented 
by Day & Night Co., lead off the 
last four workshop sessions. Bas- 
tian-Blessing Co. explained the 
need for and method of proper 
“Two Stage Regulation,” and “Use 
and Maintenance of Metal Loading 
Arms at Bulk Plants” was discussed 
by the Chiksan Co. 

Vic Hamar of Equipco Inc. (who 
is also manager of Gas Heat Inc., 
Portland, Ore.) led a lively discus- 
sion on “Home Heating with Hot 
Water.” Methods of selling and 
installing heating coils were gone 
into and dealers roundly debated 
the pros and cons of iron piping, 
copper tubing and plastic tubing 
for radiant heating. 

Mr. and Mrs. W. R. Hopkins, 
Rural Butane Service, Fresno, 
Calif., won the free trip to Hawaii 
which was drawn from tickets de- 
posited in boxes at the various 
trade show exhibits. The drawing 
climaxed the banquet which was 
followed by an ail-star show. 


National Council announces 
new membership drive 


“Because competition is getting 
stiffer by the day, the L. P. gas in- 
dustry must present a united front 
to meet the attacks from both 


i it 
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Made by the pioneer manufac- 
turers ... and the largest manu- 
facturers of LP cylinder 
trucks, M/W smooth-rolling hand 
trucks are today helping to 
streamline deliveries for LP gas 
and appliance dealers the coun- 
try over. 


MODEL 7325 (shown) 
Standard Cylinder Truck avail- 
able with 10 x 2:75 tires in two 


types. 
Air Tires $24.25 
18.60 


Semi- pneumatic . 


MODEL 7325-G 
Equipped with 10 x 3:50 General 
tires having separate inner tubes. 
A popular model $27.90 


MODEL 900 — Designed for safe, 


smooth, easy handling of gas 


cylinders up to 30” in diameter 
and weighing up to 1000 Ibs. 
Roller bearing wheels; 12” pnevu- 
matic tires 


SEND FOR FREE CATALOG 


MNeollenbvock é Wilke , Inc. 


204 JEFFERSON STREET @ 346 EAST WALNUT L 
Washington, Missouri ® Philadelphia 44, Pa. 
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‘Reddy Kilowatt’ and the fuel oil 
industry,” stated Harry R. Thomas, 
the National LP-Gas Council’s na- 
tional membership chairman. 

To help present this front the 
Council has announced the forma- 
tion of a new membership com- 
mittee, to increase and broaden par- 
ticipation of all members of the 
industry in the council and its 
activities, bring enough money into 
the treasury to support an intensi- 
fied L. P. gas promotion effort, and 
develop a long-range membership 
program which will continually 
bring in new members. 


Goal of the 1956-57 membership 
drive is to increase the council’s 
annual budget form $400,000 to 
$750,000. 

The committee includes six co- 
chairmen, one for each division of 
the industry represented in the 
council. They are William R. Lund, 
manager of marketing research for 
Warren Petroleum Corp., Tulsa, 
producer chairman; Arthur E. 
Bone, president of Eastern Pro- 
pane Co., Malvern, Pa., eastern mar- 
keter chairman, Talmadge Love- 
lady, general manager of the Pure 
yas Service Co., Worland, Wyo, 


DIGS 400 FEET 


PER 


HOUR — HYDRAULIC DRIVE 


DITCH-A-LINE 
TRENCHER 


Me DIGS 20’ DEEP @ 
- 2” WIDE 
Z Ag a, 7, Psat AK 


CRAWLER TRACKS —HYDRAULICALLY @ 
DRIVEN — REVERSIBLE 


7] SIX HORSEPOWER # 
ENGINE 





Economically Priced 


Now you can dig ditches at the rate 

of 400 feet per hour at extremely low 
cost per foot. The powerful Ditch-A- 
Line has interchangeable digging teeth 
for digging 2” wide. A ditch cleaning 
device speeds and simplifies the job. 


Portable 

Simply drive the Ditch-A-Line up 
planks into the bed of a small pick-up 
or panel truck. The machine, hydrauli- 
cally driven, is completely reversible 
and handles easily...anyone can operate 
it. There is practically no ‘‘wear-out’’ 
to the machine. 


WRITE FOR BULLETIN 3G0 


Mi & W 


IRON WORKS COMPANY 


1928A N. Topeka Ave. 
Topeka, Kansas 





western marketer chairman; Julius 
Klein, president of Calorie Appli- 
ance Corp., Philadelphia, manu- 
facturer chairman; Herman 
Merker, president of Pressed Steel 
Tank Co., Milwaukee, tank and 
cylinder chairman, and Charles 
Corken, president, Corken’s Inc., 
Okiahoma City, equipment chair- 
man. 


Kentucky awards four 
scholarships during meet 


Displaying its “Southern Hospi- 
tality” with convention principals 
dressed in Kentucky colonel and 
Southern belle costumes, the Ken- 
tucky LPGA awarded four scholar- 
ships to members of the Kentucky 
Future Homemakers of America at 
a dinner given in their honor dur- 
ing the four-day, July 22-24, ninth 
annual convention and trade exhibit 
of the Association in Lexington. 

Two of the $200 awards went to 
recent high school graduates, with 
two college students receiving con- 
tinuation scholarships. The recipi- 
ents are Sarah Ward. Paducah, a 
junior at Murray State College: 
Frances Hackworth, Salyersville, a 
junior at Eastern State College; 
Betty Sizemore, East Point, and 
Fay Harper, Elkton. 

A registered attendance of 612 
persons included 194 guests. The 
guests consisted of home _ econ- 
omists, county agents, contractors, 
and the state administrator of the 
Farmers Home Administration. 

Convention chairman E. Jack 
Lee, Ashland Oil & Refining Co.., 
Ashland, and Mrs. Ruth Greene, 
Midwest Bottle Gas, Ft. Thomas, 
entertainment chairman, put strong 
emphasis on Public Relations Day 
for home economists on Monday, 
July 23. 

tepresentatives from the School 
of Home Economics, University of 
Kentucky, Lexington; Eastern State 
College, Richmond; Morehead State 
College, Morehead; and Murray 
State College, Murray; as well as 
the head of the Home Economics 
Department, Berea College, Berea, 
were guests for the entire day’s 
session. 

An invitation was sent to these 
home economists well in advance 
inviting them to be guests at Pub- 
lic Relations Day. The guests were 
allowed seven cents per mile for 
driving to Lexington and necessary 
meals enroute to Lexington were 
provided. If the representative 
came more than 140 miles, he was 
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Gate—No. 422 
Sizes 4” to 3” 


For consistent safety 
in L-P Gas handling... 


standardize on 
CRANE bronze valves 


In bulk plant, piping, on tank truck, or in customer installations—safety 
becomes a greater certainty when you use these Crane Bronze Valves in all 
LP-gas services. 

Available at your local Crane outlet in globe, angle and gate patterns 
from 4” to 3”, and in check design from 4” to 2”, these rugged valves are 
completely approved by Underwriters’ Laboratories, Inc. 

To assure safer, more efficient handling of LP-gases—even under the 
severest service conditions—Crane Bronze Valves are built to stay tight. 
Globes, angles and checks are fitted with a snug, long-wearing, removable 
composition disc, cemented into the disc holder to insure tight seating. 
Crane gate patterns have a fully guided wedge disc that seats with precision 
and minimizes seating surface wear. 

Standardize on Crane Bronze Valves for all your LP-gas handling. You'll 
be safer—and your customers will feel more confident. Ask your Crane 
Representative for complete details or write to address below. 


Angle—No. 131 


Sizes %4” to 3” 


Check—No. 132 
Sizes 4” to 2” 


C RAN E VALVES & FITTINGS 


PIPE © KITCHENS © PLUMBING ¢ HEATING 


Since 1855—Crane Co., General Offices: Chicago 5, Ill. Branches and Wholesalers Serving All Areas 
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given accommodations for Sunday 
and Monday nights at the Phoenix 
hotel, and if he came from more 
than 75 miles he received overnight 
accommodations for Monday night. 
The guests were also invited to 
attend luncheon and dinner in their 
honor, and were taken on guided 
tours of the trade show, an exhibit 
of cooking, heating, water héating, 
and gas equipment. 

Exhibitors as well as members of 
the Association expressed them- 
selves as being well pleased with the 
interest shown by these home econ- 
omists in the uses of L. P. gas. 


Outgoing president Frank W. 
Truitt Sr. announced, following the 
annual session of the board of di- 
rectors’ meeting, successful cul- 
mination of the Association’s effort 
to obtain liability insurance. 

He announced that more reason- 
able rates had been effected with 
the signing of a contract with the 
Association’s agent, J. T. Under- 
wood Jr., Frankfort, former State 
Fire Marshal of Kentucky under 
Kentucky’s Department of Insur- 
ance. Mr. Underwood had presented 
a Group Liability plan to be under- 


written by the Preferred Insurance 








GROUND JOINT 


Unequalled in strength, durability and safety! That’s why more and 


STYLE X-34 


FEMALE COUPLINGS 


more “GJ-Boss” Couplings are being used on hose handling L-P Gas 


. at bulk plants . . 


. on carloading rigs. . 


. and other installations. 


All parts are steel or malleable iron, thoroughly rustproofed. Fur- 


nished with super-strong “Boss” Offset and Interlocking Clamps. 


Ground-joint union between stem and spud forms leakproof, trouble- 


free seal. Sizes 44” to 6”, inclusive. Also available in washer type. 
and with companion “Boss” Male Couplings. Stocked by Manufac- 
turers and Distributors of Industrial Rubber Products. 


1D) D..¢ 0), ee 


GENERAL OFFICES & FACTORY-—PHILADELPHIA 22, PA. BRANCHES—CHICAGO 
BIRMINGHAM + LOS ANGELES + HOUSTON + DIXON VALVE & COUPLING CO., LTD., TORONTO 


ATE COMPANIES— BUCK IRON COMPANY. IN QUARRY 


VILLE. PA + PRECISION DRAWN STEEL COMPANY 


CAMDEN, NJ 





Frank W. Truitt, Sr. 


Co. of North American which would 
make available to L. P. gas opera- 
tors who are members of the Ken- 
tucky LPGA all types of liability 
insurance at 12% per cent below 
present manual rates. 

While the drive to obtain insur- 
ance and to obtain it at more rea- 
sonable rates has been one of the 
projects of the Association since its 
inception, it was made a particu- 
larly strong part of Frank W. 
Truitt’s program during his two- 
year term of office as president of 
the Association and it was with his 
backing that R. B. Greene, Ft. 
Thomas, 1955 (now deceased) and 
William Johnson, Franklin, 1956, 
as insurance chairmen doubled their 
efforts to bring this program to its 
conclusion. 

Miss Lone Lankelma, director of 
the home economics department, 
Geo. D. Roper Corp., Rockford, IIl., 
addressed the convention on “Pa- 
rading The New Way to Cook” 
while Miss Lucille Range, director 
of homemaker service, National 
LP-Gas Council, Chicago, told about 
“Operation Home Improvement and 
L. P. Gas.” Prof. E. M. Emmert, 
College of Agriculture, University 
of Kentucky, Lexington, spoke on 
“L. P. gas in Plastic Greenhouses” 
and Karl F. Deck, service sales 
manager, Zenith Carburetor Di- 
vision, Bendix Aviation Corp., De- 
troit, reported on ‘Motor Fuel Con- 
versions.” 

W. F. DeVoe; assistant sales 
manager, Phillips Petroleum Co., 
Bartlesville, Okla., told ‘“What’s 
New and What’s Coming in L. P. 
Gas”; Clifford E. Hall, manager, 
Utility Operations department, 
Coleman Co., brought the conven- 
tion up to date on “Gas-Fired Air 
Conditioning”; Miss Susan A. 
Mack, director Home Service, Bos- 
ton Consolidated Gas Co., Boston, 
chose ‘‘What’s New For You” as 
her subject and Cecil M. Dunn, 
president Magic Chef Inc., asked 
the group to “Consider The Con- 
sumer.” 

Elmer B. Roll, Rolane Gas Co., 
Hazard, will officially take the office 
of president on October 1. Curtis 
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You can beat your 
Electric Competition 
will ypgratletl 


RUUD LP-Gas Water Heaters 


High-speed, upgraded, Ruud Laundry-Rated* water 
heaters assure your customers of more hot water 
... at the right temperature . . . for every hot water 
demand— including the continuous load-after-load 
operation of an automatic washer. 


HERE’S YOUR PLUS-PROFIT MARKET! 


The automatic washer is rapidly becoming standard 
equipment in the American home. Right now, 10 
million are in use. By 1960, a predicted 25 million 
or more will be in use. A terrific percentage of that 
laundry hot water load belongs to the LP-Gas In- 


RUUD RESIDENTIAL WATER HEATERS 


ALCOA ALLOY 


ENAMELINE ENAMELINE ALCOA® ALCOA ALLOY 
SUPERSPEED 


PACEMAKER HISPEED ALLOY LAUNDRY- 
HISPEED MASTER 


*Trademark ®Aluminum Co. of America 


MAIL THIS COUPON TODAY p 


RUUD GAS WATER HEATERS 


Kalamazoo 24, Michigan ® Toronto 14, Ontario 
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dustry. Make it yours by installing dependable, up- 
graded, Ruud water heaters. 


Protect Your Installations 


Once your customers enjoy the fast, modern hot 
water service that they can get from LP-Gas and 
Ruud water heaters, they’ll turn the “deaf ear” 
to your slow competitive fuel. Nail down your 
LPG-load with the Ruud Full-Coverage Line! 

RELY ON RUUD ... . the complete upgraded 
line. Available in all price ranges: for all hot water 
demands and all water conditions. 


RUUD COMMERCIAL WATER HEATERS 


SANIMASTER  MULTI-FIN MULTI-COIL ALCOA ALLOY 


STORAGE SYSTEM 


RUUD MANUFACTURING COMPANY 
2025 Factory Street, Kalamazoo 24, Michigan—B-5 


| Send me further information on the new ‘‘Ruud-has-everything”’ 
line. 


Have a Ruud representative show me the new Ruud Full-Coverage 
Portfolio. 


NAME POSITION 
BUSINESS NAME 


BUSINESS ADDRESS 





Wayne Doran, Kengas Inc., Owens- 
boro, is the new vice president; 
Mrs. Ruth Greene, Midwest Bottle 
Gas, Ft. Thomas, 2nd vice presi- 
dent; Charles Nead, Nead & Holli- 
day, Burnside, treasurer; and 
Frances Holliday, Cumberland Nat- 
ural Gas, Burnside, continues as 
executive secretary. 


Charleston Harbor cruise 
highlights SC convention 


A cruise of Charleston Harbor 
with cocktails aboard the yacht and 
returning to the Ft. Sumter hotel, 


convention headquarters, for a 
buffet supper and dancing, was the 
highlight of the South Carolina 
LPGA convention, July 20, 21, for 
the 115 persons in attendance. 

The South Carolina group has, as 
its principal project, work with the 
Junior Homemakers Association, 
the New Homemakers Association, 
and home economics teachers. The 
Association furnishes two scholar- 
ships to these groups each year 
along with gifts and prizes at their 
conventions. 

“In our small way, we have done 
much to insure the placement of a 


WITHAQACVIKING LP-GAS FUELING 


Viking LP-Gas fueling units in 10, 
20 and 30 G.P.M. sizes are an- 
swering the needs for fast fuel- 
ing in many industries: Airport 
tugs (shown above) * Tractors 


* Busses * Taxis * Fork Lift 
Trucks, etc 

These Viking units feature me- 
chanical O-ring gaskets, 


safety bypass valves, vapor pres- 


seals, 


Cedar Falls, lowa, U.S.A. 


sure safety relief valves, and 
require no lubrication of any 


kind. 


Pumps are all direct connected 
to 1750 R.P.M. power units, 
either electric mo- 
tor or engine. 
For complete in- 
formation, ask for 
catalog Section 
Hb today. 
For your safety — 


All pumps carry this 
Underwriters marker. 


In Canada, it's "“ROTO-KING"” pumps 


See our Catalog in Sweets 





gas range in all economics class 
rooms in the state to outshine the 
electric competitor,” said Thomas 
E. Thornhill, Seaboard Gas Co., 
Charleston. 

Ray Ingleright, Beaufort, pre- 
sented silver plaques to all past 
presidents. 

Officers of the Association are 
William A. Gardner, Ninety-Six, 
president; Patrick B. Harris, 
Anderson, vice president, and 
Charles I. Queen. Barnwell, secre- 
tary treasurer. 


Alabama adopts promotion, 
cost and school programs 


Adoption of a coordinated adver- 
tising program, a uniform cost ac- 
counting system and a high school 
gas range program topped the ac- 
tivities of the Alabama LPGA con- 
vention, held August 5, 6 and 7 at 
the Dinkler-Tutwiler Hotel, Bir- 
mingham. 

“Old Stove Roundup” is the theme 
adopted for the coordinated gas ad- 
vertising and sales promotion pro- 
gram that began in August and 
will continue through October 
During this campaign, the associa- 
tion urges that one-half of all ad- 
vertising should promote the better 
features of gas as a primary reason 
for buying a gas range. 

The other half of the advertising 
will feature the particular merits 
of the range itself. 

“The gas theme during this cam- 
paign is designed to take the offen- 
sive and to more than adequately 
answer competitive claims on fast 
and economical cooking,” according 
to the Alabama LPGA. Point-of- 
purchase displays, ads in news- 
papers, on radio and television, and 
store sales meetings will all stress 
the gas theme. 

Standard forms and systems for 
all Alabama dealers will soon be 





Discussing industry problems at the recent 
L. P. gas Manager's Conference in Ander- 
son, Ind., August I, are (left to right) Cy 
Claflin, president, Indiana LPGA; Harold 
TenBrook, chairman of the legislative com- 
mittee for the Indiana LPGA; and G. G. 
Reynolds, director, Indiana LPGA. 
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Let the United Fleet serve 
you throughout a worry-free year 


PROVED ability to deliver, on-time, every 
time... isn’t that what you want from a supplier? 


Well . . . that’s our reputation. 
We've spent ten years building it. 


We are proud of this reputation for ONE reason: 
it is a measure of how well we've done at 
keeping customers happy. 


Want to be kept happy this winter? Get on the U N ia y E; D 


receiving end of a United fuel contract! 


forojehecclois 
We Promise: you'll be astounded at the 


extent and reliability of United service! 


UNITED PETROLEUM GAS COMPANY 


4820 EXCELSIOR BLVD. @© MINNEAPOLIS 16, MINN. 


Sales Representatives: 


R. J. BELL ROBERT E. HAUGEN S. R. NAVICKAS G. L. STEPHENS 
1628 Thompson Ave 901'/2 So. Leland | West St. Albans Rd 313 McBirney Bidg. 
Lo Crosse, Wis. Des Moines, lowa Minneapolis 16, Minn 8 E. Third St., Tulsa, Okla 


ROBERT E. BOLKCOM HERB C. KOCH W. A. STANGE F. S. VICTOR 
805 So, Lincoin 202 Leggett Bidg. RFD No. 2, Box 337 4820 Excelsior Bivd. 
Aberdeen, S. D. Midland, Texas Aurora, fi! Minneapolis 146, Minn 
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ready so they can take part in the 
uniform cost accounting program. 
End result of the program will be 
to determine the delivery cost of 
LPG per gallon. The system is de- 
signed to be simple, with a per- 
centage breakdown on all expenses 
each month. Forms will only have 
to be filled out once each month and 
the dealer will be able to tell for 
himself his own delivery cost. 

In connection with the high 
school gas range program, letters 
will be sent to all principals and 


home economics teachers 


in the 


state, inviting them to return a 


TANKS AND 
FI LLS CYLINDERS 


Model 
TC 


e SAVES TIME 
e SAVES LABOR 
e SAVES MONEY 





INQUIRIES INVITED 
FROM DISTRIBUTORS 











Daily, more and more dealers handling Bu- 
tane and Propane verify that the outstand- 
ing performance of the "Superior LPG 
Precision Rotary Pump saves time, labor, and 
money. This specially-designed pump is ca- 
pable of high volume at low pump and en- 
gine speeds, against differential pressures up 
to 300 P.S.I. Tanks and cylinders, therefore, 
can be filled faster and more economically. 


LPG 
PRECISION ROTARY PUMP 


This compact, light-weight pump has a two- 
lobed cam with double pumping cycle for 
each revolution. Within the rotor are 14 
hydrostatically-balanced, pressure-activated 
carbon vanes that provide positive pumping 
action. The vanes are self-adjusting and self- 
lubricating. There is no metal-to-metal con- 
tact and no wear, except on the carbon, 
which can be replaced easily, within a few 
minutes, without removing the pump from 
the truck or its mounting. 

The "Superior LPG Precision Rotary 
Pump is easy to install. The base fits the 
average truck mounting without need for 
piping change. 

Available in 75 and 110 G.P.M. sizes. 
Write for descriptive folder and the name 
of nearest Distributor. 


SUPERIOR INDUSTRIES, INC. 
1007 National Bank of Commerce Bldg. 
NEW ORLEANS 12, LA. 


FASTER 


Talking things over at the Alabama LPGA 
convention are (seated, left to right) Art 
Kreutzer, national LPGA; and George A. 
Smith, outgoing Alabama LPGA president. 
Looking on are (left to right) Leslie Fagan, 
Southeast director; Earl Hanna, president 
of the Mississippi LPGA; and A. L. Cain, 
president of the Georgia LPGA. 





self-addressed card if they are in- 
terested in a gas range for their 
school. Each dealer will work out 
his own individual program with 
interested schools. 

E. R. Hughes, Suburban Gas Co., 
Montgomery, was elected president 
of the association for the year 
1956-57. Vice-president is J. R. 
Vaughan, Vaughan Gas & Appli- 
ance Co., Decatur. Mrs. Margaret 
Krueger, Foley Butane Gas Co., 
Foley, became secretary-treasurer. 

Convention speakers included W. 
F. DeVoe, who spoke on costs of 
operating an L. P. gas business, 
Leroy Thompson, who pointed out 
that “Gas Has Got It,” and Art 
Kruetzer, who spoke on behalf of 
the national LPGA. 


Merrimack Valley group 
to launch ad campaign 


The Merrimack Valley Gas Insti- 
tute, which promotes gas—regard- 
less of type—in the New England 
area, is in the process of selecting 
an advertising agency to handle the 
details of a gas advertising cam- 
paign. The campaign would cover 
the remaining months of 1956 and 
the agency would then develop a 
plan of operation for 1957. 


LPGA chairmen of sections 
and committees announced 


Chairmen of committees and sec- 
tions of the Liquefied Petroleum 
Gas Association for the 1956-57 
term were announced July 16 by 
president K. H. Dickson. 
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REPRINTS 


from BUTANE-PROPANE 


News 


... to help you sell 
to guide your staff— 


These important articles from past issues of 
BUTANE-PROPANE News are available as 
reprints, while they last, at the prices in- 
dicated. Quantity discounts (same reprint) 
10 to 49 copies, 20 % ; 50 copies and up, 30%. al For 


(Check should accompany order) QU hate x 
| MAO 


Agricultural and 


Agricultural flaming is vast — 
new market for LPG (March, ’55) 12 pages 20¢ SERV i( k 
Agricultural flaming (March, ’56) 16 pages 25¢ 


Whirlwind in a feather 
factory (Nov.,’55) 4 pages 10¢ 


Industrial 
Plumbers’ furnaces provide 

hot market (April, 6 pages 15¢ 
LPG helps surface Nebraska ' 
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highway (April, 1 page 10¢ ' Glass-lined 
; or 
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Full report on Chicago’s 1050 een 

propane buses (July, 56) 8 pages 20. 
Douglas industrial trucks 

show quick saving of con- 

version costs (April, ’56) 4 pages 10¢ 
Insurance for industrial 

trucks converted to LPG (June,’56) 2 pages 10¢ 
LPG precools California 

crops (March, ’56) 4 pages 10¢ 
LPG-fueled forklifts keep air 

pure in new Ford plant (Oct., 55) 2 pages 10¢ 





Heating 
Salli (YS at} PY OY 
Selling LPG heating beyond ‘@) loun Wellhne. 
the mains — the story of mmr 
Cookgas (Nov.,’55) 4 pages 10¢ matic Gas Water 


Degree day counter saves Heaters are highest-quality heat- 


the day (June, 56) 2 pages 10¢ ers, known for their dependable, 
We can have schools for less trouble-free performance. Nation- 

money, with gas heat (Dec.,’55) 4 pages 10¢ ally advertised. Fully warranted. A 
wide variety of sizes, models, and 
General prices to meet any sales situation, 
Gas is the safest fuel — 

NFPA fire loss report 

(colored poster) (Jan., 5! 4 pages 20¢ 
Look for new highs in i 

LPG sales in ’56 (Jan., 1 pages 10¢ ~ : 
Is the insurance picture (5 

better? (May,’56) 6 pages 15¢ AUTOMATIC. 6xi4 
Certified installation pro- WATER HEATERS 


motes safety, good will (May, ’56) 6 pages 15¢ 
Made and warranted by one of the country s oldest, mo 
BUTANE-PROPANE News | reliable water heater monufacturers. Conshohocken, Penna. on 

} Chicago, Ill. Approved by the American Gas Ass ation anc 


198 S. Alvarado St. Los Angeles 57, Calif. ppeertee o? Mrs. America" 
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A total of 22 gas men were named 
to key posts by Mr. Dickson who is 
vice president of Uregas Service 
Inc., Moberly, Mo. The chairman 
also become members of the na- 
tional organization’s board of di- 
rectors. Later a slate of committee 
members will be announced. 

The standing committees are the 
major study and planning units of 
the association. The sections repre- 
sent the members’ specialized inter- 
ests in the butane-propane indus- 
try. During a typical year 600 
LPGA members serve on national 
committees. 


New England LPGA meets 
to consider by-law change 


Revision of the by-laws to set 
up 13 regions in New England with 
a director from each geographical 
area will be considered along with 
other by-laws changes when the 

LPGA of New England Inc. meets 
October 4 in Boston. 

The 13 regional directors are 
expected to give the association 
more able representation in the 
conduct of business. Bob Sahagen 
is chairman of the By-Laws 
Revision Committee. 


the heart of your | 
LP-GAS 


handling system 


Ideal for truck, bottle filling or bulk plant installation. 


Heavy duty, anti-friction bearings at both ends of the shaft — 


completely protected from the pumpage. 


Cartridge-type mechanical seals protect bearings and eliminate 


packing gland maintenance. 


Non-metallic sliding vanes - 


“self-adjusting for wear.” 


Easily replaced wearing parts. 


Differential pressures up to 100 psi and hydrostatic pressures 


up to 1250 psi. 


liquid materials handling ® 





BLACKMER 


INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE evan VALVES 


BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN | 


DIVISION SALES OFFICES 


NEW YORK « ATLANTA « CHICAGO « GRAND RAPIDS « DALLAS « WASHINGTON e« SAN FRANCISCO | 


See Yellow pages for your local sales representative 
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CALENDAR 


Coming events 
in the Industry 


Oct. 2-4—LPGA Management School- 
University of Wisconsin, Madison 
Wisc. 


Oct. 14-16—Oklahoma L. P. Gas Asso 
ciation Meeting—Skirvin Hotel, Oklo 
homa City, Okla. 


Oct. 15-1I7—AGA Annual Conventior 
Auditorium, Atlantic City, N. J 


Oct. 18-19—IIlinois LPGA Conventior 
St. Nicholas Hotel, Springfield 


Oct. 22—Mississippi LPGA Fall Conver 
tion—Edwards Hotel, Jackson, Mich 


Oct. 25-26—North Dakota LPGA al 
Meeting—Eagles Club, Bismarck 


OCT. 22-26—44th National Safety Con 
gress and Exposition, Conrad Hilton 
Congress, Morrison, and La Salle 
Hotels, Chicago. 


Oct. 29-30—Minnesota L. P. Gas Asso 
ciation Fall Convention—Leamington 
Hotel, Minneapolis. 


Dec. 4—Wisconsin LPGA Winter Meet 
ing—Eastside Businessmen’s Club, Mad 
sn, Wise 


1957 


March 10-12 —Indiana LPGA Trade 
Show and Convention — Claypoo 
Hotel, Indianapolis, Ind 


April 24-26—Natural Gasoline Associa 
tion of America 36th Annual Conver 
tion Rice Hotel, Houston, Texas 


All associations are invited to send in 
dates of their forthcoming meetings for 
this calendar. 





Is your number up? 

There is no such thing as part 
time safety. One minute of care- 
lessness in 24 hours can cause the 
loss of the other 23 hours and 59 
minutes, plus days, weeks, months 
and years, and may even cost your 
life. 

Don’t take one chance. That par 
ticular one may have your name 
on it. 





BUTANE-PROPANE News 





a new concept in styling and 
performance sets pace in 
gas-fired unit heating 





...to be sure! 


Here at last is a gas unit heater so 
strikingly beautiful it can be installed 
with pride in the finest commercial, in- 
stitutional and industrial buildings. 
Truly distinctive lines and attractive 
soft green finish are accented by spar- 
kling medallion, grilles and panel of 
polished chrome. Yes, the new Modines 
are in a class by themselves thanks 
to the skill of famous designer Jean 
Otis Reinecke. 

And the new Modines are as great 
as they look . . . in performance, econ- 
omy and safe, trouble-free operation. 
Check these unmatched benefits: 

New performance — Improved stainless 
steel burners and choice of stainless or 
aluminized steel heat exchangers, with 
combustion air inlets located directly be- 
low, increase heating efficiency, minimize 
corrosion. 

Quieter operation — Lower speed motors, 
new fan design and resilient motor mount- 
ing assure quieter operation at full-capac- 
ity heat delivery . . . provide ample heat 
throw to all areas without hot blasts. 
Lighter weight — Actual comparisons 
show the new Modines to be up to 50% 
lighter than other makes. They are easier 
to install, cost less to ship and handle. 
Wider range of sizes — The new Modines 
are available in eight sizes now, ranging 
from 25,000 to 310,000 Btu. There’s a size 
for every application of natural, manu- 
factured, mixed, LP and LP-air gases. 


For full particulars, see your nearest 
wholesaler or the Modine representa- 
tive listed in your phone book. Whole- 
saler franchises still open in some areas. 


BIG SIZES, SMALL PACKAGES 
This 25,000-Btu Modine gas 
unit heater weighs only 35 Ibs. 
New Modines are ideal for fac- 


But there’s more to 


the new Modine 





than meets the eye 





IMPROVED COMBUSTION 


Hooded combustion air inlets di- 
rectly below each tube assure 
higher burning efficiency, mini- 
mize flame disturbance 





SAFETY MEASURE 
Sturdy guard protects against 
hazards of exposed fan and 
provides resilient suspension for 


SELF-CLEANING PORTS 


Knife-sharp stainless steel ports 
have four times the free area of 
drilled ports. Keen edges resist 
lodging of dirt and scale, main- 
tain uniform flame. 


FASTER, MORE UNIFORM HEAT 


Continuous, uniform flame from 
front to rear of individually and 
directly-fired tubes boosts radi- 
ant heat absorption and uniform 
heat distribution. 


motor and fan assembly, further 


tories, offices, laboratories, : ‘ : t 
reducing vibration noises. 


washrooms, garages, service 
stations, stores. 





CLIP THIS COUPON AND MAIL TODAY 
MODINE MFG. CO. 
1500 DeKoven Ave., Racine, Wis. 
Please send me immediately a free copy 
of new bulletin, “The Magnificent Modine 
Gas-Fired Unit Heater." 
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Dealers can prepay excise tax 

Small businessmen can now take advantage of a 
new Internal Revenue Service policy permitting them 
to prepay federal retail excise taxes and thus cut 
down on paperwork and recordkeeping. 

The new policy permits businessmen to compute 
and prepay the tax at the time they buy merchandise, 
instead of waiting until it is sold. The tax is figured 
on the resale price when it is purchased, but refunds 
for price cuts can be taken on future prepayments. 
Details of the plan are available from all District 
Directors of Internal Revenue. 


Home improvement loan limits raised 

Federal Housing Administration is now approving 
FHA home improvement loans (Title I) up to $3,500 
and for as long as five years under legislation ap- 
proved by Congress this year and signed recently by 
President Eisenhower. (See “Financing the cus- 
tomer” in July issue of BPN.) 

The increased limits on home improvements, raised 
from previous maximums of $2,500 for three years, 
are expected to help boost the home fix-up business 
this year, thus bolstering the market for new ranges 
and other appliances, and conversion to L. P. gas. 

The three-year repayment limit still holds for loans 
of $600 or less. 

The loans are made by private lenders, but are 
insured by the government at low interest rates. 
Federal Housing Administration also is studying, at 
the request of the Senate Banking committee, the 
possibility of making some types of built-in appli- 
ances, such as refrigerators, wall ovens, and air con- 
ditioning units, eligible for Title I loans. 


New action expected on merging, pricing 


Proponents of the pre-merger notification bill, 
which missed congressional passage this year by a 
whisker, and proponents of a measure to repeal the 
“good faith’ defense to some price discrimination 
charges, plan to press for passage of both again next 
year. 

The pre-merger bill passed the House this year 
and would probably have passed the Senate if there 
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had been a little more time. Because uncompleted 
bills are not carried over from one Congress (which 
lasts two years) to another, the measure must be 
reintroduced again next year and start from scratch. 

Opponents of the pre-merger bill argue that it 
would transfer control over virtually all corporate 
mergers from businessmen to the government. The 
bill would require firms planning to merge to give 
the government advance notice if they have com- 
bined assets of over $10 million and the government 
could then block the merger while it investigated the 
merger’s impact on competition. 

The “good faith” bill (S. 11 this year) was opposed 
by L. P. gas suppliers, among others. The measure 
would have repealed the Supreme Court’s decision in 
the so-called Detroit Case which now permits a manu- 
facturer or jobber to cut prices in some areas without 
cutting them in others if it is done “in good faith to 
meet competition.” 


New rulings on appliance excise tax 


The Internal Revenue Service has issued new 
rulings regarding imposition of manufacturer excise 
taxes on two types of gas-fired appliances. 

In the case of a combination washer-dryer, de- 
signed for use in a household, IRS says that the 
manufacturer’s excise tax applies to that part of the 
total cost which is attributable to the dryer portion 
of the appliance. The Service recognizes that in the 
appliance, there are parts performing washing func- 
tions, other parts performing drying functions, and 
some parts serving a dual function. 

So, the tax collectors say, the tax is to be com- 
puted by applying to the lowest established whole- 
sale price for the washer-dryer combination the ratio 
which the cost of the dryer parts bear to the cost of 
the combination, eliminating the cost of the dual- 
purpose parts. 

In a simpler ruling, the Service says that the 
excise taxes on appliances apply only to household 
articles, and thus a gas heater designed to furnish 
both heat and hot water for farm milk houses is not 
subject to the tax. 


Neil Regeimbal, Correspondent 
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A regular 
at RUGGERI’'S... 


and wherever the dining room is famous 


Magic Chef 


From the Top-of-the-Mark to Times Square, 
wherever fine quality meals are served in quantity, 
the best chefs count on Magic Chef. Originator of 


Magic Chef offers porcelain-enameled burnerbox 
linings and oven linings, plus non-clog burners, 
simmer-set valves and many other famous features 


the oven heat control and most of the important 
refinements in commercial gas ranges in the last 
20 years, Magic Chef offers unequalled performance. 


for profitable, top quality meal preparation. Count 
on Magic Chef to simplify your operation from 
cooking to clean-up. Ask your food service dealer 
or write... Magic Chef, Inc., Commercial Division, 
3201 Harvard Ave., Cleveland 5, Ohio. 


‘Flow line’ assembly streamlines output. Formed 
steel construction is stronger, longer-lasting. Only 


7 
New Magic Chef installation 
at Ruggeri’s, St. Louis, selected 
by HOLIDAY Magazine as 
one of America’s ‘Dining 
Places of Distinction.”’ 


New and Needed! 
MAGIC CHEF 
Fryer Service Cabinet 


Exclusive Fryer Service 
Cabinet saves time when 
time counts most. Stores 
prepared raw foods 
right next to your fryer 
and fry top range—ready 
for rush-hour frying. 
Provides convenient, 
Stainless steel work-top 
area. Fits flush with 


range battery. ako} am dal-Maalolel-la-4¢- MiP 4-m 4h colal-ta) 


Yel -rel pavan dali, t- Ce] (om Ola) am Or- tim ea lal— 
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Built-in range top 

Caloric Appliance Corp. has an- 
nounced production of a new high- 
speed built-in range top coded 
Model BR-2. A drop-in unit with 
two burners, it will fit any known 
kitchen cabinet base. 

The BR-2 offers complete flexi- 
bility in top burner arrangement. 
Two, three or more units may be 
installed to provide 4-burner, 6- 
burner or even greater cooking 
capacity. 

It is available in either satin 
chrome finish or in fresh porcelain 
enamel colors, matched to Caloric’s 
built-in oven-broiler colors. These 
colors are pastel green, pastel yel- 
low, pastel blue, pink, black, white 
and coppertone. 

The Caloric 2-burner unit is 
available with one burner thermo- 
statically controlled. 

Other features include an at- 
tractive back riser, as well as 
poreclain enamel drip trays, all 
giant extra-capacity 12,000 Btu top 
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burners, 
speed-set burners, removable burn- 


smartly styled grates, 
er bowls and other easy-to-clean 
features. 

Caloric Appliance Corp. 


Circle 1 on Readers’ Service Card 


Space heater 


Three new compact gas space 
heaters, just introduced by Magic 
Chef Inc., show the trend toward 
modern styling. 

Resembling small television sets, 
the new heaters are designed to 
take the chill from one or two 
rooms. Each is a vented console 
heater with a new cool wall safety 
cabinet design. All are finished in 
a lustrous mahogany with a gold 
sheen grill. 

The heaters can be installed in 
homes with existing central heat- 
ing systems, apartments, or vaca- 


tion cottages. They are advantage- 
ous for those rooms where heating 
is a problem or where rooms are 
added to a home without connection 
to the central heating system; also 
for vacation cottages to warm the 
rooms on cool summer nights. 

Capacities are as follows: Model 
No. BA-3003, 30,000 Btu input; 
Model No. BA-2003, 20,000 Btu in- 
put; and Model No. BA-1503, 15,000 
Btu input. 

The two smaller heaters require 
a 3-in. flue vent while the largest 
one requires 4-in. 
Magic Chef Inc. 


Cirele 2 on Readers’ Service Card 


Truck body 

Production of an all-steel cargo 
enclosure for its 1%, 34, 1, and 1% 
ton service bodies has been an- 
nounced by the McCabe-Powers 
Auto Body Co. 

The new unit, designated the 
“Canopy Top,” is designed for in- 
stallation on the company’s “Ser- 
vice - Master” all-purpose service 
body. It is 24 in. high, providing a 
53 in. floor-to-roof height when 
bolted to compartment tops on each 
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side of the body. Strap-hinged 
double rear doors are equipped with 
a 2-point rod lock which is oper- 
ated by a keyed, automotive-type 
handle. A 10 x 15 in. window is 
installed in each door and in the 
head panel. Two full-length shelves 
are furnished on each side. 

The Canopy Top is offered as an 
option in the company’s line of 
Service-Master bodies, and is avail- 
able for installation on bodies now 
in use. It can be installed by the 
user, by the company, or by dis- 
tributors. 

McCabe-Powers Auto Body Co. 


Circle 3 on Readers’ Service Card 





Table top water heater 


White Products Corp. announces 
the addition of a 30-gal. table top 
gas water heater to its line. The 
new White water heater is avail- 
able in both glass-lined and gal- 
vanized units. 

This water heater provides a 30,- 
000 Btu input with a recovery of 
25.2 gal. in the high input series, 
with a 5000 Btu input with a re- 
covery of 4.2 gal. in the low input 
water heater. It is available for all 
types of gas. 

White Products Corp. 


Circle 4 on Readers’ Service Card 


Mobile radio unit 

A new mobile radio system which 
delivers 100 watts minimum output 
and offers a combination of fea- 
tures never before available in a 
2-way mobile communications unit 


is claimed by Allen B. Du Mont 
Laboratories Inc. 

Designated the Du Mont MCA- 
105-B Mobile Radio System, it 
guarantees 100 watts minimum 
output across its entire frequency 
band—25 mc to 54 me. 

In addition to its “true” high 
power, the unit offers deviation 
compensated “squelch,” allowing all 
tuning adjustments from the top 
of the chassis, and a simple “flick- 
of-the-switch” selector for 1-to-4 
channel tuning. 

The system includes a transmit- 
ter, receiver, power supply, and all 
relays within a_ single compact 
housing, and a control head and 
microphone, speaker, antenna, pow- 
er fuse assembly, and all necessary 
cables. The palm microphone, offers 
superior audio response and higher 
output, in addition to a front hang- 
up button to permit ease of han- 
dling and to eliminate “juggling.” 
Allen B. Du Mont Laboratories Inc. 

Circle 5 on Readers’ Service Card 


Water heaters 


The Coleman Co. Inc., announces 
a new “standard” line of economy 
priced gas-fired water heaters. In 
addition, the company has re-styled 
and improved its line of ‘Master 
Vit-Rock” water heaters. 

The new Coleman standard heat- 
ers are available in 20-, 30- and 40- 
gal. sizes and in both galvanized 
and corrosion-proof Vit-Rock lined 
tanks. 

The Master Vit-Rock water heater 
line has a newly engineered, raised, 
drilled-port burner for greater 
efficiency with all types of gases. 
This burner provides an increased 
recovery rate that means more gal- 
lons of hot water per hour. Controls 
are compactly grouped to facilitate 
installation of the heater in an 
alcove or closet. 


Other features are the corrosion 
proof dual liner of vitreous enamel 
and stone, deep inlet tube, spiral 
flue baffle, one-in. glass fiber insula- 
tion, automatic thermostat, offset 
heat exchanger and a 100% safety 
pilot which automatically shuts off 
gas to both the burner and pilot in 
case of fuel or pilot failure. 

The Coleman Co. Ine. 


Circle 6 on Readers’ Service Card 


Heat exchanger 


The patented cast iron heat ex- 
changer in Herbster gas furnaces 
is now guaranteed for the pur- 
chaser’s lifetime against failure 
or burnout, according to the com- 
pany. 

The unit is a 1-piece, lightweight, 
iron casting. The cast iron con- 
sists of a series of six concentric 
venturi ares through which the 
flame and heat from the burner cir- 
culates. This design results in 16 
radiating surfaces which provide 
400 per cent greater radiation area 
and unusual heating economy. 

The design is compact and weighs 
only 130 lb. which enables Herbster 
to completely assemble each furnace 
before shipping. 

Herbster Furnace Co. 


Circle 7 on Readers’ Service Card 


Air cooled conditioner 

New “Air-O-Matic” remote air 
cooled central air conditioners in 
2-, 3- and 5-ton models have been 
announced by the Williams Di- 
vision of Eureka Williams Corp. 

The horizontal duct unit, com- 
plete with its own blowers and fil- 
ters, can be installed in any forced 
air system. A simple by-pass duct 
and damper makes two completely 


For further information on these products use Readers’ Service Cards on pages 113, 114 
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separate systems, one for heating 
and one for cooling. 

The Air-O-Matic remote air- 
cooled compressor condenser can be 
quickly installed on any non-sink- 
ing base. 

Eureka Williams Corp. 


Circle 8 on Readers’ Service Card 


Mi 


Tube piercing valve 


Madden Brass Products Co. has 
announced a tube piercing valve for 
larger size tubing with the intro- 
duction of its new model HP-68. 
The HP-68 pierces °4, 7-16 and % 
in. OD tube. 

This new valve, designed for 
heavy duty, features a 1-piece brass 
body made from extruded bar, and 
a recessed sealing gasket that can’t 
slip or fall out. It automatically 
centers the tube for perfect pierc- 
ing and sealing. 

There is no need to disconnect or 
shut off supply, as the HP-68 can 
be quickly and easily installed on 
lines under pressure without the 
use of special tools. 

Madden Brass Products Co. 


Circle 9 on Readers’ Service Card 


Gravity furnaces 


Temco Inc. is currently produc- 
ing gravity furnaces in three sizes, 
70,000, 100,000 and 130,000 Btu in- 
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put capacity. The gravity series 
completes Temco’s line of warm air 
furnaces, which also includes lo- 
boys, hi-boys, horizontals, and coun- 
ter-flow furnaces. 

The new gravity furnaces are 
specifically designed for basement 
installation in homes that require 
relatively short runs, such as com- 
pact 2-story homes. It can utilize 
the present duct system. 

This furnace features a_ high- 
temperature porcelain enamel heat 
exchanger which the company has 
designated as “Ceramic-Clad.” It 
will never rust nor burn out, accord- 
ing to the company. 

Temco Inc. 
Circle 10 on Readers’ Service Card 


New regulator 

A new regulator which will with- 
stand momentary overloads as high 
as 1000 psi on the outlet side has 
been introduced by Rockwell Manu- 
facturing Co. 

Designed primarily to provide 
extra safety for rural gas services 
particularly where the gas is piped 
directly to rural homes from high- 
pressure pipelines, the new “141” 
regulator offers high capacity. 

With a maximum recommended 
outlet pressure of 400 psi, the “141” 
operates with a wide margin of 
safety. It also offers additional 
versatility. Four interchangeable 
orifices and five interchangeable 
springs enable the regulator to 
operate on pressures ranging from 
3 psi to 400 psi. 

Rockwell Manufacturing Co. 
Circle 11 on Readers’ Service Card 


LPG dispensers approval 


All Texoil butane-propane dis- 
pensers now carry the Underwrit- 
ers Laboratories Inc. label it is an- 
nounced by the company. It is also 


stated that Texoil dispensers meet 
all existing weights and measures 
regulations, as well as the proposed 
regulations set up in the tentative 
code adopted at the recent national 
conference of weights and measures 
officials. 

These dispensers have undergone 
six years of field testing. 
Texoil Equipment Inc. 


Circle 12 on Readers’ Service Card 


P. 





Water heater 

“PGCA,” newest and lowest cost 
glasslined domestic water heater to 
be introduced by the Permaglas 
division of the A. O. Smith Corp., 
will have the mass home builder 
market as one of its principal sales 
outlets, according to the company. 

The new automatic, available in 
20, 30 and 40 gal. sizes, operates 
on natural, manufactured or mixed 
gases as well as L.P. gas. With an 
overall height of slightly over 5 ft, 
the PGCA is adaptable to installa- 
tion in tight spaces, closets and 
corners. 
A. O. Smith Corp. 


Circle 13 on Readers’ Service Card 


Cylinder bracket 


Improved design and simple in- 
stallation requirements character- 
ize new cylinder brackets made by 
Unica Steel Products Corp. They 
are manufactured primarily for lift 
trucks, tractors and other indus- 
trial equipment. 

They are of rugged, welded steel 
construction; permit no side sway 
because two hinged bands hold the 
cylinder securely in place; have 
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adjustable trunk type latches for 

ease in changing cylinders, and a 

universal, heavy duty locating pin. 
These brackets are for use on 

20-, 334%- and 438%-lb ICC liquid 

withdrawal cylinders. 

Unica Steel Products Corp. 


Circle 14 on Readers’ Service Card 


Trencher 

The new light weight “Baby 
Ditch-Witch” trenching machine, 
appropriate for cutting narrow 
trenches for L. P. gas fuel lines 
from the tank to the house, is an- 
nounced by The Charles Machine 
Works. 

A 2-in. wide trench can be cut at 
any variable 2-in. depth to 18 in. 
deep by this new Model B which 
can be transported easily in any 
pickup, according to the manufac- 
turer. 

Powered by a 2.5 hp engine, only 
25 to 30 lb manual pressure is re- 
quired on the handle bars for an 
8-in. trench in average soil; a 
trench of 4-8 ft length per minute 
will result. The machine weighs 
150 lb and travels on 2 x 10 in. 
semi-pneumatic tires. 

The Charles Machine Works 


Circle 15 on Readers’ Service Card 


Meter bars 

Eclipse Fuel Engineering Co. 
has announced the availability of 
Eclipse rigid meter bars fitted with 
*Wedgeseal” insulating unions for 


all tin, aluminum, and iron case 
meter installations. Non-insulated 
meter bar sets can be modernized 
with these Wedgeseal unions, which 
are interchangeable with older 
types, and have been especially de- 
signed to stop electrolytic corro- 
sion of mains and service. 

Jumping or shorting of induced 
or stray house currents across the 
union is eliminated by the Wedge- 
seal insulator, which extends over 
the flange and washer face. The 
new “Zytel 105” insulator com- 
bines exceptionally high strength 
with improved insulating qualities. 

Installation costs are reduced be- 
cause the insulator is an integral 
part of the tailpiece and requires 
no assembly. Mating tapers in the 
insulator produce a wedging ac- 
tion which assures a tight fit with- 
out shearing action between the 
tailpiece and the nut. Wedgeseals 
will withstand 350 ft-lb of applied 
torque and will not break in ser- 
vice. 

Maintenance costs are also re- 
duced by the ability of the insula- 
tor to withstand line sag. They are 
climate-proof, unaffected by L. P. 
gas and will not pull out, shear off, 
or crack. 

Every Wedgeseal union is tested 
at 150 lb and is form stable at 400° 
F, suitable for continuous opera- 
tion at 275° F. These unions are 
available from stock in 34 and 1 in. 
sizes, and other sizes will soon be 
made. 

Eclipse Fuel Engineering Co. 


Cirele 16 on Readers’ Service Card 


Vented circulator 


Armstrong Products Corp. is now 
marketing a small heater that is 
designed in the modern manner to 
fit in with the new present-day fur- 
nishings and color schemes. Also, 


it will dress up and add comfort- 
able heat to older style rooms. 

The body is finished with dura- 
ble, baked-on, tan enamel and the 
front is an expanded metal grille 
that allows rapid distribution of 
heat. 

AGA approved for use with L. P. 
gases, it has 12,000 Btu input. It 
has horizontal and vertical vent 
openings and internal draft di- 
verter. 

Armstrong Products Corp. 
Circle 17 on Readers’ Service Card 


Do-it-yourself marker 


A new, do-it-yourself item for 
immediate identification of indoor 
and outdoor piping is now on the 
market. It provides a permanent 
legend on existing pipe installa- 
tions and is easy to install. 

This do-it-yourself item is a 
permanently shaped, wrap-around, 
snap-on, Vinylite plastic called the 
“Pype Identification Marker.” The 
marker is color-coded to conform to 
the American Standard of pipe 
identification and comes in one or 
two-word descriptions indicating 
the material, gas or air being trans- 
ported in a pipe line. 

The legend is printed on light, 
fast-colored paper, which is com- 
pletely enclosed in plastic that is 
laminated between two sheets of 
Vinylite and formed to completely 
encircle the pipe. The overlapping 
edges are cemented to each other 
and form a cylinder around the 
pipe so that the marker will not fall 
off or be put back on the wrong 
pipe line. 

For hazardous or dangerous ma- 
terials a yellow background with 
black printing is suggested. Fire 
protection on red; safe materials 
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on green backgrounds and so on. 
Various colored printing can also 
be used on the colored backgrounds. 
Wilmington Plastics Co. 

Circle 18 on Readers’ Service Card 


Small hydraulic trencher 


The M & W Iron Works Co. Ine. 
is marketing a new “Ditch-A-Line” 
hydraulic trencher which digs a 2 
x 20 in. deep trench up to 400 ft 
per hour, dependent upon soil type. 
The entire mechanism is mounted 
on crawler tracks driven hydrauli- 
cally. The self-tightening digging 
chain is also hydraulically driven 
and is designed to discharge debris 
without breaking the digging chain. 
The new unit is driven by a 6 hp 
gasoline engine with a reduction 
gear and hydraulic drive. 

Its length is 83 in., height is 42 
in., and width is 27 in.; its ship- 
ping weight is 425 lb. Portability 
of the Ditch-A-Line trencher is a 
big feature with operators since it 
can be driven up a plank ramp to 
the bed of the pick-up truck. 

M & W Iron Works Co. Ine. 


Circle 19 on Readers’ Service Card 





Wall furnaces 

Peerless Manufacturing Corp. 
announces a new line of wall fur- 
naces, approved by the American 
Gas Association under the approval 
requirements covering vented re- 
cessed wall heaters. 
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These are available in 25,000 and 
35,000 Btu input single wall models, 
and also a 50,000 Btu input dual 
model. 

A slotted port cast iron burner is 
featured on all models, and a wide 
selection of controls are available. 
These heaters are approved for use 
with L. P. gas, mixed and manufac- 
tured gases. 

Peerless Manufacturing Co. 
Circle 20 on Readers’ Service Card 





Storage water heaters 


Rheem Manufacturing Co. is now 
making shipments of its new “ap- 
pliance styled” automatic storage 
water heater. 

The gas-fired water heater opens 
new design opportunities in kitchen 
planning because it can be com- 
pletely built in with base and wall 
cabinets, and the bottom panel and 
the accent trim panel at top may 
be changed to match or harmonize 
with kitchen color schemes. 

The bottom panel is opened to 
reach drain valve and controls. 
Rheem Manufacturing Co. 

Circle 21 on Readers’ Service Card 
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Regulator bulletin 

A revised version of Rockwell 
‘1001’ regulators (bulletin No. 
1059) has been issued by Rockwell 
Manufacturing Co. 

New features of the 
booklet include: 

1. Photo-illustrated descriptions 
of Rockwell’s recently introduced 
250 lb type high pressure model of 
the ‘1001’ which offers a maximum 
capacity of 200 psi and outlet pres- 
sure range from 5 to 60 psi. 


12-page 


2. Complete maximum capacity 
tables for all ‘1001’ models along 
with explanation of the tables them- 
selves and the ratings based on 
them. 

Rockwell Manufacturing Co. 

Circle 22 on Readers’ Service Card 


Underground storage data 


A 104 page, two part publication, 
“Underground Storage of Liquid 
Hydrocarbons in the United States” 
has been released by the Interstate 
Oil Compact Commission. 

Part I summarizes the general 
conditions for underground stor- 
age which apply throughout the 
U. S., dealing primarily with the 
geologic and engineering aspects 
of underground storage. 

Part II is a compendium of state 
reports describing storage project: 
now in operation and possibilities 
for other storage facilities in 42 
states. 

Copies may be obtained at a cost 
of $1 per copy. 

Interstate Oil Compact Commission 

Cirele 23 on Readers’ Service Card 


Roper testimonial booklet 

A 12-page, two-color booklet, tell- 
ing what actual users have to say 
about Roper gas ranges equipped 


with the new “Tem-Trol”’ auto- 
matic top burner, has been an- 
nounced by the Geo. D. Roper Corp. 
Material for the booklet was pro- 
vided by answers to questionnaires 
that were sent out to owners of 
Roper Tem-Trol gas ranges. Per- 
sonal interviews were also made. 
The booklet is produced in two 
sizes. There’s an 8% x 11 in. size 
for sales training and display floor 
use, and a 6 x 7% in. size for mail- 
ing and handing out to gas range 
prospects. Both sizes are identical 
in content. 
Geo. D. Roper Corp. 


Cirele 24 on Readers’ Service Card 


Servel engineering booklet 


“The Servel Engineering Story” 
is the name of a booklet recently 
published by Servel Inc., to recite 
the latest developments in that 
company’s gas freezing system and 
the advancements that insure in- 
creased performance without in- 
crease in gas consumption. 

There are photos or drawings 
throughout the book and _ text 





covering results of tests made in 
comparison with models built pre- 
viously. The information is highly 
valuable to dealers selling the 
Servel and enables them to show 
convincing evidence to prospective 
buyers of the outstanding features 
of this gas refrigerator. 

Servel Inc. 


Circle 25 on Readers’ Service Card 


Business protection booklet 


Practical methods of combatting 
embezzlements of money, merchan- 
dise and other materials are de- 
scribed in a 32-page booklet, “Em- 
bezzlement Controls for Business 
Enterprises,” by Lester A. Pratt, 
CPA, national authority on fraud 
prevention. 

The brochure contains a check 
list for determining the adequacy 
of a firm’s embezzlement controls. 
It is available to employers, with- 
out charge. 

Fidelity & Deposit Co. 


Circle 26 on Readers’ Service Card 


Gas heating equipment catalog 


A new, comprehensive catalog, 
GN-56, covering the complete Rez- 
nor line of gas-fired commercial 
and industrial heating equipment 
has been published by the Reznor 
Manufacturing Co. 

Equipment shown in the catalog 
includes suspended gas unit heaters, 
both fan and blower types, in ca- 
pacities from 25,000 to 250,000 
Btu; a new deluxe suspended unit 
heater; the new Reznor ‘“Flexi- 
temp” floor model heater; two 
series of duct furnaces, with capaci- 
ties from 50,000 to several million 
Btu; and the Reznor “PAC,” a hor- 
izontal furnace in sizes from 50,000 
to 125,000 Btu. 

In addition to complete specifi- 
cations, construction details and 
easy-to-read dimension drawings 
and tables, the catalog also includes 
installation ideas. 

Reznor Manufacturing Co. 


Circle 27 on Readers’ Service Card 


Valve bulletin 


Resistance to flow can be greatly 
reduced by proper selection of ex- 
cess flow check valves and careful 
consideration to valve and line re- 
sistance. 

A bulletin entitled “The Safe Ap- 
proach to Proper Selection of Ex- 
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cess Flow Check Valves” explains 
why selection of valves should be 
made according to the closing dif- 
ferential specifically determined to 
protect the lines on which they are 
installed. 

This six-page bulletin, No. LPG- 
3087, illustrated with curves which 
show pressure drop in piping, is 
available upon request. 

The Weatherhead Co. 


Circle 28 on Readers’ Service Card 
= 


Swimming pool bulletin 


Sharp increases since World War 
II in demand for swimming pools, 
both public and _ private, have 
prompted the Permaglas division 
of A. O. Smith Corp. to compile a 
new bulletin called “Hot Water for 
Swimming Pools” which defines the 
needs of motels, hotels, clubs and 
large homes for maintaining ade- 
quately heated pool water. 

The brochure offers data on the 
sizing and installation of water 
heating equipment for pools of vari- 
ous dimensions and capacities. Dia- 
gramatic layouts are included. 

A. O. Smith Corp. 


Circle 29 on Readers’ Service Card 
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AGA water heater service data 


Valuable material required to 
properly service gas water heaters 
in the field is contained in the “Gas 
Appliance Service Water Heater 
Manual” published in 1953 by the 
AGA. The information on the se- 
lection and installation of gas water 
heaters in the manual is of partic- 
ular value to plumbers and other 
retailers of these appliances. 

Because of the limited supply of 
the manuals remaining, the AGA 
has reduced the price on the book- 
lets. Copies of the 248-page service 
manual can now be obtained at the 
following prices: $1.50 each for 
single copies; $1.25 each for 10 to 
99 copies; and $1 each for 100 
copies or more. 

American Gas Association 
Circle 30 on Readers’ Service Card 


Gas vent pamphlet 

“Type B” gas vents, which can 
be used instead of masonry chim- 
neys in homes which are going to 
be heated by gas, are the subject 
of a new pamphlet prepared by a 
group of vent pipe manufacturers 


who are members of the Gas Ap- 
pliance Manufacturers Association. 

The pamphlet was issued to meet 
a rising demand on the part of 
builders for factual information 
about such vents. 

The trend to gas heat in new 
homes has stimulated builder inter- 
est in the Type B vents which are 
specifically engineered for use 
with gas-burning appliances and 
equipment. 

The pamphlet points out that the 
specially designed vents permit 
construction economies and_in- 
creased operating efficiency, and 
that they can be built with less 
clearance from combustible  sur- 
roundings with full approval of the 
National Fire Protection Associa- 
tion and the National Board of 
Fire Underwriters. 

Gas Appliance Manufacturers As- 
sociation. 

Circle 31 on Readers’ Service Card 


Venting guide 


“Safety Systems” gas vent tables, 
a simple, yet comprehensive guide 
to safe, correct gas venting, is an- 
nounced by the Metalbestos Divi- 
sion, William Wallace Co. 

The tables represent a complete 
and scientific method for correctly 
venting gas appliances. Easily-ac- 
cessible charts cover both individ- 
ual and combined-multiple gas vents 
and provides information to assist 
gas vent installers in solving the 
majority of their gas venting prob- 
lems. 

The “Safety System” tables are 
based on the Kinkead equations for 
vent operation. These equations, to 
which the exact heat loss factor was 
added by Stanford Research Insti- 
tute, have been extensively investi- 
gated and verified by its laboratory 
tests. The Kinkead equations have 
been widely recognized in the gas 
venting field and were previously 
published in AGA Research Bulle- 
tin No. 68, “Literature Review and 
Design Studies of Gas Appliance 
Venting Systems.” 

Presented in concise, tabular 
form, the tables are easily read and 
understood. They include the appli- 
ance sizes, heat inputs and vent 
diameters most frequently encoun- 
tered in installations, and are ac- 
companied by simple, illustrated in- 
structions. They apply to any type 
of approved gas appliance that may 
be vented with a Type B gas vent. 
William Wallace Co. 


Circle 32 on Readers’ Service Card 
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FOR MORE INFORMATION 


about New Products in this issue... 


use these time-saving 


READERS’ SERVICE CARDS 


Each New Product or Trade Literature item reviewed in this issue is numbered. To 
get further information about items that interest you, circle the corresponding num- 
bers on the Readers’ Service Card below; then PRINT your name, title, company and 
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These Sinclair Extras 
Mean Good News for You! 


When you feature Sinclair LP-Gas you'll be sure of more new customers, more 
satisfied repeat customers. Headlining Sinclair LP’s benefits are the five famous 
Sinclair extras — INTEGRITY, REPUTATION, QUALITY, PERFORM- 
ANCE and GOOD SERVICE —all working to increase your sales and profits 


while they build and enhance your business reputation. 


Ask for details on Sinclair’s top quality LP-Gas with high heating value — 


moisture and impurities removed. 


eh i i i 
meses Sinclair Oil and Gas Company SINCLAIR 
ee \ A 


Liquefied Petroleum Gas Sales Department 


iyoe Sinclair Oil Building, Tulsa, Oklahoma A Great Name in Oil 
a 
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Need long-term financing? 


: 
; 


FAC. Financing psreitradey 


Weatherhead Co. appoints new 
district manager for LPG, AA 


Solves Your Equipment | “27 


of Hugh D. 
Warren as dis- 
trict sales man- 


| 
U In ide) lem ager is an- 
nounced by Rob- 
ert A. Miller, 
sales manager 
of The Weather- 
head Company’s 
. ‘ " L.P. Gas Equip- 
It installment financing can solve your ment and Anhy- Hugh D. Warren 
equipment buying problem, look to First a Weatherhead Co. 
rision. 
Acceptance Corporation. F.A.C. offers a In addition to having operated 
. : ° ais aas x his own company, Tama Distrib- 
sound, businesslike solution, permitting im- utors, for ion years, where he 


mediate purchase of needed equipment. handled LPG supplies and car- 
buretion equipment, Mr. Warren 


Ask your own equipment supplier for the has gained many friends in the 
‘ southern states through his pre- 
details on F.A.C. term financing. vious association with National 
Butane Gas Co. and The § & L 
Manufacturing Co. 
His territory for The Weather- 
head Company includes the states 
of Tennessee, Alabama, Missis- 


FIRST ACCEPTANCE CORPORATION sippi, and Arkansas. 


Northwestern Bank Bldg., Minneapolis 2, Minnesota, FEderal 9-7711 
; : B. W. Bourne to head sales 


for Delta Tank Co. in Houston 


Appointment of B. W. Bourne 
as Houston area sales manager is 
announced by Ross B. Baze, vice 
president in charge of sales for 
Delta Tank Manufacturing Co. 
Inc.’s oilfield equipment division. 
PAT. PEND Mr. Bourne, a member of the 


. American Institute of Mining and 
It $ FOR YOU Metallurgical Engineers, is a vet- 


eran of 10 years of sales work in 

FISK the petroleum equipment industry. 
TANK TRAILER | 
HYDRAULIC | Dailey, Gordon, take new posts 


for Ruud Manufacturing Co. 











YES—ONE MAN—CAN FRISK your tanks with a FISK trailer. Simple 
to operate and maintain. The hydraulic system does all the work. Save Two changes in the staff of the 
muscles—time and money. Fisk will transport tanks up to 1260 weg. Pittsburgh district sales office of 


PRICED WITHIN YOUR REACH—WRITE TODAY Ruud Manufacturing Co., have 
been announced by Harry S. 


FISK TRAILER SALES ° Western states Leech, district manager. Edward 


tributor to be * * 
Mounted route #26, Fond du Lac, Wisc. pointed soon. Dailey, a branch salesman since 
1953, is now commercial sales rep- 
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KEEP UP WITH 


“WHAT'S NEW" 


Gx * ta 
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the alert, profitminded dealer 
and distributor 


Here’s the newest line expressly designed to provide greater warmth .. . 
more comfort. The easiest of all to clean... . inside and out . . . Here’s 
why: wide service door, entire lower back area fully open, top louver lifts 
out. Exclusive directional louvers direct the heat at an angle into the 
room and away from the walls . . . affording better circulation . 
cleaner walls . . . Only Peerless has it. 


There’s greater economy . . . greater heating efficiency in a Peerless because 
it’s built by gas heating specialists with over 70 years of know-how. 


These are only a few of the countless features that make Peerless the 
greatest heating value in today’s market . . . thus, the means to satisfy 
customers means more net profit to you. 








Write for literature. 





PEERLESS MANUFACTURING CORP. LOUISVILLE 10, KY. 
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it’s natural to link 
LPG with Carter 


In the LPG industry, CARTER and unexcelled 
products are naturally associated. And there’s 

a simple reason for it: CARTER’S LPG products 
are unexcelled .. . the result of more than 
twenty years’ experience in the manufacture of 
highest quality butane and propane. This 
experience — gained by men interested in only the 


best — is yours when you buy LPG from CARTER. 


THE CARTER OIL COMPANY 
TULSA, OKLAHOMA 


Keep Up with L. P. gas BUTANE-P Ni 


Developments Each Month 
CWS 


198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 
See Page 2 for Foreign Rates 


(1 Check herewith C) Bill me C] | year $2.00 [] 2 years $3.00 


by subscribing to 


Name 
Firm 
Street 


City hebseieie ea .. .Zone 


pf Se eecenes eee eeeeeee8e88888888885) 
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resentative. He is now covering 
the Tri-State territory on behalf 
of the company’s gas water heat- 
ers for restaurants, laundries, ho- 
tels, motels and other commercial 
uses. Charles Gordon, a Ruud 
sales representative at the com- 
pany’s Cincinnati district sales of- 
fice, has been transferred to Pitts- 
burgh district to cover the north- 
western Pennsylvania area. 


Goldsberry is assistant sales 
manager for Charles Machine 


Dwaine Goldsberry has been ap- 
pointed assistant sales manager for 
the Charles Machine Works, Perry, 
Okla. He joined the Reda Pump 
Co., Bartlesville, Okla., in 1953 
where he was district supervisor 
western United States, water pump 
division. 

The Charles Machine Works 
makes the “Ditch Witch” line of 
small trenching machines. 


D. Goldsberry R. W. Wieting 
Charles Machine Dearborn Stove 


Wieting named advertising 
manager for Dearborn Stove 


Robert W. Wieting Jr. has been 
named advertising manager of 
Dearborn Stove Co., Dallas. The 
announcement is made by E. S. 
Kleinmann, Dearborn vice _ presi- 
dent and general sales manager. 

Prior to joining Dearborn, Mr. 
Wieting was in the advertising de- 
partment of R. G. LeTourneau Inc., 
Longview, Texas. His advertising 
background also includes work with 
the Buckner Advertising Agency in 
Lubbock, W. C. Stripling Co. and 
Convair in Fort Worth. 


Runge will head newly created 
department for Norge Division 


Robert J. Runge, director of ad- 
vertising of Norge Division, Borg- 
Warner Corp., Chicago, has been 
appointed to the newly created posi- 
tion of director of advertising, pub- 
licity, and sales promotion. 

Mr. Runge, Norge advertising 
head since July, 1954, now also will 
be in charge of sales promotion, 
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Because the male seat 
is 150 Brinell harder than 





Rockwood unions 
gall when making up! 


HARDNESS 
DIFFERENTIAL 


makes the big difference. This ex- 
clusive Rockwood feature means 
this #603 union will perform bet- 
ter and last longer . . . making a 


really trouble-free joint. 


INTERCHANGE- 
Even under difficult 
Rockwood 


COMPLETE 
ABILITY 
working conditions, 
Union #603 gives you superior 
performance. And each part of the 
#603 is interchangeable. 


EXCLUSIVE ‘tROCKWOODIZ- 
ING” There’s another big dif- 
ference that pays off, too! That’s 
exclusive ‘‘Rockwoodizing”’ proc- 
ess that protects the entire 
Union including threads, against 
corrosion. Add these big advan- 
tages to the fact that both seats 
are made of corrosion-resistant 
AISI molychrome steel, forged in 
place and bonded-locked under 
100,000 and 400,000 pound pres- 
sure and you'll know why you 
can’t buy a better Union. 


ROCKWOOD SPRINKLER COMPANY 


Distributors in all principal industrial areas 
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will not 


GET ALL THE FACTS on the 
Rockwood Union #603, mail cou- 
pon now. 


ROCKWOOD SPRINKLER COMPANY 
1405 Harlow Street 
Worcester 5, Mass. 


Please send me prices and further 
data on the new Rockwood Union 


4603. I would also like the name of 
the nearest Rockwood distributor. 


Name.. 
Title 
Company 


CUP sé: v ... Zone. .State 
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CAPTURE THOSE HIGHWAY $ $ $ $ $ 


With an IMCO L.P.G. Motor Fuel Service 
Station — Several Models and Designs to 
Choose From 


System Tanks 

Skid Tanks 

Motor Fuel Tanks 

Tractor Fuel Tanks 

Farm Trailer Tanks 

Transport Tanks 

Bobtail Delivery 

Tanks 

Anything you need 

in the L.P.G. line 

“WE GOT IT" 
Quality—Service—Price 


Write today for additional information on 
“IMCO” Products 














INDUSTRIAL MFG .CO. of TEXAS INC. 
SWEETWATER, TEXAS © BOX 698 e 





PHONE 4862 











Smoothly Bends Any Pipe or Tubing 
3¥g"' to I'/g"" O.D.... 


e Just a twist of the 
wrist assures perfect, 
even bends — right 
angle, any angle, U and 

See your supply 


HOLSCLAW BROS., INC. suye 22 


offset. Save enough 
on ONE job to pay 
for your HANDY TUBE 
BENDER. 


——— 
y ¢ 





J 434.N. WILLOW ROAD— EVANSVILLE, INDIANA —fogay’® "ae 





dealer programs, and other mer- 
chandising functions. 

Before joining Norge, he was ad- 
vertising and sales promotion man- 
ager of Thor Corp., Chicago, and 
prior to that, sales promotion man- 
ager of the plumbing and heating 
division of Crane Co., Chicago. 


Y 
R. J. Runge 
Borg-Warner 


M. Everett Barnard 
Carrier Corp. 


Barnard named unit heater 
manager for Carrier Corp. 


The appointment of M. Everett 
Barnard as manager of Carrier 
Corp. unit heater department has 
been announced by Loren Flet- 
cher, vice president and general 
manager of the Allied Products 
Division. 

The new manager has been a 
member of the unit heater depart- 
ment since 1929 and sales man- 
ager since 1954. 


R. L. Black joins Carrier's 
Bryant Div. research staff 


The newest addition to the re- 
search staff of the Bryant Division 
of Carrier Corp. is Roger L. Black, 
according to John H. Jennings, di- 
rector of development engineering. 

Mr. Black was formerly with 
Minneapolis - Honeywell Regulator 
Co.’s commercial division. He will 
be stationed at Bryant’s Indian- 
apolis plant, but much of his work 
will be with controls and regulators 
produced at the company’s New 
Lexington, Ohio, plant. 


Flint Steel announces 
several new appointments 

Harold G. Lewis, president of 
Flint Steel Corp., Tulsa, announces 
the election of corporation officers 
and a number of promotions. 

C. W. Flint Jr., chairman of the 
board and vice president; Harold 
G. Lewis, president; C. B. Ganna- 
way Jr., executive vice president 
and general manager; Stanley L. 
Spence, vice president and manager 
of plate sales; H. N. Williams, vice 
president and manager of struc- 
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For New LP-Gas Dealers 


Another Helpful (xp 
WHITE RIVER (ae 


Service 


7 — eae 
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Here's an exclusive White River Service, especially 
valuable for new LP-Gas dealers! 

Send your driver down to pick up your new White River 
truck tank unit. We'll thoroughly explain every feature. We'll show Model 200 
him how to operate it for maximum efficiency and economy. We'll 1300 to 2200 WG 
give him the actual experience of a check-out run over our own ae 
retail gas route. He'll learn first hand, right on the job. 7 > O& 

Our own retail gas business helps you in another impor- aN 
tant way, too! We know from our own experience what you need in . 
design and equipment to cut time and raise profits. We field-test Model 100 
these money-making features first, and then build them into every 1100 to 2300 WG 
model of the White River line. 


sa 
That's why we know these are the world's finest propane 
truck tanks, yet they're always priced for unmatched economy. 
Write today for specifications and prices on the complete White 


River line. There's a model and a price to fit your exact needs. Model 150 
1100 to 2300 WG 


WHITE RIVER <~ 


DISTRIBUTORS, inc. roche 92 
Phone 570 BATESVILLE, ARK. 


tHe Warld's Zliyest PROPANE TRUCK TANKS, ALWAYS AT Sayed Prices 
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Weld THERMO-DISC 


SALAMANDERS 


MODEL #800 MODEL #900 


Weldit, Inc. presents their new improved line of L-P 
Salamanders. Featuring the famous “Flame Dome” 
for 360 degree heat and introducing the amazing 
“Thermo-disc” for extra heat radiation. 100% auto- 
MODEL #1850 
# matic shut-off on Model #900. 


- 
= Canadian Distributor: ALLOY METAL SALES 
_. 181 Fleet St., E, Toronto 5, Ontario 


990 OAKMAN BLVD. 


INC. 


SINCE 1918 DETROIT 38, MICHIGAN 


NEW! trencer DIGS PERFECT LPG LINES... 


NEW Model B “Baby” DITCH WITCH 
digs perfect 2-in. trenches at any 2-in. vari- 
able to 18-in. depth. Ruggedly built, it digs 
in any soil, even rocky and frozen. Low 
initial cost, low maintenance — one man 
operation. Digs straight, clean spoils-free 
trenches with “no-ramp” ends which ac- 
commodate any pipe (no longer necessary 
to use copper tubing.) 


% Powered by a 2.5 HP 
engine, forward moving. 

*% Handle-bar winch makes 
hard soil digging easy. 

*% Compact, light weight, it 
fits in a pick-up. 

% Digs straight, curved and 
cornered trenches faster 
than 10 men. 

Digs a 2-in. trench im- 
possible by hand — at 
approx. 8 ft. per minute. 


Quickly pays for itself. 


. 2x 10” semi-pneumatic tires protect finest lawns. 
DITCH See your equipment dealer — try it on your next job. 


; 1 
\ WITCH Sold by dealers throughout the U. S. 


~A-—s THE CHARLES MACHINE WORKS 


616 B St. « PERRY, OKLAHOMA e PHONE 404 


A 





tural and warehouse sales; M. W. 
Clark, vice president and director 
of purchasing; P. J. Koons, assis- 
tant vice president and works man- 
ager, Tulsa plant; Jack W. Hulse, 
assistant vice president and works 
manager, Memphis plant; Glenn H. 
Knight, secretary and treasurer; 
and Virgil McKay, assistant secre- 
tary and assistant treasurer. 

W. B. Faulkner was appointed 
assistant general manager, and 
Stanley J. Harshman was appointed 
assistant manager of plate sales. 
O. E. Pederson will continue as 
chief engineer. 

The board of directors also ac- 
cepted the resignation of David E. 
Fields as vice president and mana- 
ger of plate sales. 


Kice resigns as Coleman 
sales engineering head 

Jack W. Kice has resigned as 
manager of the sales engineering 
department of the Coleman Co. 
Inc. to devote more time to the 
operations of Kice Metal Products 
Co., a Wichita manufacturer of 
mill machinery and industrial air 
handling equipment. 

During his 12 years with the 
Coleman Co., Mr. Kice was closely 
identified with the manufactur- 
er’s entry into the field of resi- 
dential heating and air condition- 
ing. 

He designed and developed the 
Coleman Blend-Air high velocity 
air handling system and helped 
establish the company’s extensive 
dealer training program. 


Carrier Names Rogan to 
quality control department 


The appointment of Leonard J. 
Rogan as quality control superin- 
tendent for Carrier Corp.’s Day & 
Night and Payne Divisions at Mon- 
rovia, Calif., has been announced 
by Harold Clifton, manufacturing 
department manager for the two 
divisions. 

Mr. Rogan will be responsible for 
quality control inspection of all 
Day & Night and Payne products, 
which include domestic water heat- 
ers, residential heaters and air con- 
ditioners. 


Rankin becomes field sales 
manager for the Coleman Co. 
tenne G. Rankin has been named 
field sales manager for the “Blend- 
Air” heating and air conditioning 
division of the Coleman Co. Inc., it 
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when you 


build quality in 


---the market 


fimds it out! 


It takes EXPERIENCE... 
the use of MATERIALS 
science says are BEST... 
scientific KNOW-HOW... 
and SATISFIED 
CUSTOMERS to achieve 


leadership in ANY FIELD! 


THERE 1S NO SUBSTITUTE FOR EXPERIENCE! 
We have repeated this again and again... 
because it is true! A good reputation is built 
with experience...each unit engineered 
correctly ...every one to do a SPECIFIC 
JOB...that’s why more and more users are 
coming to us with their tank problems. 
They know they can rely on us to solve the 
problem and build the tank that not only 
fills the initial need but is built for a maxi- 
mum life expectancy. 





This is DAL-WORTH’S newest stock de- 
livery unit...a capacity of 2,000 water 
gallons. A fine product of advanced 
DAL-WORTH engineering. Mounted on a 
3-ton truck this beauty weighs ONLY 
12,730 POUNDS (including all standard 
equipment) ...800 POUNDS LIGHTER 
than any similar equipment previously 
offered! 


WEEG4A «=. Se DAL-WORTH UNIT 
=. 


i 


DAL-WORTH TANK COMPANY 
Post Office Box 818 


= 
Please send me your latest catalog of precision engineered 


COMPANY 


P.O. Box 818 East Highway 80 
Grand Prairie, Texas 
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LP gas and anhydrous ammonia tanks. 


today ae 


Firm 


Address 





For L. P. Bulk Storage 
Leading Firms Pick 


There are over 250 SYSTEM 
NELSON bulk plants for the 
storage of LP Gas and Anhy- 
drous Ammonia located in 25 
states. Take advantage of our 


experience and get extra value 


and service on your next stor- EDWARD S. NELSON, Ltd. 
age problem. Contact us for a Clarksdale, Mississippi 
meeting with an experienced 


storage engineer. 


e*< ‘GULETANE LPG ll 


FOR FARM - HOME at INDUSTRY _ 


beck idse’ te Ss we ne 


LEADING NAME IN THE BULK STORAGE FIELD! 





Sells G00 Ibs. 
LP-gas/year| 


~-----------5 


WATER WARMER 


You sell more than an automatic stock 
tank heater when you sell a Johnson 
Water Warmer. You sell an average of 
600 Ibs. of LP-Gas per heater per year. 
The dependable, weather-proof Johnson 
Water Warmer is easy to sell, too. 
Cattlemen and dairymen know their stock 
do better, profit more, when their water 

is at a drinkable 48°. And the Johnson 
Water Warmer maintains that temperature 
in the coldest weather. It’s safe, efficient if e 
and very easy to install. Profit twice 

with the Johnson Water Warmer. 


Write for catalog of 
Johnson's complete 
water heating line. 
JOHNSON GAS 
APPLIANCE CO. 
597 E Ave. N. W. 
Cedar Rapids, lowa 


See Johnson's complete line of water heating ‘ If ee gas () , 
equipment at the LPGA Convention and Trade look to Johnson. . . Since 1901 


Show, Booths No. 56 and No. 57. ee 
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is announced by C. L. Burrows, 
sales vice president. 

Mr. Rankin succeeds Hascal Sim- 
mons who has been appointed man- 
ager of the Coleman branch sales 
office in Kansas City, Mo. 

Mr. Rankin has had sales experi- 
ence with General Motors, The 
Packard Co., Southern California 
Gas Co., and Gas Appliances Inc., 
Los Angeles. Before joining Cole- 
man he was district sales manager 
of Servel Corp. 

Mr. Simmons joined the Coleman 
Co. in 1948 as a regional sales rep- 
resentative and has since held the 
position of sales engineer, regional 
sales manager and divisional field 
sales manager. 


American-Standard names Shenk 
manager, boiler & radiator line 


The appointment of Louis G. 
Shenk Jr. as manager of boiler and 
radiator products has been an- 
nounced by D. J. Quinn, vice presi- 
dent of sales for the Plumbing & 
Heating Division of American- 
Standard. 

Mr. Shenk first joined American- 
Standard in 1949. Following vari- 
ous sales assignments in the New 
York City area, he was appointed 
assistant to Harold C. Day, manager 
of heating-cooling products in July, 
1955. Since February of this year 
he has served as acting manager 
of boiler and radiator products. 


Tuloma Gas Products Co.'s 
supply dept. gains two men 


The addition of two members to 
the supply department of Tuloma 
Gas Products Co. is announced by 
K. V. Doughty, department man- 
ager. 

The new employees are Joseph 
D. Hollingsworth and Jack H. Dubs, 
both of whom will be headquartered 
in the company’s general office in 
Tulsa. 

Mr. Hollingsworth will be con- 
cerned with the procurement of 
product supply for the company, 
and Mr. Dubs joins the engineering 
section of the department. 


Mueller steps Nunlist up 
to executive vice-president 


Frank J. Nunlist has been ap- 
pointed to the newly created posi- 
tion of executive vice president of 
Mueller Climatrol, it is announced 
by H. P. Mueller, Sr., president of 
the Milwaukee heating and air 
conditioning firm. 
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Easy To sell — 


Kaiser Steel LP-Gas Systems win customers with their 
trouble-free performance, long life and modern good 
looks. Tanks are fabricated from steel plate that has 
been specially processed to resist rust and corrosion. 
All moisture is removed to assure dependable service 
and prevent winter freeze-ups. Valves and fittings, 
the most accurate available, are located under one 
hood for safety, convenience and pleasing appear- 
ance. 


Trouble-free operation, long life and pleasing ap- 
pearance add up to satisfied customers when you in- 
stall Kaiser Steel LP-Gas Systems. And don’t forget, 
Kaiser Steel advertising in consumer publications 
brings you inquiries from interested prospects. 


Easy 7o service 


Kaiser Steel LP-Gas Systems make servicing easy for 
your drivers. All controls are located under a single 
hinged hood on the top of the tank. This reduces 
servicing time —increases your profits. 


Tank sizes are available for residential, commer- 
cial and industrial installation. Bulk propane storage 
tanks are fabricated in sizes up to 30,000 gallons 
water capacity. For complete information write: 
Kaiser Steel, Fabricating Division, Napa, California. ‘eine? 


Kaiser Steel 
FABRICATING DIVISION 


Napa and Fontana, California 


The symbol of satisfied customers 
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H. P. Mueller, Jr., vice presi- 
dent, has been named to succeed 
Mr. Nunlist as vice president in 
charge of sales. 

Nunlist joined the firm in 1941 
as assistant chief engineer and 
became chief engineer in 1944. 


Riseden, Owens become district 
sales managers for Beaird 
Creation of two new district sales 
manager posts and the appointment 
of two new sales representatives by 
the J. B. Beaird Co. Inc., has been 
announced by J. L. Tullis, vice 


president and general manager of 
sales for the Shreveport-based 
manufacturer of L. P. gas equip- 
ment and other heavy steel prod- 
ucts. 

Promoted to the new posts in the 
LPG and anhydrous ammonia 
equipment divisions are J. L. Rise- 
den, southern district sales mana- 
ger and E. G. Owens, California 
district sales manager, both of 
whom have served as Beaird sales 
representatives. 

Named as new sales representa- 
tives are A. J. Campbell and C. J. 
Spears, representing Beaird in 


Iucrease Your Sales Volume 


TORCH-FURNACE 
COMBINATION 


MANY USES MEAN MANY PROS- 
PECTS. RANSOME P-32 Furnace 
with Model 710 Torch is shown 
here, ready for such operations as 
sweating large streamline fittings; 
lead wiping; melting lead joints; 
core drying; light preheating; lay- 
ing and shaping asphalt tile. It 
takes about 3 minutes to convert 
from torch to furnace operation, 
and be ready to melt lead, babbitt, 
asphalt, paraffine, glue, without 
muss, fuss or a clogged burner. 


This combination is a real time and 
money saver for plumbers, pipefit- 
ters, sheetmetal workers, mechan- 
ics, ranchers, builders, asphalt tile 
workers, etc. 


RANSOME 


SAME FUEL TANK SERVES 
BOTH TORCH AND FURNACE 


SAFETY HELPS YOU SELL. This 
outfit burns safe, economical LP- 
Gas; gives extremely stable, clean 
flame. ICC-approved tank has 
weighted bottom to minimize tip- 
ping, but will not spit or flash flame 
even when upset. 


Step up your industrial appliance 
business NOW with RANSOME 
Torch-Furnace combination. Write 
TODAY for price list, discounts, 
and catalog of other RANSOME 
products. 


TWO SIZES: 


2% gal. tank; 19” high, weight 3412+ full. 
5 gal. tank; 26” high, weight 54* full. 


COMPANY 


Designing and Constructing Engineers 


ROOM A-10, 
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4030 HOLLIS ST., EMERYVILLE, CALIF. 
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J. L. Riseden 
Beaird 


E. G. Owens 
Beaird 


Minnesota and Wisconsin, 
tively. 

Mr. Riseden, with headquarters 
in Shreveport, and Mr. Owens, 
operating out of Beaird’s Stockton, 
Calif., office, join Art Brown, re- 
cently appointed midwest district 
sales manager, in assuming sales 
responsibility for their areas. All 
will work under the direct super- 
vision of Richard Meisenbach, man- 
ager of L. P. gas and anhydrous 
ammonia equipment sales. 


respec- 


Robertshaw's Research & 
Development Lab headed by Rice 


Harold W. Rice has been ap- 
pointed director of the West Coast 
Research & Development Labora- 
tory of Robertshaw-Fulton Controls 
Co. 

T. T. Arden, executive vice presi- 
dent for western operations, an- 
nounced the appointment. Mr. Rice 
succeeds H. W. Geyer, who has re- 
signed. 

Mr. Rice has been with the com- 
pany for more than 20 years. Since 
1951 he has been project supervisor 
at Robertshaw-Fulton’s West Coast 
laboratory. The laboratory, lo- 
cated in Los Angeles, is concerned 
primarily with the development of 
controls for the appliance industry. 


R. R. Allen 
John Wood Co. 


H. W. Rice 
Robertshaw 


John Wood names Allen vice 
president and director 

R. R. Allen has been named vice 
president and director of engineer- 
ing and research for the John Wood 
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Powell Lubricated Plug Valves 


FIG. 1559G—150-pound Steel Lubricated 
Plug Valve. Gear operated 


POWELL 


Fig. 3059 (Sectional) A.S.A. 300-pound FIG. 2200—175-pound W.0.G. Semi- 
Steel Lubricated Plug Valve Steel Lubricated Plug Valve 


THE WM. POWELL COMPANY 
2525 Spring Grove Ave. 
Cincinnati 22, Ohio 


VERIFIED 


Gentlemen: 





' Powell Lubricated Plug Valves main- 
tain the 110-year tradition of quality and precision. Only the finest 
available materials are used. And painstaking quality control is rigidly 
enforced through each and every step of manufacture. 


| 
| 
| 
| 
| 
Please send me a copy of your PV-4 
Catalog on Powell Lubricated Plug 
| Valves. It is understood that there is no 
Valve users who want one source of supply for lubricated plug as | cost, no obligation. 

well as all types of bronze, iron, steel and corrosion-resistant valves | 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 

| 


will want full details on Powell Lubricated Plug Valves. name 


For example, features include quick and positive operation—just a 
quarter-turn to open or close. Lubricant grooves surrounding each 
port provide a positive seal when the valve is closed. In an open posi- 
tion, seating surfaces are not exposed. Available in Steel and Semi- 
Steel through distributors in principal cities. 





title 





company 





|) 





For full details, write for the new PV-4 Catalog on Powell Lubri- 
cated Plug Valves. Just fill out the coupon and mail. Of course there’s 
no charge, no obligation. 


zone = = 


The source of supply tor all valve neede ! 


POWELL VALVES......... 


BRONZE, IRON, STEEL AND CORROSION RESISTANT VALVES. 
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. the straight 


Send for 


Manufactured by 


TE 


HEATER 


TICKET 





Vented Space Heaters 
8 models—1!5,000 BTU 
to 85,000 BTU 


Vented Wall Heaters 
5 models—25,000 BTU 
to 60,000 BTU 





Vented Floor Furnaces 
3 models—35,000 BTU 
to 70,000 BTU 


Unvented Space Heaters 
23 models—1!0,000 BTU 
to 50,000 BTU 














Stock and Sell the Complete Line 


© Wall heaters appro 


ved under 


1956 AGA requirements 


© The blower as show 
on all models 


Every Martin Gas He 


n is available 


ater is AGA 


approved for natural, liquefied and 


manufactured gases. 


complete catalog 


MARTIN STAMPING & STOVE CO. 


Huntsville, Ala. 


® Fits any tank 
and lights 4) 
quickly and=* 
simply 


Safe. AGA. 
approved" au- 
tomatic shut- 
off and tem- 
perature con. 
trols 


Easily installed —* 
on any wood, | | 
metal or con §/ 
crete tank Y 





Dependable— ¥ 
operates efit 
ciently in sub} 
artic weather 


; 


Por men quantity | 
| Broyhill ean EQUIPMENT 


f: 


the 
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Spraying Equipment 


Over 50 years heater experience 





FITS ANY TANK 
LIGHTS QUICKLY 
AND SIMPLY 


A blast furnace of 
heat striking 4 sides 
of the heat chamber 


Trailers and Self Propelled 
Hi Clearance Wagon Hoists 





Liquid Fertilizer Applicators 
Liquid Fertilizer Injectors 


Broyhill) COMPANY 


Aluminum, Rubber lined and 
Steel Tanks 


DAKOTA. CITY, 
NEBRASKA 


SEALING 
DEAL 
IS 
RECTORSEAL 


For making leak-proof connections there's noth- 
ing to compare with Rectorseal #2. It thickens 
in the joint to a plastic elasticity that positively 
prevents leaks —holds pressures up to 11,350 
psi. It is insoluble in LP-G, natural and manu- 
factured gas, all petroleum fractions and anhy- 
drous ammonia. 

For time-and-money-saving economy there is 
nothing to compare with Rectorseal #2, either. 
Thin in the can it's easier to use a 
spreads farther . . . lasts longer. There's no 
waste because homogenized Rectorseal #2 nev- 
er hardens, crumbles, cracks or gets brittle. See 
for yourself why Rectorseal is your best sealing 
deal: 


SEND TODAY FOR FREE SAMPLE 
RECTORSEAL Dept. A 
2215 Commerce St. Houston 2, Texas 


RECTORSEAL# 2 


et om 


MAKING THE L-P GAS INDUSTRY SAFER 








Co., it is announced by J. B. Balmer, 
president. 

Mr. Allen will be responsible for 
the establishment and management 
of this division whose function will 
encompass engineering research 
and development activities for John 
Wood’s seven domestic plants and 
the three Canadian plants of John 
Wood Co. Ltd. He will also act as 
counselor and coordinator for all 
John Wood Divisions on matters 
pertaining to engineering. 


Robertshaw-Fulton Controls 
names assistant sales manager 


J. L. Gabris has been appointed 
assistant general sales manager of 
the cooking appliance controls di- 
vision of Robertshaw-Fulton Con- 
trols Co., according to M. B. Gault, 
general sales manager of the cook- 
ing appliance controls division. 

In his new position, Mr. Gabris 
will continue to be specifically in 
charge of commercial controls 
sales. He will also undertake as- 
signments in domestic appliance 
controls sales. His headquarters 
will remain at the Robertshaw 
Thermostat Division, Youngwood, 
Pa. 

Mr. Gabris has been in charge 
of commercial appliance controls 
sales since 1953. Prior to that, he 
was district sales manager in the 
New York area for nine years. 


J. J. Edwards 


Florence Stove Co. 


J. L. Gabris 
Robertshaw-Fulton 


Edwards appointed midwest 
manager for Florence Stove Co. 


The appointment of J. J. Ed- 
wards as Midwest Division Man- 
ager is announced by R. D. Put- 
nam, vice president, Florence 
Stove Company. 

Mr. Edwards, with over 22 years 
of range appliance sales experi- 
ence, was formerly Range Man- 
ager, Norge Sales Corp., Chicago. 

Starting his sales career with 
Gambles, Skogmo Inc., Minne- 
apolis, he later joined Magic Chef 
Inc., as territory salesman for 
Northern Wisconsin; becoming 
sales supervisor at Cleveland: New 
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One converted tractor uses as much 
LPG as 3 domestic heating plants 











Sell the LPG 
Power Market! 








PRICE 
$3.50 


(In California add 
3% sales tax) 


A deluxe edition 
in handy pocket- 
size, 23 chapters, 
334 pages, com- 
pletely  illus- 
trated. 


... this book can help you 
build year-round fuel sales 
with LPG conversions! 


Your first step in cashing-in on the power 
market in your area is to gain a practical, 
working knowledge of LPG installation, con- 
version, and servicing. The Butane-Propane 
Power Manual not only shows you how to 
make conversions, but also how to sell them. 

It’s the first authoritative guide ever pub- 
lished for the rapidly expanding power mar- 
ket. Basic facts of engines, fuel, and power 
are given in easy-to-understand language 

. everything needed in a practical work- 
ing manual for practical men. 

Plan now to build a steady volume of fuel 
sales by aggressively selling LPG conver- 
sions to owners of tractors, trucks, station- 
ary engines, buses, taxis, and autos. Begin 
by ordering your copy of Butane-Propane 
Power Manual today! Nearly 5,000 copies 
now in use. 


ORDER YOUR COPY TODAY! 


Published by Butane-Propane News 
198 S. ALVARADO ST., LOS ANGELES 57 
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Round models, 
20, 30, 40 and 60 gal. 


EARS 


LP-GAS 
Table top, 30 gal. size, 





. 1) 
NS a. 


new While 
WATER SOFTENER 


White dealers have done wonderfully well 
—enjoyed a tremendously profitable 1956. 
The White factory capacity has been 

more than DOUBLED in the past 2 to 3 
years—a new “‘White-Glass lining’”’ factory 
has been built—in order to keep up with 
White dealers’ sales! If you have been 
overlooking the big profits that White 
Water-Hotters CAN pay you, and Is paying 
others, find out why! Phone, wire or 
write your White distributor—or contact 
White direct RIGHT Now! 


White-Glass and Zinc-in-ized Linings 


Ar 

©" Guaranteed by ™ 

Good Housekeeping 
48 sorcery OEE 


WHITE PRODUCTS CORPORATION 
Water-Heating Specialists Since 1930 
Middleville, Michigan e Div. of Lamb Industries, Inc. 








Are you ready for the annual 


OLD STOVE ROUND-UP? 


Here is your opportunity to tie in with a ready-made promotion. With 
ENTERPRISE, your OLD STOVE ROUND-UP will be a SUCCESS. 


Phillips & Buttorff is featuring a beautiful ROUND-UP Special that 
allows you good profit and gives customers EXTRA Savings. 


Write now for prepared newspaper mats and information on the 
ENTERPRISE Round-Up Special. YOU CAN ROPE IN THE BEST DEALS 


WITH ENTERPRISE! 





CHEERFULATORS 
Combines the best in radiant 
and warm air heating. Proven 
low operating cost with Cheer- 
fulators. 


Write for Your Catalog 


ADAMS BROS. MFG. CO., INC. 


Established 1898 


1500 NORTH AVE., W. PITTSBURGH 33, PA. 


England sales supervisor at Bos- 
ton; Pacific Sales Division Man- 
ager at Los Angeles; and Elec- 
tric Products Manager at St. 
Louis. 


Sinclair Chemicals promotes 
Ray Smith and Robert Sweeney 

Sinclair Chemicals Inc. announces 
the appointment of Ray C. Smith 
as manager of domestic sales, and 
Robert C. Sweeney as manager of 
market development, in charge of 
the company’s market research and 
product development activities, with 
headquarters in New York. 

Mr. Smith, who had previously 
been manager of market develop- 
ment for the company in New York, 
will manage the company’s chemi- 
cal marketing activities with head- 
quarters in New York. In 1947 he 
entered the Sinclair research lab- 
oratories at Harvey, IIl., as tech- 
nologist, lubricants division. 

In 1949 Mr. Sweeney was em- 
ployed by the American Sugar Re- 
fining Co. in Philadelphia as tech- 
nical representative. In 1951 he 
went with the Hercules Powder Co., 
Wilmington, and in October of 1952 
joined the market development de- 
partment of Sinclair. 


Issue a service contract 
to your customer and 


LOCK UP THE ACCOUNT 


@ Enables the LPG dealer to make a work- 
able ''Service Contract'' on systems 
owned by the consumer. Decorative, 
duplicate contract forms furnished on 
request with each lock cap. 


SERVES MANY PURPOSES: 


(1) Gives contracting dealer exclusive rights on 
contro! on all gas delivered into container. 


(2) Prohibits tampering ty unauthorized persons. 


(3) Discourages ‘‘distress raiding’’ of consumer 
customers by unethical operators. 

(4) A dealer-consumer agreement provides that 
dealer will remove lock and cap upon request 
of consumer. This serves as a warning to 
dealer that all is not well with one of his 
consumers. 


(5) Helps dealer collect past due aceounts. 


(6) A safety device for tanks located in con- 
gested areas, schools, churches, motels, ete. 


U. C. RONEY 
ANCHOR MFG. CO. 


P. O. Box 1001, Corsicana, Texas 
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CARBURETION 


LP-GAS 
VAPORIZER-REGULATOR 


a 

* 
aay 

> 


XG GAS CARBURETOR 
1% TO 2 IN. SAE 


ENGINE SAFETY SHUT-OFF VALVE 
VACUUM OPERATED 


MG1 GAS CARBURETOR 
¥% AND 1 IN. SAE 


CG GAS-GASOLINE 
COMBINATION CARBURETOR 
1% TO 2 IN. SAE 


ay 
a 


LIQUID FILTER 


fi Agriculture 





INSTALLATION 


for Automotive 
and Industry 


POWER SECTION 


SERVICING 


ENSIGN 


LP-GAS |,, 
Carburetion “” 


... pays for itself over 
and over again 


Satisfaction with LP-Gas as an engine fuel 
depends greatly upon the carburetion which you 
select. 

You pay no premium for Ensign — the carbu- 
retor that starts easily, performs excellently, de- 
velops full power and economy, is ruggedly built 
and is in demand everywhere. 

Ensign carburetion is DEPENDABLE. In the 
long run you are money ahead to specify Ensign 
for every kind of LP-Gas powered equipment. 
Simply tell us your engine make, model and speed. 


We'll recommend the best equipment to do the job. 


> == 


Send for 


oy 
new Ensign +. © j 
literature today. = mae 


CARBURETOR COMPANY 


7010 S. Alameda St., P. O. Box 229, Huntington Park, California 
Branch Factory; 2330 W. 58th St., Chicago 36, Illinois 


Pioneers in Efficient Carburetion Established 1911 





the BIG LIFT for LP =Gas sales 


lift truck customers 





Hackney cylinders 


Boost your profits with lift truck cylinders. It is profitable year around cylinder 
business and presents a steady gas load. The lift truck and industrial tractor 
field has scarcely been touched. Manufacturing plants, warehouses, docks, in 
fact wherever materials are handled, represent attractive markets for the 
conversion of equipment to LP-Gas carburetion. 

Three sizes of HACKNEY lift truck cylinders are available to fit most units. 
They have been designed with and approved by all leading industrial lift 
truck manufacturers. They comply with applicable ICC specifications, valves 
and gauges are UL approved and are in full conformance with Pamphlet 58 
of the National Bureau of Fire Underwriters. 

Don’t miss prospective business, because you lack cylinders. Purchase a In addition to the standard 207, 33%4# 
supply of HACKNEY two-piece lift truck cylinders today. They are the and 432% cylinders, special sizes of cyl- 
accepted standard of the industry and present the best appearance. They are inders can be furnished for both vertical 
available from stock with valves and visible float gauge installed, tested, dried and horizontal use. ASME tanks are also 
and painted in three sizes — 20, 331% and 43!4 pounds propane capacity available for permanent installation. Cyl- 
for horizontal installation. The quick disconnect fitting is optional. flere ehe- stoekednct Milwaukee seed 


Write today for more information. Downingtown plants. 


Manufacturer of Hackney Products 


1487 S. 66th St.. Milwaukee 14 @ 52 Vanderbilt Avenue, Room 2099, New York 
orside Circle, Marshfield, Mass. @ 138 Wallace Ave., Downingtown, Pa. @ 227 Hanna 
7 North Ave., No. 8, Cincinnati 36, Ohio © 936 W. Peachtree St., N.W 
Atlanta 9 @ LaSalle St., Room 790, Chicago 4 @ 57 E. Wentworth Ct., Room 
03, Minneapolis 19, Minr @ 552 Roosevelt Bida Los Angeles 17 
LP-GAS CONTAINERS FROM 
CONTAINERS AND PRESSURE VESSELS FOR CASES, LIQUIDS AND SOLIDS ONE POUND TO 30,000 GALLONS 
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Rain machines offer a market for LPG even in regions of high annual rainfall. This one is in Oregon. 


HIS past summer Gray’s Inc., 7 8 

LPG dealer of West Sacra- 3 5 rain machines give 
mento, Calif., delivered 50 per cent 
more gas than during the previous 
winter. Next winter some other 


e e ’ 
dealer who also buys his gas from 
Gray’s supplier, California Liquid inverse ratio to Gray S 
Gas Corp., can exceed his quota by 
that amount and everybody will be 
happy. 

Fuel to operate 35 rain machines By Carl Abell 
during the summer irrigation sea- Editor 
son made Gray’s inverse ratio pos- 
sible. 

Rain machines are long strings 
of portable aluminum pipes with 
rotary sprinklers at every joint, 
which are supplied with water under 
pressure of approximately 70 psi. 

In this area the water comes from 

ditches which are kept full by big 

pumping plants located along the 

Sacramento River banks. The water , a 
is lifted out of the ditches and sup- i) be ~ Somes "t: LPG solved this 
plied to the sprinklers by internal EF + a rancher's gasoline 
combustion engines driving big ; oy oo een f troubles. 
centrifugal pumps. 





A Ford V8 pumper 
operates on L. P. 
gas on the KMBK 


The complete pumping unit, con- 
sisting of engine, pump and fuel 
tank, is mounted on wheels so it 
can be moved along the ditch as 
the portable pipe is moved across 





OCTOBER, 1956 





the field from one location to the 
next. Some of these pipe strings 
are nearly half a mile long, and re- 
quire an engine comparable to the 
Chrysler Industrial 8 in order to 
provide the necessary volume and 
pressure. Smaller engines, such as 
the Ford V-8, operate shorter 
sprinkler systems ranging around 
1200 ft. 

Operating a rain machine is 
rugged work for an engine. Most 
of the outfits run continuously from 
May into August. In this area the 
season is approximately five months 
long, beginning at the time the 
ground begins to dry out following 
the spring rains, and continuing 
until the crop is ready to harvest. 
On most of the ranches the ma- 
chines run 24 hours per day, with 
no time to cool off except for the 
brief periods required to move the 
sprinkler pipes and pull the pump 
unit to a new location. 

The engines are nearly all put- 
ting out more than the recom- 
mended 60 to 65 per cent of their 
maximum horsepower, as the farm- 
ers will almost invariably put on 
as many sprinklers as the engines 
will supply without losing pressure. 

Nearly all of the rain machines 
served by Gray’s formerly operated 
on gasoline, and gave trouble. With 
the high output and constant speed, 
the valves accumulated excessive 
deposits which originated from the 
gums, carbon and lead salts in the 
burning gasoline. When these de- 
posits built up enough to hold the 
valves off their seats, it was not 
possible to maintain proper cooling, 
and the valves burned. Under most 





A completely portable rain machine resulted from mounting this 
Cadillac engine and 250 gal. LPG tank on a truck chassis. 
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. 


Irrigation has often been called farmer's "crop insurance." 
Even in our wettest states, irrigation helps assure better 
yields when applied during the drier months. Overhead 
irrigation demands a dependable, portable power supply. 


r 


favorable conditions this happened 
two or three times during the sea- 
son, but in extreme cases valves 
had to be reworked as often as every 
two weeks. 

White gasoline had been tried in 
an effort to eliminate the deposits. 
This was only partially successful. 
Carbon deposits still occurred and 
with no lead present in the gaso- 
line, there was generally a tendency 


a " LiNe ‘ ahs 


for the seat material to weld to the 
valve faces under the high operat- 
ing temperature. This caused 
“pick-up” of metal particles from 
the seats, which hardened on the 
valve faces and caused rapid ero- 
sion of the valve seats and loss of 
tappet clearance. There were still 
too many shut-downs for repairs, 
but what really hurt the farmers 
was the loss of power due to the 


Closeup of Cadillac engine which ran the equivalent of one million 
road miles on LPG before being opened for unneeded service work. 
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Since most irrigation takes place from May to October, 
it provides a natural load balancer for L.P. gas dealers. 
Gray's Inc. supplies 35 rain machines and delivers 50 per 
cent more LPG in summer than in winter. 


low octane value of the unleaded 
fuel. They could not run enough 
sprinklers to keep on schedule. And 
with either type of gasoline, the 
interruptions due to necessary valve 
work caused wilting and consequent 
lower crop production. 

This is the situation into which 
Butane Engineering Co. (which 
later became Gray’s) stepped with 
clean-burning high octane propane. 


Irrigation pumping unit on ranch in Sacramento, Callif., also has 
L. P. gas tank and engine mounted on automotive unit. 
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The situation was made to order 
except for one factor—the farmers 
thought that the efforts of this 
group to help them was just an- 
other sales pitch. They expected 
the results to wash out just as the 
gasoline suppliers’ efforts to make 
the engines run satisfactorily on 
their fuel had been unfruitful. 

In order to get started on a con- 
version program, it became neces- 


sary to make the first installations 
on trial, with the guaranty that if 
the promised results were not ob- 
tained, the propane equipment 
would be taken off and the gasoline 
fuel system restored without cost 
to the owners. That was the way 
the matter stood for the first year. 
After that, the case was proved and 
sales could be made on terms more 
satisfactory to the seller. 

It is now established in Gray’s 
territory that if a rain machine 
uses approximately 5000 gal. of fuel 
in a season, the saving in fuel cost 
pays off the cost of conversion in 
the first year. The owner gets the 
reduction in mechanical mainte- 
nance cost, which may equal the 
fuel saving, as a bonus. Several of 
the converted engines have run 
four seasons or more without major 
repairs. And a second bonus for 
the owner is the ability of the en- 
gine to pump continuously, with no 
interruption of irrigation, through- 
out the season. 

The business which Gray’s op- 
erates was started several years ago 
by Charles Cerati under the name 
of Butane Engineering Co. He was 
trained in the old days when a con- 
version was a major undertaking 
involving high compressioning of 
the low compression engines of that 
day, cooling the manifold, plus 
whatever was needed in rebuilding 
the ignition system and the insta!- 
lation of a complete liquid with- 
drawal fuel system. 

Cerati didn’t see any difference 
between the needs of a rain ma- 
chine and those of the same type 
engines in the big mainliner trucks 


view of rain machine shows hose extending to left taking water 
irrigation ditch while hose on right sends water to sprinklers. 
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on which his first experience was 
gained. He did not want any un- 
successful conversions, and particu- 
larly he did not want any news of 
failures going out over the farm- 
ers’ grapevine. His jobs would have 
to “stay put,” so he gave each one 
the “full treatment,” beginning with 
whatever reconditioning the engine 
needed to put it in first class op- 
erating condition. That’s the way 
he trained Jim Schroepfer, who 
now manages the operation for 
Gray’s Inc. 

One of their early conversions il- 
lustrates the kind of results that 
may be obtained with proper thor- 
oughness of conversion procedure. 
One of their Japanese-American 
customers, a Mr. Nishimura, bought 
a war-surplus Cadillac engine which 
had originally been built for use 
in a medium tank. It operated his 
rain machine for two years on 
gasoline, and was satisfactory in 
every respect except for frequent 
valve failures. The job came with 
high compression heads and with 
little heat on the manifold, so the 
conversion was simpler than on 
most industrial engines. The valves 
were reconditioned, the ignition 
system gone over, and the propane 
carburetion system installed. 


Part of the original equipment 
of this engine was a tachometer 
which converts engine revolutions 
into the equivalent of road miles. 
At the end of its sixth season on 


propane, the tachometer reading 
had passed one million miles. The 
only service work required in that 
time had been routine maintenance 
of the ignition and fuel systems 


and the replacement of one cracked 
head. At the end of the 1956 sea- 
son, the owner thought it was time 
to look inside the engine to see if 
it needed a general overhaul. The 
micrometer showed only .002 in. of 
cylinder wear. The engine was put 
back together with the original 
pistons, and without replacement 
or refitting of any engine bearings. 

Most of the engines in the rain 
machines in this territory are 
Chrysler, International and Ford 
V-8 industrial engines. In prepar- 
ing these for conversion, the heads 
of all standard Chrysler models are 
planed to raise the compression. 
The standard cut is .090 in. The 
Internationals are fitted with high 
altitude pistons if they do not al- 
ready have them, and only the Fords 
are left with the standard compres- 
sion ratio. 

The larger engines are generally 
provided with 250 or 500 gal. fuel 
tanks, mounted on the trailer or 
truck chassis which carries the en- 
gine and pump. The gas dealer 
ordinarily services these wherever 
they happen to be in the field, but 
in the case of the KNBK Farms, 
the owner has a 500 gal “trap 
wagon” which is used to service 
several rain machines and tractors 
in his various fields. This rig picks 
up fuel at Gray’s plant at a discount 
that approximates the cost of de- 
livery to the customer’s farm. 

Depending on size, these rain ma- 
chine engines consume from 4 to & 
gal. per hour. In the lower Sacra- 
mento Valley, they operate continu- 
ously during a four to six months 
season, which varies in duration 


Rain machines have also helped Gibbie Bros., Pomona, Calif., to balance their load. 
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with the crops and the weather. 
During the ’56 season, one of Gray’s 
customers burned 47,000 gal. of 
propane. 

For crops like alfalfa and sugar 
beets, which are major products of 
the area, the machines generally 
operate in one “set” for from 7 to 
8 hours, after which the pipes and 
pumps are moved to the next loca- 
tion. This requires work at odd 
hours, and one of the moves must 
take place during the dark hours. 
Some of the farmers are now pro- 
viding enough machines to cover 
their ground in two changes per 
day. This works out very nicely, as 
moves are made early in the morn- 
ing and again in the afternoon. A 
General Controls timeclock switch 
is set in the ignition circuit, and 
when the desired number of hours 
has elapsed the machine automati- 
cally shuts down. 

Jim Schroepfer includes free ser- 
vice for the ignition and carbure- 
tion systems as part of his fuel deal. 
Most of his customers know the 
value of this prompt and efficient 
service in keeping their machines 
running, and they know the high 
cost of shutdowns. Part of Jim’s 
standard procedure is to go over 
the fuel and ignition systems be- 
fore the pumping season starts, and 
he is on call 24 hours per day dur- 
ing the irrigation season. This has 
proved to be valuable strategy in 
making additional sales, and has 
also prevented the loss of accounts 
to competitors who have offered fuel 
for a cent a gallon less than Gray’s 
established price—without service. 

The customers are thoroughly 
sold on the conversion to propane, 
and the majority of the engines in 
that part of the valley are now on 
LPG. Jim’s Ensign and Century 
conversions, with compression 
ratios suitable for propane, have 
paid off through fuel economy and 
have given the operators freedom 
from mechanical problems that 
formerly interrupted schedules and 
increased costs. One of the im- 
portant by-products of the change 
of fuels in that the farmers no 
longer supply free fuel for farm 
hands and itinerants who formerly 
“bought” their gasoline from un- 
attended pump engines by means of 
a short section of rubber hose and 
a bucket. That just doesn’t work 
with propane. & 
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You never doubt for a moment that 
the new light bulb will fit the socket 
.. and LPG dealers have learned to 
expect the same perfect fit with 
Western Tanks. Because Western 

is the nation’s leading supplier of 
LP-Gas tanks to tractor manu- 
facturers, extremely close toler- 
ances are always demanded of 

a Western tank. Engineered jigs 
assure these close tolerances 
everytime. For your protection 

and your customer’s satisfaction, 
always be sure of superior qual- 


ity by specifying a Western 
motor fuel or tractor tank. 


You're no more than a few days 


away... Anywhere in the USA.. 
when you order a WESTERN 


A Complete line of PERFECT FIT Tanks is 


Arkansas Foundry Co. 


Little Rock, Ark. 
The Binkley Company 


Oklahoma City, Okla. 


MOTOR FUEL & TRACTOR TANKS Brungart & Jennings 


Birmingham, Ala. 
WESTERN TANK AND STEEL CORP. Gene Bumpus, Inc. 
aU] :):\elel 4 DALLAS Plainview, Texas 
Chickasha Gin & 
Mill Supply 
Chickasha, Okla. 
Box 1338 Lubbock, Texas Phone PO 5-9474 General Tank & 
Dallas Transfer & Terminal Warehouse Equipment Co. 
Santa Fe Bldg. Unit No. 2, Ph. RA-7111, Dallas, Texas San Antonio, Texas 
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Illinois Auto Electric Co. 
Chicago, Ill. 

Nebraska Propane Gas, 
Kearney, Nebraska 
Sleeper Equip. Co. 

St. Louis, Mo. 

The Moore Company 
Sikeston, Mo. 
Southwest Gas Equip. 
Liberal, Kansas 
Superior Supply Co. 
Kansas City, Mo. 

Tide LPG, Inc. 
Edinburg, Texas 





greater 
capacity 
and bigger 
pay loads 


SANTA FE STEP TANKS mean .-= 


Step Tank for 
International Harvester 


142”. 157” W. B. 


RUGGEDLY BUILT of high tensile steel, the Step Tank turns 
waste space into valuable, light weight LP-Gas storage 
space. The tailored collar assures factory-built appear- 
ance, yet welded-on clamp type mounting brackets make 
installation fast and easy . . . no holes to drill. For 
complete customer satisfaction sell Santa Fe Step Tanks. 
Write for specifications and prices. 


Sattar Fe wacwannme 


2830 Sand Springs Road Phone Diamond 3-8169 





_Tulsa 1, Oklahoma 





"We have had 
splendid results 
from this Ad.” 


That’s exactly what the advertiser wrote to us in 
ordering a repeat run of this classified advertisement: 





FOR SALE: 5000 TO 5500 W. G. U69 
Tandem Propane Twin Barrel ‘Trailers 
Choice of 16 with 50% 
brakes. Now operating. Texas R.R. Commis 
sion, ICC, ASMF approved. Prices $3,750 to 
$4,500. Delivery will be made to most North 
ern cities for $200. Write for pictures, de- 
tails. IRVIN F. NELIS ASSOCIATES, 
P. O. Box 14472, Houston 21, Texas 


10:20 tires, air 











Good ad? Yes! But good advertising medium, too! 

You can count on “splendid results” . . . whatever 

you want to sell, buy, or find . . . when you use the 
classified columns of B-P News. 


(op) CLASSIFIED Advertising iP} 


BUTANE-PROPANE News 198 S. Alvarado Street 
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B-P News five year 
power bibliography 


GUWRESEEING the growing im- 
F portance of carburetion as a 
market for L. P. gas, BUTANE- 
PROPANE News began a _ special 
Power Section as a regular monthly 
feature with the March, 1945, issue. 
Since that time, articles have been 
presented aimed at pointing out the 
bright power market to dealers and 
at helping them sell that market. 

Almost 11 years of Power Sec- 
tions have piled up a goodly amount 
of information. In order to aid 
readers who would like to refer 
back to articles on specific phases 
of LPG power, the editors have 
compiled a power bibliography for 
the past five years. Information has 
been classified into sections titled 
Tractors and Farm Vehicles, In- 
dustrial Trucks (Including Fork 
Lifts), Public Transportation, 
Trucks, Refrigeration, Engines— 
Agricultural, Engines—Industrial, 
Conversion and Maintenance, Deal- 
er Methods and General. 

Unfortunately, with only a few 
exceptions, we do not have reprints 
of these articles. Readers will have 
to refer back to their own files of 
BUTANE-PROPANE News. If the de- 
mand is great enough, in future 
issues we will be happy to publish 
additional years of power bibliog- 
raphy, extending all the way back 
to March, 1945. 

Here then, is the power bibliog- 
raphy from this issue back to Janu- 
ary, 1952. Limited supplies of re- 
prints are available only of articles 
marked with an asterisk (*). 


TRACTORS AND FARM VEHICLES 


Techniques That Sell Tractor 
Conversions—Carl Abell 
May 1956, 
Father of Farm Control Law 
Farms with L.P.Gas — Carl 
Abell Dec. 1955, 
Tractor Conversions to LPG 
Offset Rising Costs of Pro- 
ducing Cotton— Ruel Mc- 
Daniel Sept. 1955, 
Hard Facts and Easy Pay- 
ments Sell Conversions 
Sept. 1955, 
Tractor Conversions: How to 
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Tractor Conver- 

sions—Car] Abell... Aug. 1955, 
How to Sell the Farmer on Con- 

verting His Tractor to LPG 

Carl Abel! July 1955, 
Cooperation Between LPG and 

Implement Firms 

Tractor Sales and _ Boosts 

L.P. Gas Load y 1955, 
The Stage Is Set for Big Push 

in Converting Tractors to 

LPG—Carl Abell ...Apr. 1955, 
Mississippi Cotton Plantations 

Save Cost of LPG Conver- 

sion During First Year- 

W. M. Massey......Mar. 1955, 
Here 
Jones 
Nov. 1954, 
Butane Fires Equipment on the 

Williams Plantation 

Sept. 1954, 
Winter Fuel to Spare? Sure! 
Tractor Carburetion Does It 
Carl Abell June 1954, 
Get Tractor Dealer to Cooper- 
ate on LPG Sales Program- 

C. F. Butterworth. .May 1954, 
Kansas State College Produces 

LPG Tractor Bulletin 

Apr. 1954, 
Arizona Farmers See Butane 

Tractors Apr. 1954, 
LPG Tractor Sales Depend on 

LPG Dealers’ Effort. Feb. 1954, 
Tractors Keep Summer Volume 

Up—Patrick J. Galvin 

Oct. 1953, 
LPG Is the Medicine for Hard- 

Starting Tractors— Carl 

Abell July 1953, 
The Tractor Can Pull Up the 

Summer “Low’—C. F. But- 

terworth July 1953, 
Tractor Dealers Can Help You 

Sell—Ralph Meeder.May 1953, 
Installations Balance 

Load for Minnesota Distribu- 

tor—C. F. Butterworth 

Feb. 1953, 
Unique Tractor Service Helps 
Dealers in Minnesota and the 
Dakotas—Carl Abell 


Promote 


Doubles 


Tractor Conversions Are 
to Stay—Robert N. 


Tractor 


Nov. 1952, 


Tractors Sept. 1952, 


INDUSTRIAL 
ING FORK LIFTS) 


“Leading Paper Company Con- 
verts Fork Lifts... 
Delta Converts Miami Ground 
Edward G. Dick- 
June 1956, 


June 1956, 
Equipment 

Insurance for Industrial Truck 
Conversions to LPG. June 1956, 

*Douglas Industrial Trucks 


Show Quick Saving of Con- 


OCTOBER, 1956 





TRUCKS (INCLU 


version Costs—K. W. Coghill 


April 1956, 
April 1956, 


Fork Lift Round-Up.. 

How Should We Make Indus- 
trial Truck Conversions? 
Fred Burdick 
LPG - Fueled Forklifts Keep 
Air Pure in New Ford Plant 


Max Barbour ....Oct. 1955, 


Korhumel Steel Saves $1750 in 
Six Months by Converting 


Fork Lifts to LPG—Gene C. 


Creighton Aug. 1955, 


Douglas Aircraft Converts 103 
Transportation Units to LPG 


May 1955, 


LOW 
cOosT 


April 1956, 
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How to Meet the Problems of 
Refueling an LPG-Powered 
Fork Lift Truck—Carl Abell 

Mar. 1955, 

How to Stimulate Conversions 
in the Fork Lift Field—Carl 
Abell 

Why Use L.P.Gas for Fork Lift 
Fuel?—Carl Abell. .Jan. 1955, 

Materials Handling Conver- 
sions Cut Costs, “Down 
Time,” for Lockheed—L. J. 
Rawley Dec. 1954, 

Old Engines Good As New 
After Conversion to LPG 
Emmett Maum ....Nov. 1954, 








“Sells 


“Boosts 
Gas 








WITH THIS PACKAGE 
And Carburetor Models 582, 
583 & 584 You Can Profitably 


Convert 70% of all Farm Tractors 
. Also Most Fork Lift Trucks and Stationary 
Engines of 100 to 300 Cubic Inches 


The lower initial cost of J&S is making possible more 
conversion sales and boosting motor fuel gas sales! 


Many LP-Gas Dealers Stock J&S Carburetion For Quick Sales 


The J&S 600-W-6 PACKAGE contains everything you need: the vaporizer, 
regulator, filter, hoses, clamps and fittings necessary to convert most any 
tractor or small stationary engine. 
The compact size and amazing flexibility of J&S carburetion parts enable you 
to make installations quickly and easily. J&S quality means good performance, 
customer satisfaction and extra profits to you. See your J&S distributor or 


write us today. 


“TWENTY-TWO YEARS IN GAS CARBURETION”’ 


CARBURETOR COMPANY 
P.O. BOX 10391 
DALLAS 7, TEXAS 


PHONE: RA-4761 
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ane 


Quicker”’ 





YOU GET MORE 
POWER...... 
MORE MILEAGE 


win nm ELLIS 


BU-POWER MANIFOLD 
The ELLIS BU-POWER MANIFOLD 


holds vital expansion of fuel until it 
reaches the combustion chamber. By 
keeping cool, the Ellis Bu-Power Mani- 
fold packs power into performance .. . 
increases mileage and gives you far 
more satisfaction with LPG. 


ELLIS MANIFOLD CO. 
2212-A East Washington Bivd. 
Los Angeles 21, California 


In most cities, dial information for the 
number of Ellis Manifold Distributor. 








Desc 4 
Lrerkhill 
Safety Hose Nozzles 


@ QUICKER FILLING 
@ SAFER OPERATION 


For fast, safe fuel transfer .. . at custo- 
mer’s storage or in the plant . . . Park- 
hill Nozzles are dependable. They attach 
in 3 seconds . . . two operations. They're 
safe: Nozzle must be locked on before 
fuel can discharge. Upon release gas es- 
capes away from hands . . . NO COLD 
BURNS. 














PARKHILL COMPANY] 


2264 Huntington Drive, San Marino, Calif. 


LPG Reduces Fire Hazard in 
Lumber Yard Fleet.Sept. 1954, 
Propane Carburetion, Catalytic 
Exhaust Successful in Pict- 
sweet Cold Rooms—John W. 
Taylor Aug. 1954, 
The Woods Are Full of Good 
Prospects—Ruel McDaniel 
July 1954, 
Bottled Gas Solved the Ware- 
house Fumes Problem 
May 1954, 
The Case of the “Buck Pass- 
ing” Truck Dealer. .Jan. 1954, 
Propane Drives the Flying Coal 
Scuttles of Colitz—Car] Abell 
Jan. 1953, 
Propane Curbs the Mighty Mis- 
souri—Carl] Abell...July 1952, 
Fork-Lift Fleet Conversion 
May 1952, 


PUBLIC TRANSPORTATION 


Small Bus Fleet Gets Big Re- 
sults—Selma Finney 
Sept. 1956, 
Other City Bus Fleets Confirm 
the Chicago Story Aug. 1956, 
*Exclusive: A Full Report on 
Chicago’s 1050 Propane 
July 1956, 
Propane Pays in Six Ways for 
City Cab Co.—Carl Abell 
Jan. 1956, 
Mission Taxi Cab Co. Converts 
Entire Driver-Owner Cab 
Apr. 1955, 
Pay as You Go Plan Helps Chi- 
cagomobile Convert Indepen- 
dent Taxicabs to L.P.Gas— 
William E. Kramer. Mar. 1955, 
Propane Reduces Maintenance 
for Meridian—W. M. Massey 
Sept. 1954, 
Taxi Totals 260,000 Miles in 
Durability Test—Carl Abell 
Sept. 1954, 
Three Years of City Bus Oper- 
ation with LPG Fuel—J. E. 
Ebinger Apr. 1954, 
Years Later: Chicago 
Transit Authority Reports on 
J. N. Jo- 
baris Dec. 1953, 
A Billion Dollar Market Goes 
Begging—William E. Kramer 
Oct. 1953, 
200 Converted Taxis Save $30,- 
000 per Year Over Gasoline 
Jack Pomrening..Dec. 1952, 
Propane Wins Approval of Far- 
go, N. D., Bus Riders—Carl 
Abell Oct. 1952, 
Busses Sept. 1952, 
ee Te Sept. 1952, 
Bus _ Line’s 
Aug. 1952, 


Three 


Propane Progress 


Taxicabs 
LPG Cuts 


Costs 25% 


Texas 
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186 
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Safety First for San Antonio 
LPG Bus Operation — Carl 
Abell May 1952, 

Million Mile Taxi Record Shows 
Propane Eclipses Gasoline— 
Carl Abell Mar. 1952, 

Taxis Offer Fertile Field for 
Conversions by LPG Dealers 

Jan. 1952, 


TRUCKS 
Propane Is “Chlorophyll 


Vitamins” for the 
Carl Abell 


and 
Diesel— 
Raw Mar. 1956, 
Star Practices What it 
Preaches with Large-Scale 
Conversion of Service Trucks 
Dec. 1955, 
New ’56 Ford Truck Models 
Offer Interesting Conversion 
Possibilities 
Butane Reduces Operating 
Overhead for Alice, Texas, 
Oil Field Hauler—Ruel Mc- 
June 1955, 145 
LPG Saves a Ready-Mix Fleet 
—A. Moreton Dec. 1954, 166 
What Colonial Stores Has 
Learned in Making Pilot Con- 
versions to LPG—Harold C. 
Hood Dec. 1954, 
Dependability of LPG Trucks 
Helps Sell Freight Service— 
Bob Hauton July 1954, 
Mistletoe Express Saves $15,- 
000 a Year with LPG—Bene- 
dict Kruse June 1954, 
Steffke Stays Sold on LPG 
Apr. 1954, 
Concrete Fleets 
the Ideal Fuel— 
Carl Abell Mar. 1954, 
Logging Trucks Powered by 
LPG—Pete Gray...Sept. 1953, 
LPG Delivers Livestock in Bet- 
ter Condition—and at Lower 
Cost!—Norman Bowman 
Apr. 1953, 
13 Years’ Experience with Con- 
verted Trucks—W. J. Thomp- 
Mar. 1953, 
Drivers “Work the Angles” to 
Get Million-Mile Truck 
Feb. 1953, 
Oregon Log Truck Makes 
Money by Using Propane 
Nov. 1952, 
Trucks Sept. 1952, 
16 Years on LPG Prove Oper- 
ating Economies—Carl Abell 
Feb. 1952, 


Lone 


*Ready-Mix 
Find LPG 


REFRIGERATION 
*L.P.Gas Precools California 
Crops—Jim Kennedy 


Mar. 1956, 151 
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Propane Protects Your Break- 
fast Strawberries...Feb. 1956, 
Sub Zero Refrigeration for 
Two-Day Meat Haul on Pro- 
pane—Gene C. Creighton 
Jan. 1956, 
80% of “Transicold” Units Op- 
erate on L.P.Gas....Jan. 1956, 
LPG Provides Dependable Re- 
frigeration for United Truck 
June 1955, 
L.P.Gas Makes Ideal Fuel for 
Refrigerated Trailers 
Feb. 1954, 


ENGINES—AGRICULTURAL 


35 Rain Machines Give In- 
verse Ratio to Gray’s—Carl 
Oct. 1956, 
Propane Engine Drives Port- 
able Grain Elevator. Aug. 1956, 
LPG Puts the Bee on the Bugs 
—Jim Kennedy ....Feb. 1956, 
Delta Farmer Scorns Electric- 
ity, Picks LPG for Irrigation 
Pumping—David Brown 
Feb. 1955, 
Crop Spraying . 1952, 
Forage Choppers ....Sept. 1952, 
Irrigation Pumping. .Sept. 1952, 
Small Stationary Engines 
Sept. 1952, 
Corn Dryer Blowers. .Sept. 1952, 
Combines . 1952, 
Load Balancing in Reverse— 
Carl Abell June 1952, 


ENGINES—INDUSTRIAL 


Every Sand Pit Operator Could 
Profit from Using LPG— 
Emmett Maum Jan. 1955, 

Original Rings Last Nine Years 
with LPG in Sawmill En- 
gines—W. M. Massey 

Jan. 1955, 

Gasoline Can’t Match LPG as a 
Standby Engine Fuel — Car] 
Abell Dec. 1954, 

No Gum or Rust with LPG— 
Carl Abell Oct. 1954, 

Conversion of Heavy Equip- 
ment Digs Operator Out of 
Hole—Carl Abell...Aug. 1953, 

Aggregate Mixed and Heated 
WIG EE Oc ciccccnsd Aug. 1953, 

LPG Plays Important Role in 
Construction of Interna- 
tional Dam ........4 Apr. 1953, 

Sawmills, Oil Well Drilling, 
Diesel Conversion, Sewage 
Treatment Plants..Sept. 1952, 

Drilling Rig Burns 1000 Gal- 
lons Daily—Fred M. Burt 

Feb. 1952, 


OCTOBER, 1956 








smaller on the 
outside... 





MODEL H 





larger on the 
inside... 


CENTURY CONVERTERS 


have bigger vaporizing area 


CAST-IN CHAMBERS for gas and water give this compact Century 
LP-Gas converter a king-size vaporizing area. This Model H_ heat 
exchanger and regulator is designed for farm tractors and industrial 
trucks of 100 hp. or less. Its size and light weight assure simple instal- 
lation in confined areas. Just 5%” dia. by 3”—it’s the smallest converter 
of its capacity on the market today. Weighs only 3 pounds. 

This non-corroding two-stage converter has a built-in atmospheric 
lockoff and manual or electric primer. Its pressure relief back gasket 


eliminates damage from freezing. 


Century Converters can be serviced without removing gas or water 
lines. Once installed, there are no adjustments to interfere with efficiency. 


Write for literature. 


CENTURY GAS EQUIPMENT CO. + 6855 East Rosecrans Ave. * Paramount, Calif. 





Demand the dependability of 


a COMPLETE carburetion system j 


carburetion 


HERE’S HOW TO KEEP 
THEM RUNNING! 


REGO’ LP GAS EQUIPMENT 


You can be sure of dependable LP Gas engine 
performance by insisting on RecO Lp GAs EQUIP- 


MENT ...a complete line for every application. 


Hi-F, primi titty 


RecO is a registered trade mark 
ot The Bastian-Blessing Company 


WRITE TODAY 
for REGO literature 


am 


“BASTIAN- BLESSING” 


4205 West Peterson Avenue + Chicago 30, Illinois 





"Talk About Simp bt ' 


Any competent auto mechanic can make 
a DIX conversion. No special tools or 
parts required . . . Full instruction pham- 
phlet available upon request. 


With DIX... 


You Save on Service 


DIX CARBURETOR COMPANY 


6605 S. WILSON AVE. 


LOS ANGELES 1, CALIF. 














Power Manifold Co. 


4023 FIRESTONE BLVD. 
SOUTH GATE, CALIFORNIA 
Telephone: LUdlow 1-1053 


CONVERSION AND MAINTE- 
NANCE, GENERAL 
Watch That Cooling System— 
Jim Kennedy ...... Sept. 1956, 
Conversion to L.P.Gas is Easy 
Here’s How—Car! Abell 
May 1956, 
His “Carburetion Fingers” Pay 
Off—J. Arthur Thompson 
Mar. 1956, 
Rust Free Fuel Tank? Why 
Not?—Carl Abell..Sept. 1955, 
People Often Have Carburetor 
Trouble, Engines Seldom Do 
May 1955, 
Fuel Tube Sloping Upward 
Works Well—Carl Abell 
July 1954, 
How to Vent Vehicle Safety 
Relief Valves ......: Apr. 1954, 
Modern Mobile Tanks are Safe 
—Carl Abell 
Changing Vapor Withdrawal 
Systems to Liquid..Aug. 1953, 
Those Baffling Freeze-Ups 
Aug. 1953, 
Ignition Timing Problems with 
Converted Engines. .May 1953, 
Cost- Profit Estimate Form 
Makes Carburetion Sales 
Easy—Tom Clark...Apr. 1953, 
Hard Starting ¢ Typical Winter 
Complaints—Carl Abell 
Jan. 1953, 


154 


201 


138 


154 


146 


138 


138 


132 


Safety Facts for Fuel Transfer 
the Customer Should Know 
Nov. 1952, 


DEALER METHODS 


Power Push Gives Weis Heavy 
Inverse Ratio—Carl Abell 
Nov. 1955, 
Brownie’s Butane Builds Lucra- 
tive Farm Business — Ruel 
McDaniel Nov. 1954, 
Texas Distributor Builds Large 
Motor Fuel Volume Without 
Domestic Service—Carl Abell 
Oct. 1954, 
Santa Monica Butane Co. Han- 
dles Carburetion and Fuel 
Sept. 1954, 
Pounds Promotes LPG as Farm 
BRE coh ciel ire seach Aug. 1954, 
Red River Goes “All Out” for 
Industry Jan. 1954, 
Trained Service Department 
Provides Key to Load Bal- 
ance-—Paul Schreiner 
Sept. 1953, 
Truck Service is Big Business 
for Cook Butane Service 
May 1953, 
Make it Easy to Buy..Aug. 1952, 
Mobile Conversion — Service 
Shop Gives Farmers Fast 
Changeovers—Carl Abell 
Jan. 1952, 


GENERAL 


Truck Station Pumps 65,000 
Gallons of LPG Per Month— 
Robert J. Sipchen. .Sept. 1956, 

Butane Drives Largest Land 
Clearing Machine — Carl 
Abell Aug. 1956, 

Railroad Cabooses Are Going 
Modern July 1956, 

Italian Carburetor May Revo- 
lutionize that Country’s LPG 
Market - 1955, 

Motor Fuel Service Expands 
South of the Border—Robert 

Oct. 1955, 

Philgas Installs LPG Dispens- 
ers at 25 Highway Service 
Stations June 1954, 

Use of LPG Recommended as 
Important Step in L. A. 
Smog Control Jan. 1954, 

A Plainsman Turns To Butane 

—Carl Abell Sent. 1953, 

The Great Plains Winter-Sum- 

mer Ratio is Upside Down 
June 1953, 

The Power Market ¢ Guide to 
Power Applications.Sevt. 1952, 

Problems of LPG 

-Dr. D. W. Simonsen and 
Duane B. Cram...../ Apr. 1952, 


Conversions 


149 


146 
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(Continued from page 38) 


Gene Perrine, Rockwell Meter project engi- 
neer, uses latest equipment to make sonic 
check of a meter in Rockwell Manufacturing 
Co.'s new research and engineering labora- 
tory in DuBois, Pa. 





in the laboratory on any new parts 
before they are sent into the field.” 

Outstanding features of the new 
department include: 

1. Mechanical facilities for test- 
ing sample parts and sample meters 
and for running quality tests right 
on the production line. 

2. A new mechanical laboratory 
for further development work and 
research on Rockwell automatic 
electronic provers. 

3. A sound room for detection of 
sounds —and sound evaluation 
equipment for locating and record- 
ing volume of noises in meters and 
other equipment. 

4. A chemical laboratory for test- 
ing materials to determine their 
suitability for use in gas meters. 
This includes facilities for testing 
incoming materials as part of a 
quality contro] program—and for 
establishing process production con- 
trol on materials such as oils, lubri- 
cants and adhesives used in meter 
production at DuBois. It also in- 
cludes facilities for testing new ma- 
terials such as plastics and syn- 
thetic rubbers and checking any 
proposed change in materials for 
suitability for gas meter applica- 
tion. In addition, it provides for 
chemical resistance and corrosion 
resistance tests to guard against 
possibility of field trouble in gas 
meters. 
5. Equipment for experimental 
work on forming, testing, and im- 
pregnating various kinds of pow- 
dered metal—a valuable asset to the 
plant’s powdered metal department. 

“The new facilities,” Mr. Dixon 
said, “do not in any way duplicate 
or replace the expanding research 
and chemical laboratories at our 
Pittsburgh headquarters—but will 
permit us to work continuously on 
new meter designs and improve- 
ments.” 


50% increase in output 
result of plant expansion 
The result of a multimillion- 
dollar expansion program at the 
Neches Butane Products Co. plant, 
Port Neches, Texas, will be a 50 
per cent increase in output. The 
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increased production will amount 
to 300,000 short tons annually, ac- 
cording to separate announcements 
by William P. Gee, president of the 
Texas-United States Chemical Co., 
New York, and William I. Burt, 
president, Goodrich Gulf Chemicals 
Inc., Cleveland. 

The butane company is owned 
jointly by the two chemical com- 
panies. It was purchased in May, 
1955, when it had a rated capacity 
of 190,000 short tons. It is the 
world’s largest butadiene installa- 
tion. 

The amount expected to be ex- 
pended on the expansion was not 
disclosed. 


Petrolane enters Montana 
with 16-plant acquisition 


Petrolane Gas Service Inc., which 
already operates through 46 LPG 
distributing points in California, 
Nevada, Idaho, Washington and 
Oregon, has expanded into Montana 
with acquisition of 16 plants in 
that state. 

Announcement of the acquisition 
of all of the capital stock of Mid- 
land Propane Co., Billings, and 
Glacier Distributors, Cut Bank, 
was made by Petrolane president 
and board chairman P. E. Foote at 
the August 27 meeting of the Cali- 
fornia corporation’s board of di- 
rectors. 

The 16 Montana plants and stor- 
age points will enable Petrolane to 
serve the south-central and almost 
the entire northern section of that 
state. The Billings operation in- 
cludes the towns of Absorokwee, 
Big Timber, Billings, Forsyth, 


Hardin, Harlowton and Jordan. 
Glacier Distributors covers Brown- 
ing, Chostau, Chester, Conrad, Cut 
Bank, Havre, Malta, Plentywood 
and Wolf Point. 

This expansion will add approxi- 
mately 6 million gallons annually to 
the company’s present LPG sales. 
Total customers for all 62 market- 
ing areas will come to 41,000 as 
compared to the present 38,000. 

The Montana dealerships were 
added to Petrolane’s growing string 
in exchange for Petrolane stock. 
Harold E. Gerke, president of Mid- 
land Propane Co., was appointed a 
vice-president of Petrolane and will 
take full charge of Petrolane’s oper- 
ations in the state of Montana. 


Tuloma Gas moves its 
Midland, Texas, office 


Tuloma Gas Products Co. has 
moved its Midland, Texas, district 
office to the recently completed 
Zapata Bldg. 

Ralph J. Danner is the company’s 
Midland district representative, 
and supervises Tuloma’s marketing 
operations in West Texas and New 
Mexico. 


Homeowners’ attitudes on 
air conditioning studied 


Du Pont Co., in the second of its 
annual series of market research 
surveys for the air conditioning 
industry, is studying homeowners’ 
attitudes toward central residential 
air conditioning. 

Personal interviews with 1900 
householders are being made in a 
nationwide “probability sample” of 
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home owners in 27 metropolitan 
areas. The survey is designed to 
uncover not only factors of satisfac- 
tion or dissatisfaction by those 
whose homes are centrally cooled, 
but also purchase plans of those 
whose homes are not now mechani- 
cally cooled. Results of the survey 
are expected to be announced in 
November. 

In an effort to confine the survey 
of non-owners of cooling equipment 
to those who represent the most 
likely prospects for central air con- 
ditioning, interviews will be limited 
to owners of homes valued at up- 
wards of $6500 in the South and 
at more than $7500 in all other 
sections of the nation. 


Detroiter wins truck 
as top Bryant dealer 


When all the “selling” smoke had 
cleared away in Bryant’s BOP Sales 
Contest, the top Bryant dealer was 
Edmund Klebba, Klebba Heating 
Engineers, Detroit, Michigan. Did 
he pick an all-expense trip for 12 
to far-off Romanistan-By-The-Sea? 
No, indeed! Mr. Klebba selected a 
34-ton Chevrolet Service Master 
truck. He was joined by 2400 other 
Bryant winners who picked such 
unusual prizes as complete air con- 
ditioning service kits, combustion 
tester kits, arc welders, tap and die 
sets and advertising sales boosters. 

“Our sales force was too busy to 
take a trip this year,” said H. L. 
Clary, Bryant’s sales director, “so 
we had to come up with something 
different for those who wanted a 
contest that would provide the in- 
centive and still keep us on the 
job.” 

The gimmick? BOP! BOP was 
short for “Bryant Operation Profit’ 

. and BOP paid off in tools! 
There was a whole BOP catalog of 
tools, enough to equip a dealer’s 
shop. Prizes ran from the tiniest 


screw driver all the way up to the 
fully-equipped Chevrolet truck. 
Dealers also won sales promotional 
material like king-size “Bryant” 
outdoor electric signs and material 
displays. 


GAMA elects six U. S. 
firms and two Canadian 


Six United States firms and two 
in Canada have been elected to 
membership in the Gas Appliance 
Manufacturers Association, it is 
announced by Harold Massey, man- 
aging director. 

The new members are: 

All American Fabricators, Los 
Angeles, heater and range connec- 
tors and fittings; the Barnes Heat- 
ing Equipment Co. Inc., Los An- 
geles; the Central D. Manufactur- 
ing Co., Culver City, Calif., range, 
furnace and heater connectors; the 
Chilton Co., trade magazine pub- 
lisher; Lynchburg (Va.) Foundry 
Co., cast-iron pressure pipe and fit- 
tings. 

Steamway Products Inc., Cleve- 
land, relief valves; D. Talarico 
Reg’d, Montreal, P. Q., forced air 
furnace, and Western Gas Engi- 
neering & Equipment Ltd., Van- 
couver, B. C., gas conversion burn- 
ers and development of industrial 
gas equipment. 


Shipments of furnaces, 
water heaters up over ‘55 


Manufacturers’ shipments of gas 
central heating equipment and gas 
water heaters during the first six 
months of 1956 overshadowed ship- 
ments for the similar period last 
year, but shipments of gas ranges 
dropped, according to the Gas Ap- 
pliance Manufacturer’s Associa- 
tion. 

A total of 358,500 gas-fired 
furnaces of the forced warm air 
and gravity types were shipped 
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during the first half-year. This was 
a 3.9 per cent gain over the cor- 
responding 1955 period. 

Gas-fired boilers were up 23.3 
per cent over the first six months 
of last year, with 37,000 being 
shipped. 

A new high in shipments was hit 
by gas hot water heaters during 
the same period. The 1,461,500 
units shipped were 4.1 per more 
than were shipped during last 
year’s first half. Increased use of 
gas hot water heaters in home 
modernization programs more than 
offset effects of a slower pace in 
new housing construction, Edward 
R. Martin, GAMA director of 
marketing and statistics, pointed 
out. 

Gas range shipments, while 
topping the million mark during 
the first half of the year, fell below 
the corresponding 1955 total. The 
drop amounted to 10.8 per cent. 


Gas dryer sales up 19%, 
electric units rise 12% 


Factory sales of automatic gas 
clothes dryers increased by 19 per 
cent during the first half of 1956 
as compared to the same period of 
1955, the American Home Laundry 
Manufacturers’ Association report- 
ed recently. 

Sales for the first six months 
of this year totalled 161,318 units. 

Although sales of electric clothes 
dryers amounted to 445,172 units, 
the increase for electric units 
during the same period was only 
12 per cent. 


Plans for AGA convention 
flow under full pressure 


More than 4000 delegates are 
expected to attend the three-day 
annual convention of the American 
Gas Association, scheduled for 
October 15, 16 and 17 at Atlantic 
City, N. J. 

Included in the list of convention 
speakers are W. F. Rockwell, presi- 
dent, Rockwell Manufacturing Co. 
and president, Gas Appliance Man- 





Bryant heating dealer Edmund Klebba ac- 
cepts the keys to a new truck he won as 
the top winner of Bryant's 90-day BOP con- 
test. Handing the keys to the winner is 
Ronald N. Campbell, general manager of 
Bryant as Henry C. Bunge, Detroit dis- 
tributor salesman; John Leavitt, Bryant's 
Detroit distributor; and Henry Clary, di- 
rector of sales for Bryant, look on. 
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ufacturers Association, who will 
offer a coordinated program of 
promotion for the entire gas 
industry, including LPG. 

Judson S. Sayre, president of the 
Norge Division, Borg-Warner 
Corp., speaks on sales and sales- 
manship and Cecil M. Dunn, presi- 
dent, Magic Chef Inc., will invite 
delegates to consider the customer. 

Gas year-round air conditioning 
will occupy an important part of 
the convention with several speak- 
ers scheduled to cover the future of 
the gas industry in that growing 
field. 


Pennsylvania youth wins 
Robertshaw-Fulton award 

Scholarship winner Peter R. 
Fisher receives congratulations and 
check from Victor Weber, vice 
president of Robertshaw-Fulton 
Controls Co., sponsor of annual 
Robertshaw Research Center schol- 
arship contest. 

Fisher, an honor student at 
Greensburg High School, Greens- 
burg, Pa., made top score in com- 
petitive exams, winning four-year, 
tuition-paid scholarship to Carnegie 
Tech, and also $100 check. Car- 
negie Tech gets additional $2,352 
over the four-year period to defray 
expenses and administration of 
scholarship. Fisher’s ambition is to 
become an electrical engineer. 


L. P. Gas publicity goes 
to 11,000 newspapers 
with the 


Cooperating national 
program — Operation Home _ Im- 
provement—the National LP-Gas 
Council has released its second page 
of L. P. gas publicity stories and 
pictures to 11,000 small town week- 
ly and daily newspapers through- 
out the country. 

Newspaper editors are authorized 
to ask L. P. gas dealers in their 
respective areas to write the coun- 
cil if they desire to take advantage 
of these advertisements which were 
prepared by the council’s national 
advertising agency. 


Over 40 LPG men visit 
Stano Gasoline plant 


More than 40 L. P. gas distribu- 
tors and dealers from Kansas, Colo- 
rado, Oklahoma and Texas were 
guests of Tuloma Gas Products Co. 
on a recent tour of the Stano Gaso- 
line Plant, near Ulysses, Kansas. 

Following the conducted tour of 
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A group of L. P. gas men on a conducted 
tour of the Stano Gasoline plant, near 
Ulysses, Kansas. More than 40 L. P. gas 
distributors and dealers were quests of 
Tuloma Gas Products Co. at a recent Open 
House at the plant. 





the plant area, a luncheon was 
served in the Stano Community 
House. The afternoon program fea- 
tured key plant personnel and 
Tuloma representatives who ex- 
plained some of the many opera- 
tions in the production, storage and 
transportation of L. P. Gas. 

Representing Tuloma were A. P. 
LaBarge, the company’s Midwest 
sales representative, W. E. Scott, 
I. V. Jolly, Jack Miller, and A. L. 
Beck, all from Tuloma’s general 
office in Tulsa. 

Tuloma markets the liquefied pe- 
troleum products produced in the 
Stano Plant, owned and operated 
by Stanolind Oil & Gas Co. 


Nebraska Governor joins 
Highway Sign Program 

With Nebraska utilities already 
taking part in the Unified Highway 
Sign Program, Governor Victor 
Anderson recently signed up, as the 
first L. P. gas dealer in his state to 
join the movement. 

Commenting on the versatility of 
the sign format for both LPG and 
utility groups, Governor Anderson 
said, “I think the Cooperative 
Highway Sign Program is a won- 
derful gas industry effort and I’m 
happy to be able to participate.”’ 

The Program was originally 
brought into Nebraska by the en- 
dorsement of the Blue Flame Gas 
Association, which is in the process 
of raising funds to support a num- 
ber of signs as an Association proj- 
ect, and to supplement the individ- 
ually purchased signs. 

The Program is now going in 
nine states. Oklahoma and Pennsyl- 
vania, the bellweather states of the 


major 
state 


signs on 
from 


Program, nave 
highways practically 
line to state line. 

Features of the Program that 
appeal especially to LPG and utility 
groups are these: Each sign follows 
the same basic format, but copy 
may be changed to suit the indi- 
vidual need; no central fund or 
contribution plan is necessary fot 
participation—the utility or LPG 
operator may buy one, fifteen, or 
thirty, as his service area may call 
for... at a low monthly fee. The 
signs are erected in a chosen loca- 
tion and maintained by regular in- 
spection. 


Rockwell announces plans 
for $2 million plant 

Rockwell Manufacturing Co. 
plans to occupy a new 180,000 sq ft 
valve manufacturing plant at Kear 
ney, Neb., according to a recent an- 
nouncement by W. F. Rockwell, Jr., 
president. 

Company officials estimate the 
new plant, expected to be completed 
by mid-summer of 1957, will cost 
approximately $2 million. 

Located on a 52 acre plot on U.S 
Route 30, the plant will be used for 
machining, assembly and testing 
of Rockwell-Nordstrom Hypreseal 
valves. 

Like most new Rockwell facili- 
ties, according to Mr. Rockwell, the 
plant will be completely air condi- 
tioned, fully protected by sprinkler 
system, and designed along strictly 
functional lines. 


Miracle Gas Co. merges 
with two Montana firms 

The Miracle Gas Co., Billings, 
Mont., has acquired through merger 
all the properties and L.P. gas dis- 
tribution locations of Montana Bu- 
tane Gas Co., and Montana Gas 
Appliance Co. 

This merger will give the Miracle 
Gas Co. a large increase in volume 
of gas sales, with 20 L.P. gas dis- 
tribution locations throughout Mon- 
tana and North Dakota, according 
to Dan Mecklenburg, president of 
Miracle. 

Mr. Mecklenburg will remain as 
president of the company, Glenn 
Scheihing secretary and general 
manager, and Lois Von Hess, vice 
president and auditor. 


A bank is a place where you can 
borrow money if you can prove that 
you do not need it. 
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1 CLASSIFIED Advertising 


All Classified Advertising payable with order. 
Copy must reach publisher’s office prior to 
the ist of the month preceding publication. 
Address: Classified Advertising Material, 
BUTANE-PROPANE News, 198 S. Alvarado 
Street, Los Angeles 57, Calif. 





DISPLAY CLASSIFIED 


$12.00 a column inch per issue. Choice of 18, 
14, 12, 10 pt. display type for headings. Set 
with 1 pt. border. Maximum ad size 3”. No 
cuts permitted. Publisher will set ad for 
maximum effect in space purchased. 











UNDISPLAYED CLASSIFIED 15¢ a word. 
Set in 6 pt. type without border. $3.00 minimum 
charge per insertion. If Blind Box number care 
of B-P News is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of above rate, payable in advance. 


DISCOUNT OF 10% if full payment is made 
in advance for four consecutive insertions of 
undisplayed ads. 





SITUATIONS WANTED 


DESIRE RESPONSIBLE POSITION WITH 
established company. 17 years experience in all 
phases of LP-Business. Largely managerial 
Will re-locate. Prefer Florida or S. E. Coast 
Interested in Carburetion. Reply Box 55, 
BUTANE-PROPANE News, 198 So. Alvarad 
St., Los Angels 57, Calif. 


COMPTROLLER—OR ASSISTANT COMP- 
TROLLER and Internal Auditor, heavy expe- 
rience all phases of L. P. Gas operations—retail 
and wholesale. With one of largest L. P. Gas 
organizations in East, college education, married, 
young, experienced in auditing, auditing super 
vision, accounting supervision, office manage 
ment, income taxes and branch accounting. Will 
relocate. Reply Box 54, BUTANE-PROPANE 
News, 198 So. Alvarado St., 
Calif 


Los Angeles 57, 


HELP WANTED 


SALESMEN—COVERING BULK PLANTS 
and large dealers. We have an interesting, non 
conflicting, nationally advertised line that the 
trade is using daily. All territories open. Reply 
Box 14, BUTANE-PROPANE News, 198 S 
Alvarado St., Los Angeles 57, Calif. 


AMBITIOUS AND EXPERIENCED L.P.G 
operator capable of managing all phases of small 
1.PG business having excellent growth possibil 
ities. Opportunity to move into partial owner 
ship through successful management. Refer 
ences required. Reply Box 47, BUTANE-PRO 
PANE News, 198 So. Alvarado St., Los An 
geles 57, Calif. 


WANTED: SERVICE AND INSTALLATION 
MAN. North San Francisco Bay region. Reply 
Rox 52, BUTANE-PROPANE News, 198 So 
Alvarado St., Los Angeles 57, Calif. 


FAST GROWING AGGRESSIVE COMPANY 
IN CHICAGO area needs sharp, clean hard work 
ing L.P.G. carburetion mechanic with ability 
to handle carburetion department. Sales expe 
rience desirable but not necessary. Salary com- 
mensurate to ability. Reply giving age, experi 
ence, education, references, etc. to: Box 53, 
BUTANE-PROPANE News, 198 So. Alvarado 
St., Los Angeles 57, Calif 


EXPERIENCED SERVICE MAN FOR BULK 
LP GAS Company. Married, knowledge of gas 
controls and servicing essential. Permanent 
position. Excellent opportunity. Write Schagrin 
GAS Company, Middletown, Delaware 


WANTED: GAS SERVICE MAN FAMILIAR 
with all types of gas appliances and LP Gas 
Write Big Bear Lake Gas Co., Box 39, Big 
Bear Lake, California 


BULK PROPANE PLANT MANAGER FOR 
New York State Installation. Experience in all 
phases of L. P. Gas essential. Please state age, 
experience and salary bracket. Reply Box 56, 


BUTANE-PROPANE News, 198 So. Alvarado 


St., Los Angeles 57, Calif 


EXPERIENCED PLANT MANAGER IN 
Northwest. Salary $5,000.00. Personal interview 
necessary. Reply Box 57, BUTANE-PROPANE 
News, 198 So. Alvarado St., Los Angeles 57, 
Calif 
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BUSINESS OPPORTUNITIES OFFERED 


WILL SELL PARTIAL INTEREST IN 
small growing LPG business to qualified mar 
capable of taking over full management De 
tailed business and personal references required 
Reply Box 48, BUTANE-PROPANE News, 
198 So. Alvarado St., Los Angeles 57, Calif. 
PLANT FOR SALE. MUST BE MOVED 
Includes 4,000 NET Propane storage tank; 
300—100 lb. tanks and regulator, Smith pump, 
all Vapor Proof lights. About 250 customers 
PAVNYS, Palm Springs, Calif. Phone 7342. 
FOR SALE—SEVEN LP GAS COMPANIES 
within 125 mi. radius, Gallonage 7,000,000 an- 
nually in group 3 freight territory. Accounting 
and engineering analysis completed for group. 
Net earnings are excellent. Please furnish fi- 
nancial responsibility when replying. FED- 
ERATED PETROLEUM Mel Putnam, 3230 
University, Madison, Wis. 


FOR SALE — TRUCKS - TRAILERS 


FOR SALE—TRUCKS, TRATLERS—FOR 
something different in propane tanks, see Mas- 
ter Tank & Welding (Dallas) advertisement in 
this edition. 


“THEY EARN MORE . COST LESS!” 
That’s what any user will tell you about a 
Nor-Tex “Package Unit.’”? Mount this 1400 WG 
U-69 Twin Delivery Unit on a new truck of 
your choice or on a truck you now have fo: 
only $1,935.00 (Includes tax and mounting 
cost). It delivers more gas in less time because 
it’s equipped with high flow piping throughout 
Trim skirting, P.T.O. spline jack shaft, Viking 
mechanical seal pump, 50 ft. filler hose and 
ICC lights. Painted white enamel over red 
oxide. Call NOR-TEX PRODUCTS COM 
PANY collect, C-5416, Denton, Texas. 

FOR SALE—USED DELIVERY TRUCKS 
Several late model Propane Delivery trucks. 
1200 to 1600 WG, piped and ready to go. EASY 
TERMS. White River Distributors, Inc., 
Phone 570, Batesville, Arkansas. 


FOR SALE—TRUCKS - TRAILERS - Cont. 





TRANSPORTS: SINGLE OR TWIN 
barrel; new or used; for lease, or sale on 
budget or rental sale plan. If you want 
maximum payload, with all of the latest 
equipment engineered to fit your truck, 
roads, and your hauling problem, get the 
LMC PAYLOADER 
Contact Lubbock Machine & Supply Co., 
Inc., Drawer 1589, Lubbock, Texas. 











DELIVERY UNITS: SINGLE OR 
Twin Barrel. Our prices are competitive. 
We invite comparison between the equip- 
ment and price on our units with any com- 
petitive units. We believe we can give you 
the highest payloads per pound of gross 
vehicle weight. Write, wire, or phone, 
Lubbock Machine & Supply Co., Inc. 
Drawer 1589, Lubbock, Texas. 


NEW TRANSPORTS 
DELIVERY 
FROM STOCK 


Single or Twin 
6000 Gal. Twin 
7126 Gal. Single 
7356 Gal. Single 


Maximum Payload 
Write, Wire or Call 


ARROW 
EQUIPMENT 
co., INC. 
Phone Whitehall 8-558! 
1095 Harbor Ave. 
Memphis, Tenn. 








HOW TO FIND A BUYER 
You can do it quickly, inexpensively 
with a classified ad in BUTANE- 
PROPANE NEWS. 

















FOR SALE 


5000, 5800, 6000 WATER GALLON U 69; 
UW 1950; TANDEM PROPANE TWIN 
BARREL TANKS, also 7000 water gallon 
ASME 1952 DROP SECTION SINCLE 
BARREL TANKS your choice of any with 
50% 10/20 tires, air brakes, now operating 
Texas R.R. Commission ICC and ASME 
approved. Prices from $3,000.00 to $6,000.00 
delivered to most northern cities for $200.00 
additional. 
Write for pictures and details 
IRVIN F. NELIS ASSOCIATES, 
P.O. Box 14472, Houston 25, Texas 











FOR SALE—TANKS - CYLINDERS 








FOR SALE: ONE 30,000 GALLON PROPANE 
storage tank, 250% W.P. Complete with com 
pressor, piping and fittings. Will load on rail- 
road car. Glo Bottle Gas, Mitchell, So. Dakota 


THREE 70 FOOT 30,000 GALLON 
Propane storage tanks, excellent condition—lo- 
sated on railroad sidings, one at Greensboro, 
N. C., two at Charlotte, N. C. Contact E. C. 
Taylor at Piedmont Natural Gas Company, Inc., 
P. O. Box 1968—telephone FRanklin 7-2611, 
Charlotte, N. C. 


SKID TANKS 
— IN STOCK NOW — 
3000 gallon size built especially rugged for 
oil field use. Write, wire or phone 


Lubbock Machine & Supply Co., Inc. 
P. O. Drawer 1589 
Lubbock, Texas 
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FOR SALE—TRUCKS - TRAILERS - Cont. 





FOR SALE: 30,000 WG STORAGE U-69. 
Used, neat, well kept, FOB Piers, Waco, Texas 
area. Beaird 1950, 110 inch I.D., bare, with 
manway, Ladder and Platform, $9,995.00. An 
chor Gasoline Corp., 712 Atlas Life Bldg., Tulsa, 
Oklahoma. 


1800 WG MODEL 100, 250 LB. WP TRIM 
skirted tank, mounted on 1956 Chev. Model 
6403 chassis, 2 speed, 9 x 22%, 10 ply rear 
tires, ONLY $4,300.00, Fed. Tax paid. Pack 
aged Plumbing, meter, etc. available at regular 
prices. EASY TERMS. White River Dis 
tributors, Inc., Batesville, Arkansas. 


FOR SALE: 21 GALLON VERTICAL U-69 
200% WP Tractor tanks, complete with valves 
and fittings for liquid or vapor service. Ideal for 
hand burners, front mount tractor conversions 
and other farm power applications. Made by 
Santa Fe Eng. Co. Never used. $35 each— 
further discounts on quantities. Weis Butane 
Gas Co., Box 795, West Memphis, Ark. 





PROPANE 
TRUCK TANKS 
Model 100 with Trim Skirting. 
Prices INCLUDE Federal Tax 
and Mounting on Chassis. 


1400 WG —.$1,534.00 
1500 WG — $1,630.00 
1800 WG — $1,843.00 
2000 WG — $2,081.00 
2200 WG — $2,318.00 


Your choice of 5 Models, 600 to 2300 WG 
Twin or Single 


Packaged Plumbing, pumps, meters, etc., 
and all makes of trucks available. 


LOW DOWN PAYMENT, up to 2 Years to 
Pay. Write for Descriptive Folder 


WHITE RIVER 
DISTRIBUTORS, INC. 


Batesville, Arkansas 








ABOVE GROUND 
PROPANE TANKS 


Long Term Financing Available 


FREE DELIVERY 
In Our Trade Territory 


Write TODAY For Prices and Details 


WHITE RIVER 
DISTRIBUTORS, INC. 


Batesville, Arkansas 


TEXAS 
MANUFACTURING CO. 


Gainesville, Texas 
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FOR SALE—TANKS, CYLINDERS - Cont. 





FOR SALE 

TWO 30,000 GALLON PROPANE GAS TANKS 
with all appurtenances which include excessive flow 
valve, reliet valves, ladder and plat orm and valves 
at outlet of all openings. PRICE $9500.00 each 
at our Gas Plant, Albany, Georgia. For further 
information contact J. L. Arnold, Gereral Super- 
intendent, Water, Gas & Liaht Commission, 111 
Oglethorpe Avenue, Albany, Georgia. 








PROFESSIONAL SERVICES 








INDIVIDUALLY DESIGNED 
Ammonia and LP Gas Plants 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 








FOR SALE—MISCELLANEOUS 


DECALS MADE FOR TRUCKS, EQUIP- 
ment. Small or large quantities. Catalog free 
Mathews Co., 827 S. Harvey, Oak Park, III. 
BILLING EQUIPMENT FOR SALE: 2— 
Model 30-1700 Burroughs Postcard Billing ma 
chine, 1945, $1,000.00 each. 1—-Model 30-1700 
Burroughs Postcard Billing machine, 1949, $2, 
100.00. 1—Model 1700 Addressograph, 1943, 
$350.00 1—Model 3700 Addressograph Post 
Card Printer and addresser, 1950, $6,000.00 
2—Model SB addressograph Steel Cabinet with 
Drawers, $150.00 each. These are asking prices, 
F.O.B. Waukegan, Illinois Notify North 
Shore Gas Company, 209 Madison St., Wau 
kegan, Illinois, c/o Harry F. Luther 


FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto 
matic temperature and pilot control. Less pro- 
duct shrinkage. Easily installed. Write for de 
scriptive pamphlet. Eureka Equipment Company, 
P.O. Box 396, Beloit, Wisconsin. 





SERVEL REFRIGERATORS 
CLEAN — ALL CHECKED OK 
Model MS500A $15.00 each 
Model N500A $18.00 each 
In lots of 12 or more. 

FRED A. BROWN COMPANY 
100 E. Allegheny Avenue 
Philadelphia 34, Penna. 

Est. 1918 REgent 9-1130 








SERVEL GAS REFRIGERATORS 


R400A W600A 
S400A BN&é00A 


Used: guaranteed in good operating condi- 
tion. Modern, attractive, excellent condi- 
tion. Low delivery cost anywhere. Send for 
illustrated folder NOW. 


BEACH REFRIGERATOR CO. 
196-11 Northern Blvd. Flushing 58, N. Y. 
Phone Flushing 7-616! 











WANTED—MISCELLANEOUS 


WANT TO BUY: 8,000 or GALLON 
Sutane or Propane tank, new or used 
Oil Company, Belleville, Illinois 


Ross 


PRIVATE PARTY WISHES TO BUY: 
Either a Propane Bulk Plant or Cylinder Busi- 
ness. Midwest location preferred. Give all de 
tails in first reply. Reply Box 51, BUTANE- 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 


LP GAS INSTALLATIONS and 
ANHYDROUS AMMONIA PLANTS 


DESIGNED AND INSTALLED 
“There’s No Substitute For Experience” 


PEACOCK CORPORATION 
Paul E. Peacock, Jr., Pres. 
Box 268, Westfield, N. J. 


L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 
plete and Comprehensive Coverage for Ade- 
quate Limits of Liability at Reasonable and 
Normal Rates with Specialized Safety En- 
gineering and Claim Service. Available only 
in Alabama, Arkansas, Arizona, Georgia, 
Kansas, Louisiana, Mississippi, New Mexico, 
Oklahoma and Texas. 
PAN AMERICAN FIRE & 
CASUALTY COMPANY 
Earl W. Gammage, President 
P. ©. Box 1662 Houston, Texas 




















MISCELLANEOUS SERVICES 
CLIENTS OFTEN INCREASE PROFITS 


2% or more by using my cost reducing bulk and 
bottle operating procedures and sales procedures 
Property evaluations and special assignments also 
handled. Floyd F. Campbell, Management Coun 
selor, 821 Crofton Ave., Webster Grove 19, Mo 





MANUFACTURERS: WE SPECIALIZE IN 
the distribution and promotion of L. P. Gas 
equipment. If you have a new product to market 
r are dissatisfied with your present distribution 
lease contact us. Industrial Specialties Co, 
2238 W. Division St., Chicago 22, lllinois. 


COMPLETE SERVICE ON GAS CONTROLS 
REBUILDING — EXCHANGE — SALES 


Pack your defective controls, all in one container 

regardless of make, and ‘‘Cash In*’ on our TEN 

YEARS of experience in the Automatic Gas Control 

Field. OUR PRICES ARE RIGHT—OUR SER- 

VICE PROMPT—-OUR WORK GUARANTEED 
CONT 





4635 Black Canyon Highway, Phoenix, Arizona 
Phone AM-6-1926 











BUSINESS RECORDS 


KRAFTBILT BUSINESS RECORDS IN 
rease your profits—improve your credit—hely 
boost sales. That’s why KRAFTBILT LP-Gas 
Forms are used by more LP-Gas dealers thar 
iny others Simplify your office work—use 
KRAFTBILT Simplified forms. Approved by 
vour Association. Highly recommended by out 
standing LP-Gas suppliers. Don’t wait! Send 
ostcard now for LP-Gas Forms Catalog. ROSS 
MARTIN CO., P.O. Box 800-S, TULSA 
OKLAHOMA, 5 
BUSINESS RECORD FORMS. ALL 
WEATHER EZE-SNAP delivery invoices, for 
ise when making LP gas metered truck de 
liveries. 1000 sets (3 part) imprinted with name, 
iddres and telephone. $17.50 per 1000 sets 
DEGREE DAY SYSTEMS, WOODSIDE 77, 
me eo A 2 
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specialized to 
better serve you... 


our most important 
specialty . . . to be your dependable supplier! The only 


way we can stay in business is for you to prosper! 


Anchor’s huge tank car fleet, vast underground 
storage and nationwide organization assure you of 


dependable deliveries year-round. 


Anchorgas comes only 
from the newest, most modern plants; is tested and 
re-tested to assure you of LPG unparalleled in purity 


and quality. 


. Anchor personnel 
are experienced in all phases of the LPG business. They 
may be depended on for understanding, helpful advice 
businesswise, or even complete engineering help when you 
want it. Call an Anchor man about Anchor's year-round 
contract. It’s specialized to help you! Call Tulsa, 

CHerry 2-7261. 


SALES OFFICES: Des Moines, Shreveport, Toledo, Houston, Long Beach, 

Oklahoma City, Midland, Texas, San Francisco, Seattle, Salt Lake City, 

East Paterson, N. J., Hattiesburg, Miss., Macon, Georgia, Minneapolis, 
Minn., Calgary, Canada. 





